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For a Year Ahead 


> BUT the season for 
is not over, nor is the season for 


OME one remarks: “The Annual Convention 
season is about over; 


IDEAS 
ACTION. 

If an annual convention is worth holding, it will 
furnish material for ideas and action for at least a 
year to come. That is, in fact, the great good which 
a convention should accomplish, stimulating and in- 
spiring action toward betterment in store methods. 
Any man who attends a convention and absorbs the 
spirit of improvement will gather plenty of ideas to 
keep him busy the rest of the year. The great danger 
is that he will allow the inspiration to fade away be- 
fore he clinches the benefit received by acting upon 
the good suggestions offered. Many good sugges- 
tions were brought up at all the many conventions, 
State, regional and national; questions were asked 
and topics were introduced which will be discussed 
in the months to come. 

It is obvious that the retail shoe trade has improved 
immensely in the last few years, in the matter of 
getting itself into action on any and all questions, both 
individually and collectively. There was a time 15 or 
20 years ago when it seemed that the motto of the 
whole shoe trade, manufacturer and distributor 
alike, might be expressed in some such phrase as 
“Aw, you can’t do that!’ This seemed to be the 
typical attitude in reference to any change that was 
suggested. These were the days when they said: 
“You can’t induce women to pay more than $3 a 
pair for shoes.”” “‘You can’t do it’? was the word in 
regard to everything that came up in the way of any 
suggestions for betterment. 


Those were the days referred to by one of the 
biggest retail shoe merchants in the United States 
when he said, a few years ago, ‘““We have gone at our 
business with the spirit of cobblers, not of merchants.” 
It was a period of sluggishness and stagnation. It 
was natural enough that the shoe merchant of that 
period should complain that every other store in 
town, “except the saloon keeper and the blacksmith 
shop,” was cutting into his business and taking trade 
away from him. 

The different spirit of today has been worth mil- 
lions of dollars to the entire trade. The benefit has 
worked its way back through every branch of the 
trade to the production of the raw materials, includ- 
ing workers as well as employers, and the betterment 
is all based upon the idea that what one man has done 
any man can do, under like circumstances, if he just 
puts his mind to it and tries. The motto of the trade 
today might well be a reversal of the old-time tradi- 
tion, “You can’t do it.””. The modern shoe man says, 
“T CAN do it!’’—and takes off his coat and proceeds to 
prove it. 

There will be discussion of convention topics and 
suggestions in our columns for weeks to come, until 
it is time to look ahead to the next convention. 





The Needless Quadrennial 
Pause 


HIS is the year for the quadrennial pause in busi- 
ness, when everybody stands still and holds his 
breath until we get a president elected. -That is.the 
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theory, at least, judging from the vast amount of talk 
that is indulged in every four years. 

Everybody who wants an excuse for delay shakes 
his head solemnly and declares that he cannot stir a 
peg until after presidential election, his attitude and 
aspect indicating that the election is of wonderful 
and vital importance to business. 

Nothing has ever happened, and there is small 
likelihood that anything ever will happen, to justify 
this waiting policy and this gloomy foreboding. It 
is simply a habit we have gotten into, like the Eng- 
lishman’s habit of downhearted talk for publication 
when as a matter of fact he is feeling fat and pros- 
perous. 

Why not get over this habit and discard this false 
excuse for delay? There is precious little in it. The 
presidency, of course, is an important office; but the 
country is bigger than the presidency. It is true that 
the right kind of president can help, and does help. 
Perhaps the next president will have an. unusually 
great opportunity.to help. 

Since the death of Lincoln we have had in the White 
House—two well-meaning and courageous states- 
men-politicians; a brawling squabbler; a soldier; a 
poultry fancier; a school teacher; a lawyer or two; 
a rich, comfortable, long-winded judge; a gentleman; 
a well-meaning but politically docile friend of busi- 
ness. These designations indicate their chief quali- 
ties, although, to paraphrase a recent explorer in 
darkey dialect, “They ain’t what dey wuz nothin’ 
else but.” 

Why not try a business man as president, just to see 
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if anything really would happen? Some suck idea 
will seize the country some day, and the professional 
politicians will get the surprise of their lives in the 
all but unanimous endorsement the idea will receive. 

Anyway, nobody who has work to do ought to 
use that mouldy excuse for postponing it. 





Shoes and Daily Newspapers 


T is not every shoe store which can use local news- 
paper advertising. Ina general way, the trade field 
of the store should be co-extensive with the main bulk 
of circulation of the newspaper, or should overlap it 
in order to be profitable to the store. Thus, a big city 
newspaper is too expensive for the small neighbor- 
hood store, because it covers so much ground that the 
store cannot reach. ; 

Another type of newspaper which is unprofitable, 
but for a reason of an opposite character, is the tail- 
end newspaper or newspapers in a town which is 
“over-gunned;” that is to say, which has more 
newspapers than it really needs, the multiplicity 
resulting in a useless and expensive duplication of 
advertising bills. 

This condition has been recognized in towns and 
cities of all sizes and there has been a lopping off of 
the tail-enders, chiefly through consolidation with the 
more able and successful local journals. Many sig- 
nificant examples come to mind. Very recently the 
New York Sun and the Herald were consolidated, the 
Sun having previously absorbed the Press; the Globe- 
Democrat bought the only other St. Louis morning 





before the public in plain terms. 





A Thought on Prices 


Have your customers seemed concerned over the rumors of a break in the hide and leather market, 
and seemed to be expecting an immediate drop in shoe prices? You might talk to them after this fashion: 
**We didn’t BUY our shoes at the peak of shoe prices; we, therefore, don’t have to sell them at the peak of 
shoe prices. In fact, we never do buy our shoes at too big a price and, therefore, we do not need to make 
any drastic mark-down of prices.. We use our judgment in the buying of shoes; this judgment, 
based upon years of experience, is part of our service to the community. We think we know how to buy 
right, which is a fundamental help in being able to sell right.”’ 


This expresses the situation in a great many stores all over the United States, and it is worth putting 
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daily ;’ in Chicago the Herald and the Examiner were 
combined, the Herald having previously cannibalized 
the Record, the Times and the Inter-Ocean; the 
Boston Herald took over the Traveler and the Jour- 
nal; the Philadelphia Public Ledger absorbed the 
Times, and the Cleveland Plain Dealer bought the 
Leader. Cleveland and St. Louis have but one 
morning paper; Chicago has two. 

In view of these conditions in the big cities, it 
must be manifest that there is small excuse for three 
or four or half a dozen newspapers splitting up vee 
local field, in towns of 100,000 or less. 


They Can All “Afford” Shoes 


HE Woolworth heirs have followed the example 

of Mrs. Vanderbilt in deciding to sell a Fifth 
Avenue residence, and for similar reasons: they felt 
that they could not afford to maintain it. In their 
case the immediate proceeds go to the partial pay- 
ment of the inheritance tax. 

There are two aspects ot interest in Mrs. Vander- 
bilt’s decision, one of which seems to have a favorable 
general influence as an example, the other the re- 
verse. It is the abandonment of a home, the break- 
ing up of a center of hospitality of personal distinc- 
tion, in surrender before the advance of the monoto- 
nous hived-life of the hotel. Influences in that direc- 
tion have operated strongly in all our cities in the past 
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two decades, to the disadvantage of social life and the 
bringing about of limiting of old-time hospitality. 

On the other hand, this wealthy and fashionable 
woman sets a good example in saying “I cannot afford 
it.” It seems to come very hard to most Americans 
to repeat that phrase. Their fear of admitting its 
truth is one great reason why it is a truth in their in- 
dividual cases. It was said that Queen Victoria, with 
millions of annual income, often set an example of 
thrift by that identical sentence, calmly and uncon- 
cernedly uttered; and England certainly thrived as 
never before during her social dominance. 

The shoe trade will have nothing to fear from the 
revival among us of the sense of bargaining, an in- 
crease of the spirit which gives the buyer courage to 
walk away and say “I can’t afford it” when con- 
fronted by an extravagant offering. People who buy 
with common sense will not fail to recognize the truth 
that they get more for their money in shoes than any 
other article of wear, from head to foot, and they will 
not be influenced by false economy. They will not 
pinch unreasonably on their shoe buying, but will 
pay fair prices. 

Shoes are not a luxury, at least not in America. 
There are unfortunate regions where scarcity has 
boosted them to luxury prices, but even there they 
are a necessity just the same. The supply in this 
country has been kept up and prices have been kept 
down, compared with the rest of the world. 





Read the “Recorder” and pass it around your 
store. In this issue we tell “The Truth About 
Shoes;” ‘“The Next Step Forward” is discussed, 
and other interesting and educational news pre- 
sented. Be sure to study Lesson No. 6 of the 
“Recorder Fitting School.” 


Therefore, fill out the blank herewith. You 
will find that this “round-table discussion” of 
our authentic and expert information will benefit 
you and your coworkers. 





Read the “Recorder’’ 


_ Circuit is completed, with comments or sug- 


and Pass It Along 





Note carefully Articles 


Mr. 


























gestions, if any. 
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BRITISH SHOE MAN COMING 


Fred Page, Manufacturers’ Selling Agent, on 
Way Here 

Following closely on the heels of Walter . Crick, 
who is now in the United States representing 42 
British shoe manufacturers, comes Fred G. Page of 
the Bolton-Page Company, Ltd., of London, well 
known on this side. He has got together samples of 
British shoes from six of the most important British 


manufacturers. The models have been designed with 


FRED PAGE 


Of Bolton-Page, Ltd., London. Mr. Page 
is on his way here to sell British 
shoes in this country. 


a view to interesting the American trade. They are 
mainly men’s goods, but he will have with him also 
an interesting collection of women’s turn sole slippers. 

Mr. Page is very well known to the “‘Boot and Shoe 
Recorder,” and has in his visits of the past few years 
made the “Recorder” offices his headquarters. He 
was in this country last in August, when he secured 
several lines of American shoes for sale in Britain. 

Mr. Page believes that with the pound sterling 
where it is the American buyer should be able to get 
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British shoes at least 25 per cent cheaper than he 
could buy them in the home market. It will be inter- 


esting to note, however, how broad will be the market 
for British shoes in view of the demand on the part of 
the consuming public for style in footwear. 
Mr. Page left England on the steamer Lapland on 
the 18th, and is expected in this country during the 
coming week. 


VERMONT ASSOCIATION CONVENTION 


To Be Held April 13-14 at New Sherwood Hotel, 
Burlington 


The annual convention of the Vermont Shoe 
Retailers’ Association will be held on April 13-14 at 
the New Sherwood Hotel, Burlington, Vt. President 
B. J. Boynton of Burlington, assisted by the other 
officers and executive committee, are arranging an 
interesting and educational program. 


CHICAGO— JULY 12, 13, 14 


President Meyer of the Illinois Association 
Boosting Convention 


“Chase the Crowd to Chicago,” writes Frank P. 


Meyer, president of the Illinois Shoe Retailers’ 
Association. Mr. Meyer has issued one of his char- 





Next State Conventions 


Georgia Association Meets June 15-16— 
California, June 8-10 


The Georgia Shoe Retailers’ Association 
will hold its State convention June 15-16 
at Augusta, Ga. 

The California Retail Shoe Dealers’ Asso- 
ciation Convention will be held June 8—9-10 
at the Hotel Coronado, San Diego, Calif. 











6; 


acteristically forceful letters in which he sets forth 
the advantages of attendance at the big event of 
July 12-14, which will take place at the Congress 
Hotel, Chicago. 

The Illinois Convention will be held this year in 
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connection with the Style Show of the Chicago Shoe 
Travelers, another big event. 


BABSON. ADDRESSES SHOE MEN 


Speaks on Labor Problems at Boston Shoe 
Trades’ Club 

The Boston Shoe Trades’ Club, at a luncheon- 
meeting Wednesday noon, entertained a distinguished 
coterie of guests, including the following: T. P. Porter, 
British Consul-General at Boston, and Vice-Consul 
Marlow; Roger W. Babson, of Babson’s Statistical 
Organization; F. J. Marquis, secretary of the Feder- 
ated Association of Boot and Shoe Manufacturers of 
Great Britain and Ireland; and Rex D. Cohen, of 
Lewis’, Ltd., London, the two latter gentlemen being 
in this country on a fraternal visit to the American 
shoe manufacturing trade. There were also present, 
as the guests of Representative E. T. Wright, Speaker 
Warner and a large delegation of members of the 
Massachusetts House of Representatives. 

The chief speaker was Mr. Babson, and his topic 
was ‘America’s Greatest Undeveloped Resource.” 
His address was a strong appeal to business men to 
pay more attention to the men and women on their 
payrolls. 

“The people who are working for us should be 
encouraged to think, and to have ambition, imagina- 
tion, hope and courage. We have all gone crazy over 
the material things, the height of our buildings, the 


volume of our production, the smoke from our. 


chimneys and the size of our national bank deposits, 
and have forgotten that the larger the number of 
workers on our payrolls, the less the average of 
production. 

“There are two important things for you business 
men to do: First, go and look over your staff of 
employes and see if you cannot find material there 
that is just as good as you, yourself, were 15 or 20 
years ago. Second, give your employes responsibility. 
The way to protect our property from the peril of 
Bolshevism is to help the other fellow to get some 
property of bis own.” 

The meeting was presided over by Vice-President 
Thomas F. Anderson. 


PURE SHOE BILL 


Actively Opposed for Third Time by the Shoe 
Trade 

Rochester, N. Y., March 22—For the third time 
Assemblyman Caulfield has compelled active opposi- 
tion of shoe manufacturers, wholesalers and retail 
merchants to legislation of the Pure Shoe Bill variety, 
introduced by him in the Assembly and known as 
Assembly Bill No. 879. 

Many prominent manufacturers and wholesalers 
and retail shoe merchants added strength to the oppo- 
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sition, the discussion being closed by the attorney for 
the National Boot and Shoe Manufacturers’ Associa- 
tion, Sol Wile. 

The effect of such legislation, as it affected the 
manufacture and sale of boots and shoes in the State 
of New York, was presented from every angle, and 
the only appearance and speaker supporting the bill 
was its sponsor, Caulfield. 


MILWAUKEE CONVENTION 


Big Plans Well Under Way—Many Requests for 
Space 


The preliminary arrangements for the Milwaukee 
Convention are now well under way. Chairman 
Caspari of the 1921 Convention Committee is con- 
stantly in touch with headquarters. Blueprints of 
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ALVIN B. CASPARI 


General Chairman of the Milwaukee 
1921 Convention Committee of 
the N.S. R.A. 


the huge Milwaukee auditorium are already being 
studied in order that the exhibit space may be utilized 
to its best advantage. 

The 1920 Boston Convention Committee of the 
National Shoe Retailers’ Association is still in exist- 
ence and active in co-operating with 1921 Milwaukee 
headquarters. The Boston office has furnished the 
Milwaukee headquarters with several valuable pieces 
of literature, consisting of letters and blueprints, and 
in every way is giving the 1921 Convention Com- 
mittee the benefit of the thought which was put into 
the managerial part of the big Boston 1920 
Convention. 
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The Truth About Shoes 


First Is the Fact that Shoes Are Honorably Made and 


The first and foremost truth about shoes is that more 
than 100,000,000 people in this country like to wear 
them. 

The second and a vitally important truth about 
shoes is that a million people and more are engaged in 
making, distributing and selling them, and that they 
are honorable men, just every-day honorable men, 
claiming to be no better than their neighbors, and pro- 
testing against being called worse than their neighbors, 
particularly protesting against being charged with 
profiteering. 

It’s well for the shoe merchant to keep these facts 
firmly in mind. 


It Would Gag Business 


To exchange information may become a crime in the 
light of the law of today. That’s strange. Most every 
shoe man has been believing and practising, especially 
the past ten years, that it has been lawful, and ad- 
vantageous, for him to gather with his associates and 
exchange information. A vast amount of good work, 
for the betterment of the shoe industry, has been based, 
and is based today, upon the mutual.exchange of infor- 
mation through the medium of trade organizations, 
particularly the city, State and National organizations. 

But now comes the warning from the Depart- 
ment of Justice against business men organizing 
for any purpose other than for social diversion. 
The warning comes after the case of the American 
Hardwood Manufacturers’ Association, which was 
heard recently at Memphis, Tenn. 

Judge McCall, who heard the case, issued an 
injunction restraining the members of the asso- 
ciation from exchanging through a common 
secretary information of their respective rates 
of production and stocks on hand, and prices 
received on actual sales. The Government contended 
that the exchange of such information increased prices, 
the court so found. 

The association protested that its members had a 
constitutional right to exchange information. Its 
counsel appealed from the decision of Judge McCall 
and will carry the case to the United States Supreme 
Court. 

Barrier to Trade Information 


Many shoe men, particularly those who are active 
in trade organizations, will follow the case with a deal 
of interest. At the present moment, it seems impossible 
to them that any law could actually forbid men to 
get together and exchange information, for such 
co-operation is the basis of common progress in 
business and society. If business men can be en- 
joined from exchanging information, then farmers can 


Merchandised to 100,000,000 People and More 











be forbidden to get together to talk about their crops, 
and bridge clubs can be forbidden to meet and discuss 
the gossip of the neighborhood. It would gag business 
quite as effectively as the tithing man of old gagged 
some unfortunate wretch by putting a clothespin on his 
tongue. 

Allied Council Active 


The truth about shoes was discussed at a meet- 
ing of the Allied Council, in New York, on Tues- 
day. It was the sense of the meeting that the 
public should be told ‘“‘the truth, the whole 
truth, and nothing but the truth”? about shoes; 
also, it was the sense of the meeting that it would 
not test the constitutionality of the Lever Act. 

A general plan for a publicity campaign was 
discussed. It provides for a magazine and news- 
paper campaign, something like that which the 
packers carried on, for the purpose of telling the 
public the truth about their business. It will 
cost a considerable sum. It was decided that the 
plan for the campaign should be submitted to 
the several trade organizations of the shoe and 
leather industry, and that each organization be 
asked to express its opinion of the campaign, and 
to appoint a member to serve on the Ways and 
Means Committee for carrying on the campaign. 

The matter of testing the constitutionality of 
the Lever Act, and various other measures, will be 
considered further by the Tanners’ Council, when 
it meets at Atlantic City, May 6, and by the 
executive committees of the several trade associa- 
tions. 

New York Takes Action 


For fixing fair prices in New York City, a committee 
of the Retail Shoe Merchants’ Association of New York 
met with Arthur Williams, food administrator for New 
York, in the Bush Terminal Sales Building. 

Mr. Williams suggested that the merchants take 
voluntary action to fix prices. John Slater, president 
of the association, told of the efforts to fix prices in 
other cities. A motion to appoint a committee of New 
York merchants to consider the fixing of prices was 
made, and Mr. Slater appointed the committee. 


Philadelphia Fair Prices 


Fair prices for the city of Philadelphia, as decreed 
by the Philadelphia Fair Price Commissioner, Joseph 
Hagedorn, went into effect March 22. They provide 
for a gross profit of from 40 to 60 per cent on the cost of 
men’s and women’s staple shoes of from 60 to 75 per 
cent on the cost of style shoes, and of from 33 1-3 to 50 
per cent of cost on children’s shoes. No limit is fixed 
for profits on luxury footwear. 
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The Truth About Shoes 


There’s a Deal of Hysteria Aliant Price Fixing and Trade 
Regulations Which Is Harmful to the Shoe Industry 


Among those who met with the Fair Price Commis- 
sioner, for preparing the fair price list, were T. C. 
Mirkil, secretary of the National Shoe Retailers’ 
Association; David Strumpf, president of the Phila- 
delphia Association; T. D. Bellfield, Milton G. Harper 
and A. H. Geuting. 

The proposal to divide the city of Philadelphia into 
zones, and to fix prices according to zones, was dis- 
missed as impracticable. 


A. H. Geuting Explains 


The Fair Price Commissioner and representatives of 
the shoe merchants agreed that the fixing of fair prices 
would not ‘“‘mean a wholesale reduction in the present 
prices of shoes.”” Yet the newspapers declared there 
would be a sweeping reduction in shoe prices. 

A. H. Geuting issued the following statement: 

**As a member of the Advisory Shoe Committee 
which is co-operating with the Fair Price Com- 
mittee of Philadelphia to see that the agreement 
reached between the Fair Price Commissioner of 
the State of Pennsylvania and the shoe trade is 
carried out in good faith, I regret that a statement 
should have been made to the public that a sweep- 
ing cut in shoe prices would develop this morn- 
ing, March 22, for such a statement cannot bear 
fruit. It is not in the wood, and it leaves the im- 
pression on the minds of the public that the shoe 
retailers of the great State of Pennsylvania have 
been gouging the public to such an extent that a 
radical cut on their part was possible. 

**The best available figures — the most reliable 
figures—figures that are not based upon emo- 
tional deduction—show that the retailers have 
been making from 65c to 75c on a pair of shoes 
sold for $10, so that if they gave all their profit to 
the public—and as a result went into bankruptcy 
—the most a $10 shoe could be reduced would be 
from 65c to 75c. No stretch of the imagination 
could describe such a reduction as sweeping, and 
inasmuch as the Lever Act permits this kind of a 
profit, greater reductions cannot be forced.”’ 


Mississippi Goes the Limit 


The search for the truth about shoes in Mississippi is 
leading to ‘‘business annihilation,”’ according to a corre- 
spondent. But there’s one saving grace to the Missis- 
sippi situation, the Fair Price Commission has gone to 
the limit, and has fixed the price of everything in the 
store, whether it deals in shoes, groceries, provisions, 
clothing or barbed wire. It even has decreed that 
five cents shall be the price of a cup of coffee in a 
restaurant. 


As for prices on shoes, it has decreed that mer- 
chants may get a gross profit of 33 1-3 per cent 
on shoes costing $8 and above, 30 per cent on shoes 
costing from $3 to $8, and of 25 per cent on shoes 
costing less than $3. These percentages are to be 
**based on actual, original cost and should be so 
caleulated.”’ 


Florida Correspondence with Mr. Palmer 


In seeking the truth about shoes, where does the 
merchant fit? For instance, take the case of J. Gugen- 
heim, shoe merchant, of Tampa, Fla. 

Mr. Gugenheim was desirous to have a Fair Price 
Commission established in Florida. He wrote to 
Senator Fletcher, asking what steps to pursue for the 
establishment of a Fair Price Commission. He got this 
answer: 

There is no law, I think, providing for a Fair 
Price Commission, and I do not believe that it 
would be possible to establish such a commission 
now by act of Congress. There is a disposition 
here to have the Government relinquish all re- 
strictions and restraints on business as far as 
possible. 

(Signed) Duncan U. Fletcher, 
U. S. Senator. 


Mr. Gugenheim replied to Senator Fletcher, asking 
for additional information. The Senator wrote to the 
United States Department of Justice, and got this 
reply, which he sent to Mr. Gugenheim: 

My dear Senator—A perusal of your letter 
indicates that the writer, Mr. Gugenheim, is 
requesting a specific opinion as to the interpreta- 
tion of the law. As you know, it is contrary to the 
custom and policy of this department to render 
opinions as to the interpretation of the law to 
private parties. I am sure that if Mr. Gugenheim 
will consult the Fair Price Commissioner in his 
State, or the United States District Attorney 
for his district, that he will be able to conduct 
his business so as to avoid any violation of the 
law. 

Yours very truly, 
(Signed) A. Mitchell Palmer, 
Attorney-General. 


Consider this case well, brethien, of Mr. Gugenheim 
in the merchandising of shoes. You are advised to 
consult the district attorney before opening shop and 
selling shoes—good, useful serviceable shoes, that you 
have been merchandising for years, and that people 
have worn for generations. Isn’t it suggestive of the 
old Blue Laws, when a man had to get a permit to kiss 
his wife? 
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Tri-State and Minnesota Banquets 


Tri-State Shoe 


A Group of Tri-State Retail Shoe Merchants in Convention Assembled at Memphis, March 8-9, 1920 


Banquet of the Minnesota Shoe Retailers’ Association Delegates to Convention, Held Wednesday Evening, March 17, 
; at-the West Hotel 
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Merchandising Shoes in Great Britain 


An Analysis of Service Rendered, Cost of Doing Business, Profits and 
the New Scheme of Wholesale Buying Under “Shoe Retailers, Ltd.’’ 


By ARTHUR D. ANDERSON, Editor of the Boot and Shoe Recorder 


London, March 18—The retail merchandising of 
shoes in Great Britain can be broadly classified as 
follows: 

First, shoes sold through independent 
retail shoe stores and drapers’ shops (de- 
partment stores) which purchase shoes 
on direct order in lots of more than four 
dozen pairs. 

Second, shoes sold through the 
multiple firms or chain stores which are 
conducted by managers and which are 
to be found in every city and town of 
Great Britain. 

Third, shoes sold through the small 
retail merchant who buys less than four 
dozen pairs at a time and who does prac- 
tically all his buying through the whole- 
sale houses. 


You might further classify this distribution, this 
time from the viewpoint of the wholesaler and manu- 
facturer, as follows: 


First, from the manufacturer to the 
wholesaler who buys in large lots and 
is termed a ‘“‘factor.”’ 

Second, from the manufacturer to the 
multiple stores, which also buy in large 
lots. 

Third, from the manufacturer or 
wholesaler to the large independent 
retail merchants’ and drapers’ shops. 

Fourth, from the wholesaler, and a 
little from the manufacturer, to the 
small merchant retail. 

Thus you will see that there are four grades of 
prices from the factory. Until the war, the line of 


selling was very sharply defined. No man selling to 
the wholesale trade could make a success of selling 
to the retail trade also. When the great demand for 
footwear came during the war, it was necessary for 
the methods to change, for the demand for shoes was 
tremendous. 

With the organization of the Shoe Retailers, Ltd., a 
company formed of individual merchants throughout 
Great Britain and Ireland, there comes a new plan 
of selling standardized footwear from the factory. 


Advantage of Sir Percy Daniels’ Purchase 


Owing to the fact that Sir Perey Daniels was com- 
missioned by Great Britain to buy leather in the 
United States in great quantitites, it has been pos- 
sible to build shoes in England at a lower price than 
would have prevailed if regular market conditions 
had been in force. However, this advantage is nearly 
over, for the last 4,000,000 feet of leather was al- 
located in the final days of February. Some of the 
leather bought by Sir Percy Daniels can be classi- 
fied as good leather, but the majority of it was of 
grades rather under the general average of American 
shoe store standards. The fact remains that as poor 
as some of it was, it still was usable, considering the 
remarkable increases in price, the world over, through 
the shortage which developed because of the war. 


Average Mark-up Is 2714 Per Cent 


For this reason, the average price of shoes in Great 
Britain has been less than the average price of shoes 
in the United States. This is due to a number of 
things: 

First and perhaps most important, there is not the 
variety in footwear in England that there is in the 
United States, and stores do not have the amount 
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Piccadilly from Bond Street, London 


of stock by one-half. The sizes sold in the stores are 
much fewer in number, for few stores have AAs and 


Bs while a good many of the smaller stores sell shoes 


only on one width. This means a tremendous 
saving in stock over what is customary in the United 
States. It is perhaps the biggest factor in what we 
might call “economical sizing.” 

It is through this shortness of lines and shortness 
of stock through fewer sizes that the average mark-up 
on shoes in England is but 274% per cent. With the 
overhead on the average amounting to 2314 per cent, 
this gives the retail distributor a net profit of only 
4 per cent. The turnover, however, is believed to be 
greater than in the United States. It is said that the 
average place where shoes are sold can get a turnover 
of three to four times, while the multiple stores try 
to figure on the basis of 5 to 6 times. 


A Staple Shoe at Low Profit 


So much discussion came out of the war-time 
“standard-quality”’ boots that many months have 
been spent in determining some method of giving the 
public the benefits of a staple shoe at a low price and 
at a fixed low profit. Nothing much seems to be com- 
ing out of it now that the war-time restrictions are 
eliminated. 

Despite the fact that shoes in England are being 
made up cheaply because of the advantage of Govern- 
ment bought leather, there is not the volume of 
business in pairs that might be expected. Stores are 
finding that the great middle class of buyers is not so 
active in purchasing, but the well-paid laboring classes 


Ludgate Circus, London 


March 27, 1920 


Bird’s-eye View of Strand from Tivoli 


continue to purchase the highest price and highest 
grade shoes. This seems to be the prevailing character- 
istic the world over. 


Big Problem When Prices Rise 


But ahead of the English merchants is the time, fast 
approaching, when the dealer must buy shoes made up 
of leather bought on the prevailing market. The in- 
crease in price to the customer will be much greater 
than the comparative price increase in the United 
States. The advantage of a year-and-half supply of 
Government-owned leather will be wiped out and the 
merchants will have some difficult explaining to do 
to their trade. 

The English public is not so easy to sell as the public 
of the United States. The price factor is most often 
the determining one, and the service merits of the 
shoes are given principal consideration. 

If the English merchant had the run of sizes usual 
to an American store, he would be bankrupt on the 
margin of profit he takes. His method of selling and 
his margin of mark-up would not permit him a living 
income. Considering the type of shoes the English 
public buys, and the comparative ease of fitting and 
selling (once the prices are found satisfactory), 
the shoe merchants of Great Britain are rendering 
economical service at a fair margin of profit. The 
increasing good taste of the public will bring about a 
desire for better fittings and for a pair or two of shoes 
per person for the pleasure which good shoes give 
rather than for that one element—service. 
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Plan of the Shoe Retailers, Ltd. 


Perhaps the most significant development in the 
merchandising of footwear in England is the plan of 
the Shoe Retailers, Ltd., to which I referred at the 
beginning of this article. . This is a company organized 
by retail shoe merchants to purchase boots and shoes 
in bulk direct from manufacturers (including goods 
to be stamped with the registered brand “‘Associate’’) 
for distribution to the retail trade. The directors of 
the organization are: , 

Henderson J. Neal, 126 Kensington High Street, W., 
chairman; Irvin J. Dalby, 168 Soho Road, Hands- 
worth, Birmingham; S. Quinn, 428 and 430 Rochdale 
Road, Manchester; F. H. Groocock, 160 Arkwright 
Street, Nottingham; W. E. Masingham, 123 Stokes 
Croft, Bristol; William Charles, 41 Milsom Street, 
Bath, and E. A. Elliott, 112 Westbourne Grove, W. 

No better summary of what is proposed can be 
given than that of Henderson J. Neal, president of the 
National Shoe Retailers’ Association of Great Britain, 
and the directing head of Shoe Retailers, Ltd. He 
says: 

Objects of the Association 


‘Looking back over the period of years, quite apart 
from the turmoil of four and one half years’ war, I 
am struck by the changes which have taken place. 
Slowly at first, yet with ever-increasing rapidity, the 
single shop retailer has been disappearing. In his 
place has arisen the multiple shop, the drapers’ 
special boot department and the competitor who sends 
boots by post. 

“More and more the retail trade has been drifting 
into the hands of large companies and huge organiza- 
tions, and, as a consequence, the State has become 
increasingly in danger of losing the sturdy individual- 
ity of the single shop retailer. 


Advantages of Mass Production 


“The customer no longer obtains that personal 
service and trained experience which was the general 
rule in the trade for so many years. I am not going to 
suggest that present conditions are all against the 
public, for undoubtedly, through the introduction 
of half sizes and graded fittings, many shoe wearers 
can obtain real comfort from ready-made shoes, if 
they are so minded, but, on the other hand, too often 
the assistant is merely an automaton who has little 
experience and no practical knowledge. 

“Before the war there were signs for those who could 
read them that the manufacturer was beginning to 
awaken to the advantages of mass production and 
limited styles, and this tendency could but assist the 
big buyer, forcing the smaller man to secure his 
supplies through the middleman, who would naturally 
desire a legitimate profit for his services. 
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The Independent Merchant’s Place 


“In addition, therefore, to all the other handicaps, 
the small man had to shoulder the burden of the over- 
head charge of the middleman, plus his profit, and face 
his competitors with the disadvantage of inadequate 
profit, or, as an alternative, a price in excess of his 
rivals. 

“Shoe Retailers, Limited, was formed for two 


_ main reasons: 


“To enable the single shop retailer, by pooling 
his capital and his buying capacity, to secure his 
stock on the same terms as the largest buyer in the 
trade and é' 

“To meet the public demand for really reliable foot- 
wear at the lowest possible price. 


Caters to Small Merchant 


“The needs of the small retail merchant and the 
public were common, inasmuch as, given the right 
stock at the right price, he could not only sell in 
competition with his rivals, but could, in addition, 
give the personal service of the man long trained in 
the art of correct foot fitting. 

“The plan of the Shoe Retailers, Ltd.,.is to mer- 
chandise stock footwear of a staple character through 
the organization in the hope of giving lower prices to 
the public. There are many difficulties to surmount. 
The question of selection of stock by shareholders 
living in distant districts is one of the first. The 
methods proposed are as follows: 

“I—A traveling representative will cover the 
principal districts. He will stop at some central spot, 
and the shareholders in that district will be asked to 
make selections from the shoes which he will show. 
He will then move to the next town in the circuit. 

“2—A special arrangement has been made to post 
small parcels of samples to merchants who cannot con- 
veniently reach a center. The number of samples is 
limited to six at a time; postage must be paid one way 
and they must be returned in 7 days. 


Work Already Started 


“At the present time Shoe Retailers, Ltd., is supply- 
ing ‘Associate’ shoes to their members in considerable 
quantities, although all the orders cannot be complete 
for some time to come. The ‘Associate’ footwear 
is made according to specifications and must be 
thoroughly reliable throughout. The sample service 
started March 1 on the mail system devised by the 
company. Temporarily the association is using a 
warehouse in Kensington. 

“In looking over the published list, we see that the 
majority of the shareholders purchasing from 1 to 31 
shares (at a value of 10 pounds each) represent the 
smaller dealers who usually have purchased footwear 
through the wholesalers.” 
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England Likes Standard Boot 


Staple Style Ordered by Government During War Is Here to Stay, 
Says London Man---Price Stamped on Sole 


N interesting story of the standard ‘‘war boot” 
made during the period of the war by British 
shoe manufacturers at the command of the 

Government is told by F. J. Marquis of London. 
Mr. Marquis, who is secretary of the Federated 
Association of Boot and Shoe Manufacturers of Great 
Britain and Ireland, is in this country studying condi- 
tions in the shoe trade with particular reference to the 
labor situation. 

“Approximately 30,000,000 pairs of these boots 
were made in England,” said Mr. Marquis, ‘‘and they 
gained such an enormous popularity that now, with 
governmental restrictions removed, many manu- 
facturers continue to make them in large quantities. 
The war boots were of excellent quality, all-leather 
construction, and were made mostly in black because 
of the scarcity of colors. The manufacturer was 
allowed a 5 per cent profit and the cost cf distribution 
was limited to 271% per cent. The retail selling price 
was stamped on the sole of the shoe.”’ 


Standard Boot to Be Staple 


It is the opinion cf Mr. Marquis that the war boot, 
or a style very similar, is here to stay, although there 
is no chance that it will supplant all other styles and 
reign supreme. There is still a large demand, he said, 
for shoes and pumps more stylish in appearance. 

The federation of which Mr. Marquis is secretary 
was formed during the war, primarily to deal with 
labor questions which arose frequently and were of 
increasing seriousness to the manufacturer. There are 
local councils composed of manufacturers and oper- 
atives which meet at stated intervals to discuss 
questions other than wage scales. Wage questions 
are decided by another body, the Board of Concilia- 
tion and Arbitration. 


Labor on Piecework Basis 


One of the most encouraging developments of the 
war, so far as the shoe industry is concerned, Mr. 
Marquis believes to be the acceptance by labor of the 
piecework basis. Even this concession, however, has 
not increased production. 

“The reason,” he explained, “is that the British 
workman lives in constant dread of over-production 
with its consequent lack of employment. Although 
it would be to the laboring man’s present financial 
advantage to increase production or a _ piecework 
basis, this fear of hard times later has a tendency to 
hold him back. 1 am now working on a scheme to 


insure the workmen against poverty, provided hard 
times should come. With this in effect, the last 
barrier to increased production will have been re- 
moved and England will again be able to gain by 
leaps and bounds.” 

The average working week of the British shoemaker 
is 48 hours, according to Mr. Marquis, and his average 
weekly wage is 80 shillings, approximately $20. 


England and United States to Compete 


Mr. Marquis predicted keen competition between 
the United States and England for possession o/ 
foreign markets in the near future. ‘“‘But let’s not 
make it cut-throat,” he said. Cut-throat competition 
will only result in one of us getting all the business 
and neither of us getting any profit. 

“T do not anticipate,” he said, “‘that there will be 
any great market in the United States for British 
shoes, with the exception of a few styles. The pres- 
ence in this country today of many of my countrymer 
who are taking orders for English shoes is pot to be 
taken as indicative of an attempt to enter your 
market here. What we are doing is merely to sell in 
this country, at the present time, all the British-made 
goods we can and in this way restore exchange to 
somewhere near its normal basis.” 

With Mr. Marquis is Rex D. Cohen, also of Lon- 
don, a manufacturer of clothing and a retail merchant 
as well. The two men will be in Boston for the next 
week or so, visiting manufacturing establishments on 
the North and South Shores. They already have been 
through the Middle West. 


May Stabilize Shoe Market 


Washington, D. C., March 23—American Com- 
mercial Attache Lincoln Hutchinson at London has 
sent the following report to the Department of Com- 
merce on Standard Boots in the United Kingdom: 

“A new scheme for the manufacture of standard 
boots in the United Kingdom, voluntarily proposed 
by the trade, has been approved by the Standing 
Committee on the Investigation of Prices, under the 
Profiteering Act. The scheme was proposed by the 
Incorporated Federated Associations of Boot and 
Shoe Manufacturers of Great Britain and Ireland. 

Profits arising from the manufacture and dis- 
tribution are limited at every stage from the raw 
material to the retailed article—an amount of 27144 
per cent on the retail price is allowed for all costs 
and profits between the manufacturer and the public. 
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Lynn Has Easter Style Show 


Artistic Presentation of Spring Fashions Appeals to Hundreds of Spectators 


displayed at an unusually successful style show held 
March 18 and 19 in the store of Burrows & Sanborn, 
Louis Rocheleau, General Superintendent of the 


displ and after-Easter fashions in footwear were 


Inc., Lynn. 
store, and Manager and Buyer 





of the Shoe Department, was 
in charge of the show, as- 
sisted by Charles D. McLaugh- 
lin of Bresnahan-McLaughlin 
Shoe Co., shoe manufacturers, 
Edric R. Taylor of McNichols- 
Taylor, Inc., last makers. Mr. 
McLaughlin and Mr. Taylor 
were active in staging the Lynn 
footwear fashion show at the 
Chicago convention a year ago. 

The models first posed in a 
big frame on the first landing 
of the main stairway, then 
walked down the stairway and 
out on a 60-foot runway. The 
runway was covered with a 
carpet of green—a good spring- 
time color. Hundreds of people 
gathered along the runway, 
and observed the passing show. 
The frame, being on the stair- 
way, was visible from all parts 
of the store. An orchestra was 
in the main balcony. 

““Miss Lynn, The Lady of 
Shoes,”’ presented the spirit of 
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Lynn. Miss Pauline Brown 
had the part. She wore peg-top 
bloomers of heavy black satin; 
one shoulder strap of her 


. 


bodice was of cloth of gold ribbon, the other of black satin. 
A belt of tulle was about her waist, and it fastened in a 
A snug-fitting turban was on her head, 


smashing big bow. 
and on her feet a pair of black satin pumps, 
with an instep ribbon lace and 18-8 Louis 
heels, covered with cloth of gold. In her hands 
she carried black satin opera slippers, with 
large ornaments of brilliants. The shoes were 
made by Bresnahan-McLaughlin Shoe Co. 


The Easter Ball Girl 

The picture of “The Easter Ball Girl’’ was 
by Miss Minna Mingo. She wore a black 
tulle gown, over heavy satin, the skirt having 
narrow ruffles, stitched with silver metal 
thread, and the bodice being of lace, with 
shoulder straps of tulle. She carried a scarf 
of skunk fur and wore a bird of paradise in 
her hair. Her feet were dressed with black 
satin dancing pumps, having a buckle of 
brilliants. The shoes were made by Bresnahan- 
McLaughlin Shoe Co. 


The Springtime Sports Girl 
The picture of ‘The Springtime Sports 
Girl’ was by Miss Madge Collins. She 
wore a dressy sport skirt of wool velour, 


‘‘Miss Lynn, the Lady of Shoes’’ (Miss Pauline Brown) 
and ‘“‘The Easter Ball Girl’ (Miss Minna Mingo), Two 
of the Characters in Lynn Style Show. 


-~ 


LOUIS ROCHELEAU 
Manager of Burrows & San- 
born, Inc., Who Was in Cherge 

of Style Show. 


of a bright combination of sport colors, and a blouse of 
georgette, having short sleeves, and a simpleround neck. Her 
hat was of the sport style and of old rose color. 
brogue shoes she wore, of mahogany calf leather, and stock- 


Dressy 


ings to match. The shoes had 
fine perforations, a welted edge 
and 10-8 heels. They were 
made by Donovan-Giles Co. 


The Spring Afternoon Girl 


The picture of ““The Spring 
Afternoon Girl’? was by Miss 
Marie McDermott. She wore 
a blue taffeta skirt, accordion 
pleated and_ three-quarters 
length, and an elaborate waist 
of pulled-through wool em- 
broidery. Dressy brown kid 
oxfords she wore, and novelty 
drop-stitch stockings to match. 
The shoes had a 334-inch vamp, 
a slim toe and an 18-8 Louis 
heel. The costume is for after- 
Easter afternoon wear to the 
club meeting, the bridge party 
or the formal call. 


The Easter Little Girl 


The picture of “The Easter 
Little Girl” was by Miss Vivian 
Sliter. She wore a costume of 
colored organdie, fashioned in 
the simple lines of the growing 
girl’s style, and Mary Jane 
pumps. Later she changed to 


growing girl’s shoes ¥of J patent and white buck leather. 
A charming bit of the fashion show was the presentation 
of fashions for little folks, by Annette Rocheleau and Gertrude 


Reed. Miss Rocheleauis the little daughter of 
Louis Rocheleau. They wore dainty white 
costumes and ankle ties to match. 


re (The Page in White 

The part of the page was taken by Miss 
Bertha Clifford: She wore a costume of white 
kid, with white cap to match, and puttees. 
She attended the models as they posed and 
promenaded. 


Benefits of the Show 


The show presented to customers of the 
store, and shoppers generally, examples of the 
new fashions for Easter and after- Easter wear. 
They showed the new fashions as they will 
look on people who promenade at Easter time. 

A fashion show tends to cultivate among 
customers of a store, and their friends, anew 
appreciation of style in apparel, and leads 
people to select merchandise with more 
discrimination than would otherwise be the 
case. 
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“The Next Step Forward” 


The Question of a Working Connection Between the Retail Shoe Trade 
and Other Retail Trades Discussed by Leading Shoe Merchants 


E brought forward recently the question of 
W forming a working connection between the 

organizations of retail shoe merchants and 
the organizations of other lines of retail trade. 

It seemed to us that this indicated “The Next 
Step Forward” in the great work of mercantile or- 
ganization. Leading members of the shoe trade 
East and West, appear to agree with us very strongly 





A group of Indiana Shoe Travelers’ Association workers. 
“The men who are doing things.”’ (Left to right) Harry 
Springgate, Indianapolis; Charles Siipher, secretary- 
treasurer, Indianapolis; Wilbur J. Newberg, vice-presi- 
dent, Indianapolis; James B. Meek, president and chair- 
man of the Indiana Retail Shoe Association, held at 

Indianapolis, March 8, 9, 10, 1920. 





and we have had a number of interesting communi- 
cations. 
Favors ‘Affiliated Retailers”’ 

Mr. Geuting, chairman of the National Executive 
Board, states the case very strongly in a letter to the 
“Recorder,” as follows: 

“The amended Lever Food Control Act, which 
gave the Department of Justice control of prices in 
shoes and clothing, has forced to the fore the thought 
that I have advocated for three or four years past— 
namely, craft association and co-operation among the 
crafts for definite purposes. 

“Tt is well understood that all underlying rules of 
business are much the same. One retail merchant 
comes pretty close to understanding the other as re- 
gards rents, help, advertising, store service, etc. 


Therefore, legislation or rulings that affect one 
affect all. 
The Effect of the War 


“The war, furthermore, has brought under close 
scrutiny the various elements that enter into the 
cost of all merchandise, and there are many who feel 
that some of the agencies between production and 
consumption might be curtailed or eliminated alto- 
gether. In all such problems, the retail merchants of 
the country are vitally interested and can present 
a united front. ; 

“Socialistic theories are permeating society, and 
many of their arguments sound most plausible and 
catch the attention of the amateur. Their sophistry 
must be met, and the retail merchants all over the 
country can meet them better by presenting a united 
front than by leaving it all to any one particular 
branch of the retail business. 

‘The name of such an association is not so 
important, but the ‘Affiliated Retailers of the 
United States’ would not be a bad title. To 
make such a force strong, every retail business 
in the country should first be organized sepa- 
rately, and the separate organizations should be 
represented by delegates. The influence of such 
an organization would be tremendous.”’ 


**By All Means,”’ Says Boston Man 


F. E. Porter of the Thayer McNeil Company, 
Boston, says: 

“By all means the idea of having a representative 
body of retail merchants in wearing apparel should 
be pushed. I approve your suggestion, and had al- 
ready talked with several members of the National 
Association. As to the form of the connection and the 
trades that we should associate with, these are details 
that I think should be taken up later.” 


**Desirable and Necessary”’ 


Frank P. Meyer, president of the Illinois Associa- 
tion, and secretary-treasurer of the National, writes 
us as follows: 

“T wish to commend the excellent suggestions made 
in the ‘Recorder’ article of February 4, page 36, in 
which you suggest the affiliation of the National Shoe 
Retailers’ Association in a federation of the associa- 
tions of retailers of wearing apparels. 

‘Such a federation is not only feasible but 
most desirable. In fact it is actually necessary 
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to the best interests of the retail trade in general. 
We need such a federation for our mutual pro- 
tection against senseless, vindictive and petti- 
fogging legislation which has been indulged in 


against us in the recent past. ; 


Trades Which Are Eligible 


“Among trades most eligible to such a federation 
are the shoe men, clothiers, dry goods men (milliners 
and haberdashers). 

“General attendance conventions of such a federa- 
tion would be out of reason because of the inade- 
quacy of any hall space for housing the crowds which 
would attend. But the conventions of the federation 
could be held on the delegate plan, each craft sending 
chosen delegates to represent them. Of course any 
member of any trade could attend as an onlooker or 
gallery god. 

“The good which could be accomplished is incal- 
culable. We could wield weight in politics so far as 
they interested us commercially. We could exert a 
beneficial effect in foreign trade affairs. We could 
use our influence against legislation inimical to our 
welfare, such as has been passed in the past few years. 
We could attain and maintain the position in affairs 
of the Nation to which we, as one of the strong sup- 
ports of the Nation, are entitled.” 


What Is the Best Form? 


Henry E. Hagan of Boston favors affiliation as a 
form of connection rather than as a federation or 
amalgamation, in which we are inclined to agree with 
him. Mr. Hagan says: 

“In my judgment it would prove to be to the ad- 
vantage of the N.S. R. A. to have some form of affilia- 
tion with the other National Associations, particu- 
larly with the Women’s Ready-to-Wear Cloak and 
Suit Association, and I likewise believe it will be help- 


ful to have some affiliation with the other national: 


organizations, connected with the dry goods, hats, 
millinery and neckwear crafts. 

**I do not believe in any form of federation or 
amalgamation, for I believe the N. S. R. A. 
should be a separate and distinct organization, 
devoted exclusively to the interests of the shoe 
merchants, and should not devote even as much 
interest to the tanner or the shoe manufacturer 
as has been the policy of the organization up to 
the present time. 

“I believe that this affiliation, or this mutual ex- 
change of ideas, should be considered by the appoint- 
ment of a committee, which would be appointed to 
attend the different conventions and report back to 
their individual organizations, or it might be con- 
sidered advisable to adopt the delegate form of 
representation. Whether an individual delegation 
or a committee, the best results in my judgment 
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would be dependent upon the close attention these 
pay to the different organization meetings which 
they would attend.”’ 


Other Lines Organized 


W. W. Willson of Boston points out that every 
important business is becoming organized. He says: 

“T believe that almost every important business 
has a well-organized National Association, which 
makes it possible to take co-operative measures. | 
might state that at the National Convention in 
Boston this thought was put into operation, through 
a committee on which I was associated with Mr. 
Geuting of Philadelphia, B. E. Hart and Alfred Kohn. 
The purpose of this committee was to meet with simi- 





Indiana Shoe Retailers’ Association Convention Officers 

—(From left to right) C. E. Young, secretary-treasurer, 

Indianapolis; Edgar Hart, president, Indianapolis; 

S. H. Cooper, retiring secretary-treasurer, Indian- 

apolis; Victor E. Vaile, retiring president, Kokomo, 
Ind. 





lar committees from the National Retail Dry Goods 
Association, the Clothing Association and other 
associations representing women’s wear, the idea 
being that questions concerning legislation in Wash- 
ington could be looked after better by co-operative 
representation. 

“T believe it should always be understood that the 
committees should not commit an association upon 
important matters, without first resubmitting them 
to the directors of the association in full. We should 
avoid entangling alliances that may prove harmful. 
Constructive co-operation for our general good should 
be in order at all times.” 


Favors Delegate Representation 
D. F. Sullivan of Fall River takes up the problem 
of the form and number of members. He says: 
“T think if such an organization was formed that it 
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should be limited to the wearing apparel trade organ- 
izations and perhaps the jewelry trade, and might be 
called the ‘Associated Wearing Apparel Trades,’ 
and for the purpose of such an organization it should 
be limited to representation by delegates from each of 
the trade organizations so associated. 

“IT would suggest the form of such an organization 
patterned after the Allied Shoe and Leather Trades 
organization, which as you know is composed of 
representatives of the different trades, and the scope 





New York, 1922 


Ben Jacobson Boosting New York as a 
National Convention City 


Ben Jacobson, friend of the retail shoe 
merchant and National booster, writes to 
the ‘‘Recorder’’? from his home at East 
Orange, New Jersey, that it is his earnest 
wish to see a greatly increased membership 
in the New York association. 

**We want John Slater as the next presi- 
dent of the National, and we want the 
National convention in New York in 1922,”’ 
writes Mr. Jacobson. 

Mr. Jacobson has been confined to his 
home by a serious illness for many months, 
but he has kept in close touch with as- 
sociation doings. 

He wishes to acknowledge through our 
columns the receipt of a convalescent 
chair, which was sent to him as a Christmas 
present by the New York association. 
Through some error in shipment, and en- 
suing worry on the part of the shippers and 
the consignee, the chair was very much 
delayed, but has at last arrived and is re- 
ferred to by Mr. Jacobson as ‘‘a beauty.”’ 

Mr. Jacobson reports that his general 
condition is improving. 











of the work of such an organization might be limited 
to matters which affect these trades in a general way. 


The Problem of Numbers 


“The idea of joint conventions of the Wearing 
Apparel Trades would be impracticable on account 
of the number of members. In a few years it will be 
a serious question with the shoe trade alone to plan 
for its own convention on account of the increased 
membership. 

“National taxation problems are going to be with us 
for a great many years, and several of the trades 
affected are voicing objections to present methods of 


March 27, 1920 


taxation, and it is only by voicing these objections 
through strong national committees that satisfactory 
results can be obtained.” 


Favors Apparel Trades Only 


C. K. Chisholm of Cleveland agrees with Mr. Hagan 
as to the form. He says: 

“T believe the word ‘associate’ is the best. A 
limited number of delegates from each association will 
work well together. I would suggest associating only 
stores dealing in articles of wearing apparel.” 


An Enthusiastic Supporter 


We have a final word of strong commendation from 
one of the original movers in this matter, A. Katschin- 
ski, of San Francisco. 

‘As the introducer of the resolution before the con- 
vention in Boston, suggesting a federation of State 
and city shoe organizations, with like organizations 
of dry goods and clothing, I cannot too strongly urge 
upon all you shoe men to proceed immediately, and 
this can be done without losing our own individuality 
as a shoe organization. 

“A retail dry goods merchant’s, a clothing mer- 
chant’s problems are your problems, and your prob- 
lems are his. This will at once become apparent to 
shoe men when they come into conference with these 
other organizations. They have their Fair Price 
Commission problems, you have yours; they have 
labor problems, you have yours; the same can be said 
of advertising, delivery and law, and many others too 
numerous to enumerate. Three organizations working 
in unions have of course far greater strength and 
prestige than one organization working alone. For 
example, if a Fair Price Commission problem arises, 
by being in federation with others you all present 
your side of the issue in the same manner; not one 
organization in one way and the other in another, 
thereby weakening the case. 

“A business needs good, clean, honest adver- 
tising. 

“So does an organization, and it is almost beyond 
the means of one organization to afford the cost of a 
publicity man. This cost when divided among three 
organizations, however, can easily be borne and your 
organization, thereby, will be in a position to present 
reliable news and facts to the press, offsetting many 
dishonest, irrational charges and statements made 
against your business. 

“Why! Shoe men, I do so wish I could sit down 
with each of you individually and tell you what can be 
accomplished in federation in San Francisco of these 
three wearing apparel organizations as an example, 
and it was the successful operation of this federation 
which was father to my resolution before the Na- 
tional. Convention.” 
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Shoe Fitting in 1920 


*““Recorder’’ Lesson No. 6 
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The Better the Fit the Better the Wear—Price and Profit 
Then Become a Pleasurable Acknowledgment of Service 





New faces at the fitting stool . 
mean a keen interest in the first 
principles of shoe selling. Scarcea 
store in the country but numbers 
the addition of men whose knowl- 
edge of feet and footwear is limited 
to the ‘‘first hand’? knacks of get- 
ting sales. If by a series of AU- 
THORITATIVE ARTICLES we can 
give more light on “‘the first duty of 
the retail shoe salesman—fitting 
human feet’’—then we will have 
started our 1920 educational pro- 
gram correctly. Study these types 
and apply the suggestions to your 
fitting-stool experience. 














The Bunion—No. 6 


HERE is scarcely a day passes but what you 
are obliged to deal with a bunion. You know 
how it looks from the outside—but to give 

you an idea just how those bones are bent, look at 
any X-Ray picture. You now see the disastrous 
result of continued short fitting—too narrow is bad 
enough but to fit short is nothing short of a crime. 

You have a measuring stick and God-given in- 
telligence. By combining these, you will not under 
any circumstances fit short. It is let er to lose a sale 


than to give a short fit. Not only will you distort the. 


foot, but the shoe itself will not give satisfactory 
service. 
Notice Shape of Great Toe 

Notice the shape of the great toe, see how it is 
thrown inward at the end and outward at the joint. 
The true articulation is destroyed at the junction of 
the metatarsal bones—inflammation results. It is at 
this point that the joint “bleeds”’ or that the lubricat- 
ing fluid oozes out, only in time to harden and pro- 
duce the dreaded bunion. 

Bunions are not only produced from short shoes, 
but from short hosiery; gout, rheumatism or weak 
arches may be the direct cause. Occasionally, the 
sufferer may have inherited the affliction. 

With broad toe, nature-shaped shoes being so 
universally worn by children now-a-days, and the 
growing tendency toward comfortable shoes among 


The How and Why of Treating Troubled Feet as 
Solved by Experts Who Have Met With Every 


Form of Foot Trouble 


the grown ups, we will see fewer deformed feet in the 
future. 
Three Corrective Agencies 


There are three important agencies at work for 
better feet. The in-stock departments are now 
carrying shoes in widths, enabling the small and large 
retail merchants to fit correctly without carrying a 
top heavy stock. The work of various women’s 
organizations in recommending the more sensible 
type of footwear and the great educational campaigns 
of the corrective foot appliance concerns are bearing 
fruit. 

Most little girls, from six to twelve, are perfectly 
happy if they can dress up in one of mother’s hats, a 
pair of high heel shoes and a long dress. Think what 
happens, when the child wears a pair of, say 6E, high- 
heeled shoes, and her foot is only a two. Shoemen 
have allowed this to occur in their own household, with 
the result that daughter has forced her feet out of 
shape and nice bunions are developing. 

Now that you have an idea as to the causes of 
bunions, a few suggestions pertaining to the relief 
follow. 

Relief Suggestions 


In severe cases relief may be obtained by the follow- 
ing expedients: When fitting, be sure that there is 
length enough—width is important, especially when 
the bunion is prominent and painful, but the length 
is more important. There should be no pushing back- 





BOOT AND SHOE RECORDER 


ward at the end of the toes—this with every step 
aggravates the bunion and keeps up the inflammation. 

When you have given all the length and ball room 
your case can stand, and there is a tendency of the 
vamp to “bag,” resort to the innersole. When the 
case will admit, use the thick felt full length—this will 
take up the fullness in the forepart, and will also 
reduce the fullness of the instep. 

In order that you may not sacrifice any room given 
to the bunion, cut a crescent-shaped or semi-circular 
piece out of the felt innersole, directly under the big 
joint. This will allow the under part of the big joint 
to drop down into the crescent-shaped cavity made 
in the felt innersole. You have taken up the surplus 
fullness in the shoe, and at the same time have kept 
the room directly where you needed it. 

If you are fitting heavy leather, you can make com- 
fort doubly sure by taking your stretcher and fitting 
a metal joint on it, just at the point where the 
bunion comes, and stretch the shoe. This can be 
thoroughly well done by wetting the leather and 
pounding gently. , 


A Manufacturer’s Remedy 


There are numerous excellent appliances on the 
market that will give the wearer immediate relief, and 
if the case is not too far advanced, will effect a perma- 
nent cure. Before you suggest any of these to your 
customer, read carefully what the manufacturer says 
regarding his remedy. Then you are ready to tell the 
story to your customer in a convincing manner. You 
will also render better service, as you will know just 
what you are talking about, how the reducer or pro- 
tector is applied and the anticipated results. 

When the great toe is so crowded inward as to over- 
lap the second toe, if you do not have a prepared rub- 
ber post or similar appliance, a piece of cotton wedged 
between the toes will give considerable relief. The 
thickness may be increased from time to time as the 
customer becomes accustomed to the feeling. Any 
expedient that removes the irritation from the bunion 
will produce relief. 


Examine Customer’s Arch 


Carefully examine the arch of your next bunion 
customer for weakness; should the trouble be there 
you, or if you have a foot specialist, may safely sug- 
gest the proper arches. 

The stocking with a separate pocket for the large 
toe is of immense value and should be advocated by 
shoe fitters more than it is. Right and left stockings, 
too, are an important factor in giving comfort to the 
sensitive bunion burdened foot. 

You boys who did military duty soon learned the 
immense importance of properly fitted shoes and 
stockings. Pass that information to your customer in 
a constructive way. 
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Once more, look at an X-Ray, raise your right hand 
and promise never to fit a shoe short. 





Final Report on Operating Expenses 
in Retail Shoe Trade for the 
Year 1918---145 Stores 


Net Sales—100% 


OPERATING EXPENSES 
Lowest Highest Common 


% % % 

Wages of Salesforce 3.58 16.1 8.1 
PM’s 0.0 3.14 0.2 
Advertising 0.01 4.85 11 
Wrappings and Other Selling 

Expenses 0.06 3.63 0.2 
Total Selling Expense 4.34 17.23, 10.2 
Delivery Expense 0.0 1.82 0.13 
Buying, Management, and 

Office Salaries 1.0 10.35 4.2 
Office Supplies, Other Buy- 

ing and Management 

Expense 0.02 1.39 
Total Buying and Manage- 

ment Expense 1.11 10.65 
Rent 0.73 8.32 
Heat, Light and Power 0.14 1.72 
Insurance 0.07 1.58 
Taxes 0.04 0.96 
Repairs of Store Equipment 0.01 ——-1.59 
Depreciation of Store Equip- 

ment 0.01 2.7 
Total Interest 0.63 5.04 
Total Fixed Charges and 

Upkeep Expense 3.38 13.34 
Miscellaneous Expense 0.02 4.63 
Losses from Bad Debts 0.0 3.53 
Total Expense 12.48 37.78 


GROSS AND NET PROFIT 
Highest Lowest Common 


% % % 
45.1 16.3 31,7 
22.35 loss 7.14 profit7.0 


Gross Profit 
Net Profit 


STOCK-TURN 


Highest Lowest Common 
5.0 0.75 1.7 











$40,000 for Shoes and Hose 


Mrs. W. B. Leeds, wife of Prince Christopher of 
Greece, recently received the last delivery of ninety 
pairs of shoes and forty-five dozen pairs of stockings, 
the value of which is only forty thousand dollars. It 
occurs to us that it would take quite a few days’ 
wages at $1 an hour to make up this sum, but we 
suppose this does not occur to the lady who evidently 
picks her money out of the blue sky. And some of the 
American shoe merchants and manufacturers have 
been called profiteers! 
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Is There Money in Rubber Footwear? 


“There Is,’’ Says Will A. Watson, of Tyler, Texas, in Address Made 
at Big Dallas Convention 


rubbers was a nightmare to me, and I wished it 

were possible to conduct a shoe store without 
them. Then it occurred to me that inasmuch as 
both articles were necessary, it was up to me to 
make these departments a paying proposition. 
The result of that decision has been more than 
satisfactory. 

I realized at once that not enough thought and at- 
tention had been given to the buying; remembering 
the old adage that ‘‘goods well bought are already 
half sold.”’ 


Stock Should Not Be Large 


It takes nearly as much intelligence and attention 
to detail in buying rubber shoes as in buying leather 
shoes. The prime requisite is to confine your pur- 
chases largely to the active selling styles, and yet not 
neglect those styles for which you have only occasional 
calls. 

A real live merchant will not overlook the adver- 
tising value of having what the people want when 
they want it. And the big branch houses, conven- 
iently located throughout the country today, make it 
easier and more profitable to sustain this reputation 
with a much smaller stock than formerly, as they carry 
the bulk of the stock for you and their service is 
prompt and efficient. My motto is: ‘Keep a few 
pairs coming all the time.” 


I REMEMBER the time when the handling of 


Gauging Demand Is Essential 


It goes without saying that the intelligent buying 
of rubbers must be based on the local requirements of 
the community in which they are to be sold (and 
many people require rubbers who do not think they 
need them). 

I used the word “requirements” purposely, in order 
to bring out another point more forcefully, which 
has to do with salesmanship. Salesmanship as ap- 
plied to the selling of rubbers means sensible adver- 
tising, appropriate window display and logical, face 
to face selling talk. 

A salesman is a public servant, and he ought to be 
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selfish and practical enough to realize that the more 
efficient he is in rendering this service to the com- 
munity, the more valuable he becomes to his employer 
and to himself. 


Fair Weather Rubber Sales 


In the old days we expected to sell rubbers only 
when a bad spell of weather came to town, and often 
times then we did not have our stock conveniently 
arranged for quick handling, or*else found we were 
short on the best selling sizes. In other words, we 
failed to “‘prepare for war in time of peace.” 

Now we sell dozens of pairs of rubbers every season 
when the sky is clear, sell them right along every day 
while selling other shoes, as if it were merely inciden- 
tal and by indirect suggestion. If you don’t believe 
it can be done, just instruct your sales force to try it 
out. 

Selling Rubbers With Shoes 

Take, for example, the boys and girls who are pre- 
paring to go away to school and come in to buy their 
shoes, or the children when they are buying Fall 
shoes. The right kind of selling talk will result in a 
sale seven times out of ten. 

Our rubber sales are not kept separate from the 
balance of the department, but the following figures 
show the number of pairs of our initial Fall order and 
subsequent fill in orders, and the number of pairs on 
hand February 15, 1920. Also the number of pairs 
sold between these dates. August 15 we had 505 
pairs on hand, and bought an additional 850 pairs. 
We had on hand February 15, 250 pairs, and sold 
between August 15 and February 15, 1,150 pairs. 





National Chamber of Commerce 
Chauncey D. Snow Manager of Foreign Dept. 


Chauncey D. Snow, formerly assistant director of 
the Bureau of Foreign and Domestic Commerce, 
and until recently commercial attache representing 
the Department of Commerce in Paris, has been 
appointed manager of the Foreign Commerce De- 
partment created by the National Chamber. 
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Winning Customers by Making Change 


Ways in Which the Retail Store Cashier Can Help Are Described by 
One Who Has Been Successful 


“The manner in which change is made, yes, 
even the way it is given to customers, has a 
great deal to do with the success of a business. Fora 
long time I have noticed that if you give customers 
worn, frayed or partly torn bills when making change, 
they will look at you almost in disgust. On the other 
hand, when fresh, crisp notes are placed in their 
possession, they will smile with satisfaction. 
“Women, especially, like crisp, new, fresh notes, be- 
cause the open mesh bag, now so popular, gives a clear 
view of the contents and a bright new bill adds to the 
‘chic’ appearance of the purse. If soiled notes are 
tendered, she will almost always ask for new bills. 


Sn the cashier of a well-known retail store: 


Old Bills Washed and Ironed 

‘At times we have been at a loss where to secure new 
notes, and for this reason we have installed a mangle 
to wash and iron soiled money. The process is the 
work of only a few minutes, and it does much to add 
to our reputation for giving genuine service to our 
customers. 

“It is almost the same way with pennies. People 
object to a handful of dirty coppers. For that reason 
we find it pays to spend a little time sorting the old 
coins from our cash and substituting bright coppers, 
which shine almost like gold under the counter lights. 
Our prices are odd. That is, many goods are marked 
‘89° and ‘96’ so you see we are compelled to give out 
much small change and coppers. I have often no- 
ticed that when four dingy coppers are given, the 
customers sniff in contempt; while when minted coins 
are placed before them, they are carefully gathered, 
and placed in a separate receptacle in the purse. 


How to Change a **Twenty”’ 

“Watch the way you make change,”’ he continued, 
“for if you give the tender of a twenty-dollar bill 
nineteen one-dollar bills in change on a dollar pur- 
chase, he may not object openly, but it will displease 
him. The way to make change in this case is to 
tender one ten, one five and four ones. This gives 
your customer an assortment of change. 

‘Some people, in fact the number is growing daily, 
object to a two-dollar bill when change is given. If 
you doubt this, just stand at a counter or in any shop, 
and note the number of persons who will say, ‘will you 
kindly give me two ones for this two?’ The reason 
for the objection to a two-dollar bill is that it is at 
times mistaken for a one, and the customer is playing 
the rule of ‘safety first.’ 


“T have also found that when you give a customer 
a gold piece in change, it is well to call his attention to 
it and ask him whether he wishes you to wrap it in a 
piece of paper for him. This warning serves a good 
purpose, for at times a customer will give the coin 
out as a penny, then return and complain that the 
wrong change was given. 


Coin Bowls Are Appreciated 


“To a two-dollar-and-a-half gold piece this applies 
with double force, but happily this coin is fast disappear- 
ing from circulation. Where many cashiers are em- 
ployed, I find on busy days it pays to visit all desks, 
and ask ‘have you sufficient change?’ as nothing so 
annoys a customer as to be compelled to wait until 
the cashier sends to the main desk. 

“Last, but by no means least, use care in the selec- 
tion of your cashiers. A stupid cashier will lose trade 
for your store, while the bright, active one will make 
friends.” 





Hendricks’ Commercial Register 


A Complete and Reliable Buyers and Sellers’ 
Reference Book 

Hendricks’ Commercial Register, now in its twenty- 
eighth annual edition, is ready for buyers and sellers 
of the United States. This is a complete and reliable 
annual register of producers, manufacturers, dealers 
and consumers connected with electrical, engineering, 
hardware, iron, mechanical, mill, mining, quarrying, 
chemical, railroad, steel, architectural, contracting 
and kindred industries and with multitudinous others 
of interest to buyers and sellers. Products are listed 
from the raw material to the finished article, with the 
concerns handling them from the producer to the 
consumer. 

It is published by the S. E. Hendricks Company, 
Inc., 2 West 13th Street, New York City, price $12.50. 





Stray Nickels 


A merchant in high-priced shoes has found that the 
wealthy man is often more interested in saving the 
stray nickel than the less fortunate man. With each 
pair of shoes he gives a ticket entitling the buyer to 
twenty shines at five cents each at the shoe-shining 
shop next to his shop. The owner of the shining shop 
shares the difference with him, as it brings many good 
and steady customers to him who keep on coming 
after the twenty-shine ticket has been used. 
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The Window Decoration of Lacys’ Shoe Store, Tulare, California, Is a Good Example of a Metropolitan Finish to a Foot- 
wear Establishment in a Small but Prosperous Agricultural San Joaquin Valley Town 


Small-Town Display 


On Big-Town Style---Good Window Trimming and Store Front Pleasing 
to Small-Town Customers 


chant cannot increase the attractiveness of 

his store by the same methods that the big 
merchant uses on the main street of a large city. 
Why should not the farmer or small-town man and 
woman be attracted by a modern up-to-date window 
as well as their big city brother or sister? 


4 HERE is no reason why the small-town mer- 


Keep Customers at Home 


The man from the country goes to the city. What 
does he do? Spends his days walking down the main 
street and gazing into the attractive window displays. 
The atmosphere of the entire street is obtained by 
the character of the stores and their “‘big city finish.” 
He will save his money for years for just this op- 
portunity to see a little of the “real thing.” 


Show this man or his wife a little of this metropoli- 
fan finish in his own home town. It will interest and 
attract him. The good display will help him to know 
that he can buy the same shoe at home that he could 
in the big city, and save the carfare. 

The small-town merchant may think that his cus- 
tomers have to come to him—that most of them can- 
not afford to go to the big town. 

This may be true, but what a frame of mind to 
create in the prospective customer—that he is com- 
pelled to patronize you—as though you were not as 
much concerned in pleasing him as the big-town 
merchant. 

Work Up Community Pride 

A modern front, up-to-date show fixtures and an 

attractive shoe display will give your customers a 
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community pride that will make them trade at 
home and go to the. store which possesses these 
things. It will help them to purchase at home the 
quality of goods their prosperity has made them 
capable of buying. 
Does Not Take Fortune 

Investigate what it would cost you to remodel your 
store front. Perhaps it is not as much: as you sup- 
posed. You will find that the increase in quantity and 
quality of patronage will have more than repaid you. 





Women’s Style Notes 
Black Popular—Dame Fashion Decrees Nothing 
New in Colors 


The outstanding feature of the past week in 
New York fashion circles was the exhibit of dresses, 
suits, and costumes made in 
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protected by woolen stockings during periods of low 
temperature and that the present vogue of spats will 
lose none of its popularity with women who feel that 
their ankles should be protected when walking or 
driving. 





“What’s in a Name?’’ 


Instead of Roses, the Case Is Cameo Vs. Pump 


A suggestion has been made by a Western advertis- 
ing agency for a change in the name of pumps to 
cameos, on the ground that the latter name is more 
fitting for the beautiful in footwear creations. The 
objection to the word pump is raised that it savors 
of the barnyard, and is not a source of inspiration, 
whereas cameo stands for art and beauty and affords a 
wonderful chance for advertising and illustrating as, 
“The Nymph Cameo,” “The Queen Marie Cameo,” 

“The Martha Cameo.” 








Paris and imported by dress- 
making supply houses with a 
view to stimulating the sales 
of dress fabrics and acces- 
sories to dressmakers. 

The keynote of the open- 
ings was the presentation of 
costumes made of black Chan- 
tilly lace. Moreover there 
was a bountiful supply of 
black Chantilly laces in the 
form of flouncings. This is 
taken to mean that black is 
to continue in the favor al- 
ready bestowed by discrimi- 
nating women and that black 
will not lose any ground in 
footwear. 

As for colors nothing new 
was brought over. The 
same old_ favorites were 
noted in abundance, espe- 








“THE RYTHM” TIE 


A French instep pattern, in patent leather, 

with open forepart and side strapping. The 

new Americanized version of the French toe. 

Presented for Fall by W. T. Holmes Shoe 
Co., Philadelphia 


*““Snag-Proof’’ Epic 
A Poet Is Born at the 
Indiana Convention 


The annual convention of 
the Indiana Shoe Dealers’ 
Association at Indianapolis 
was so full of harmony that 
even a poet broke loose dur- 
ing the session—Walter T. 
Scott and Wendell Schmidt, 
known as “Scotty” and 
“Schmidty,’’ were there for 
the Lambertville Rubber 
Company. “Schmidty”’ is so 
shy of locks that he is known 
to his friends as “Baldy” 
and his old pal, Scotty, likes 
to have fun with him. 

One morning during the 
convention, Bill Herschell, 








cially shades of brown, 
and the conclusion reached is 
that shades of brown will again come prominently 
forward for the coming Fall and Winter seasons. 


Other Features of Openings 

A significant feature of the openings was the almost 
universal shortening of skirts, thus conforming to the 
accepted vogue in Paris. 

Coincident with the dressmakers’ openings came a 
fashionable church wedding followed by a reception 
at the home of the bride. It was noted that the 
bride’s mother was attired in black, as were numerous 
guests. It was also noticed that a number of women 
wore low oxfords of black patent leather. 

It is now the consensus of opinion that the younger 
set will favor low shoes for next Winter, the legs being 


who wrote the famous war 
song “Long Boy,” dropped 
in on the Lambertville twins and before he left 
scribbled the following in one of their books: 





Oh, Scotty and Schmidty 
They came to the city 
To peddle their Lambertville wear. 
Said Scotty: ‘“‘It’s a pity 
To see poor old Schmidty 
With head so confoundedly bare.”’ 
Said Schmidty to Scotty: 
“Say, Scotty, you’re dotty, 
I’m doing big business in there.”’ 
Said Scotty: ‘“‘Woof! Woof! 
If your brains are ‘Snag Proof’ 
Like mine, we’ll do more than our share!”’ 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
Maxine, White House and Buster Brown 
Shoes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess and Biue Jay 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 


Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Shoes. 


JAMES CLARK LEATHER CO. 
Novelty Shoes, Hood Rubbers, ‘“‘Kew- 
ie Twins,”’’ Distributors of Mudge Old 
Ladies’ Shoes. 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
nee, Super-Tred and Billiken 
oes. 


PEDIGO-WEBER SHOE CO. 
Fine Shoes for Women—‘‘Pedigo Style” 


PETERS SHOE CoO. 
‘“‘We make more fine shoes and ship 
them quicker than any other house in 
the West.” 


ROBERTS, JOHNSON & RAND SHOE co. 
— Society and “Tess and Ted’’ 


SAMUELS SHOE Co. 
Young Women’s, Girls’, 
Infants’ Specialty Shoes. 


TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 


WIZARD FOOT APPLIANCE Co. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Boys’ and 
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FOR EVERY CHILD 








Like a dream come true—read the pages of our suc- 
cess. From a small beginning, less than one year 
ago, our shipments last month alone were over a 
quarter million dollars. 


No one realizes more than we do, that this phenom- 
enal growth did not merely ‘‘just happen.’’ 


It is the inevitable result of our increasing efforts to 
produce and furnish our customers with the 
‘newest styles at prices that were right.” 
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Rilliken 


STAMPED ON THE SOLE OF EVERY 
GENUINE Billiken. SHOE. 
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EF L.Doerr Shoe Co. 
DEPENDABLE FOOTWEAR 
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It is the result of our unbounded confidence in St. 
Louis, the Central Market, and the admirable 
loyalty and support of thousands of retailers who 
by their constant and steady patronage have made 
it possible for us to do the volume business 
that make our prices on the newest novelty foot- 
wear possible. 


Li Louis 
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ST. LOUIS 


THE WORLD'S SHOE MARKET 


S-P-E-C-I-A-L-I-Z-I-N-G 


IN 





Women’s Stylish Footwear 


| ' Enables us to be 
We 4 among the very first 
Carry waaay to show and deliver 
Stock , | the newest styles while 


they are new. 
on 


the This is a big 
Floor asset to us as 
well as our 
trade. 


for 
Immediate 
~ Delivery 


If Not on Our Mailing List 
Write Us At Once 


G. E. Lippman Shoe Co. 


‘“*The New Styles While New”’ 
1627 Washington Ave. Saint Louis, Mo. 
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Military Heel Oxfords— 
In Stock Ready to Ship 


No scarcity here of these ‘“‘much wanted”’ shoes 


No. 100—Finest Grade Havana Brown Kid Oxford, Goodyear 
Welt, Smart Military Heel, 6 Blind Eyelets, Straight Imitation 
Tip. In stock, AAA-D. 

$8.00 


No. 101—Same Shoe in Selected Black Kid. In Stock, AAA toC. 
$7.50 


No. 503—Genuine Tan: Calf Goodyear Welt, Military Heel, 
Imitation Stitched Tip.! In stock, AAA'to C. 


$8.50 
No. 400X—Same Shoe in Lighter Shade Calf. In stock, A to D. 
$8.50 


No. 505—The new Sport Oxford, now so popular. Made of 
genuine Tan Calf, Extra Wing Tip, beautifully perforated. 
Goodyear Welt, Military Heel. Instock, AA to C. 


$9.00 
No. 506—Same in Black Calf, AA to D. 
$8.50 


Leo Gordon Shoe Co., Inc. 


ST. LOUIS, MO. 
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On the Floor 
For Immediate Delivery 


Three Winners for 
Early April Selling 





Wire, Telephone 
or Mail Your 
Orders Quick 


1886—Patent Chrome One- Sods Tie, 18-8 3560—Black “‘Cleo’”’ Kid French Tie, 18-8 2575—Extra High Grade Black Satin French 
Full Breasted Celluloid Covered Heel, Plate. Full Breasted Wood Covered Heel, Plate. Tie, 19-8 Full Breasted Wood Covered Heel, 
“T-S” Process ox - 1-\ Ree AA, A,B Very Flexible Sole. AA, A, B and C Widths. Plate. ‘‘T-S’’ Process Imitation Turn 

and C Widths. 2% to7. . $7. 2% to $6.85 ae. A, B and C Widths. 2% to 7. 
1892—Same in Black Kid...... . $7. 25 3565— pees same as above in 14-8 Military 


1887—Exactly same as above in 18-8 Leather Heel. A, B, Cand D Widths. 21% to8..$6.25 3560——Exactly same as above in Patent 
Louis Heel, Plate. AA, A, B and C Widths. = - 24 Chrome. AA, A, B and C Widths. ‘ 214 to 7, $8.00 


274 to $6.25 ‘ 2555—E xactly same style in ~~ 0 Ooze Calf. 
893-— J th in Black Kid $6.25 Novelty Shoes In Stock First AA, A, Band C Widths. 2% to7 $9.50 


TOBER -SAIFER SHOE CO. 1? washingrow ave. 


Laer eT 


ee TTT eM eM niniiinenniiiniiienii ie 











See TT Mee MMUneMMninnenimiittes tt it 


a 
3 
= 





a 





eT eT eT elty 


PRINCESS BROGUE 


A Popular Sport Model for Fall 
Made of Excellent Material Throughout 


No. 4670. Mahogany Brogue, 24-7, A to D, $7.00 Less Disc. 
No. 467014. Mahogany Imitation Brogue, 24-7, A to D, $6.25 
Less Discount 


AMERICAN PRINCESS “Werts'® 


For Young Women 


Made in a Variety of Snappy Patterns and Lasts, Are Reason- 
able in Price and Possess Excellent Selling Advantages 


2%-7, AA to D, $6.75 to $8.00 Less Disc. 


AMERICAN PRINCESS BRAVER BROS. SHOE. 6. st. LOUIS, 


— T 
3% >. amp nicotene eaten Exclusive Manufacturers of Misses’ and Women’s High ont Shoes 
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Two Distinctive Fall Models 


These Are Typical of the Individuality Exemplified In 
Johnson-Stephens & Shinkle’s Complete Line for the 
Fall Season 1920. 


Wait for the J. S. S. Salesman 


Style 884 


Boarded Sides Brogue Boot, 
9 inch Straight Top—Lace 
—9/8 Heel—44 Last. 


Style 880 


Russia Calf Seamless Vamp 
Boot, 9 inch Straight Top 
—Lace—14/8 Military 
Heel—42 Last. 


Our Style Book De Luxe On Request 


Pr a & Shinkle Shoe Co. 


Saint Louis 
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SHOE LACES 


All Popular Colors and Lengths, Flat and Round— 
Mercerized and Silk Fabric rae and Metal Tipped, 
Fine Silk Ribbon Paired and in Rolls. 


Fancy Spats — Shoe Polishes — Colonial Buckles 
Write for Our New Catalog 


LINCOLN STORE SUPPLIES CO. 


1508 Washington Ave. - - St. Louis, Mo. 
THE HOUSE OF SERVICE TO YOU 





























Nik 
Buliken 


ILLIKEN is a bright star in 
the constellation of the 
children’s shoe world. 


Billikens can be made the guid- 
ing star for the children’s shoe 
trade of your town and com- 
munity. 


Our Billiken proposition 
is for the shoe merchant 
who wants his business to 
grow — urite for it. 


MSElroy-Sloan Shoe Company 


ST.LOUIS 











NOW READY! 
1920 DIRECTORY 


OF 
Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 
jobbers included. 


Price $2.00 Postpaid 


Shoe Trades Publishing Co. 


683 ATLANTIC AVE. . BOSTON 
































We Make Translations 
of all kinds from French to English and 
vice versa, including letters, pamphlets, 
catalogs, etc. 


We do the translation work of The Expert 
Recorder, 207 South Street, Boston. 
Write them. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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A NEW JUVENILE CREATION 


Oxford and Boot g 
An exclusive product combining style, com- 
fort and wear equal in every way to the 
Juvenile Reputation for quality. 


18156— Oxford, 21% to 8................. $7.00 


Sample Requests Solicited 18117 — Boot, 244 to &................ $9.50 
Widths, AAA to D 


Bs toereee og Se Oe seeone 


SHOES , LEATHER-FINDINGS 
Saint Leoewie ,Wu So A. 
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RUSSELL’S “NEVER-LEAK’’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right 


IGHT-WEIGHT, comfortable and as water repellent as 
leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’? SEAMS 


are warranted not to break or open 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their. con- 
fidence is earned by the actual service the boots render in the “going. 


Catalog and merchants’ price list yours for the asking. 


W.C. RUSSELL MOCCASIN CO. 


BERLIN 33 33 33 WISCONSIN 


BOLUM LION Me nmeniiiiiiiieniiiiiieniiiiin 
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The RED L|NE round the top 


Ihis is what 
they are 
looking for 


WHEREVER RUBBER FOOTWEAR 
is worn people are fast finding out 
that the Red Line ‘‘Round the Top’’ 
is their assurance of two distinct 
things. These are, a service longer 
by far than with any other brand, 
and a wide selection of comfortable 
well-fitting lasts. 


Goodrich years ago set a new stand- 
ard for wear and it has 
never yet been headed. If 
you handle “‘Hi-Press’’ you 
° know that once used, your 
Goodrich customer will seldom ac- 
: cept anything else. SELL 
Hi-P ress these better boots and 


Rubber Footwear shoes. 50,000 dealers. 


The B. F. Goodrich Rubber Co. 


Akron - NewYork - Chicago 
Boston - Kansas City - Seattle 
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eae ADET KID isa high grade Chrome Calf Leather fin- 
(6S.2¥a ished in Black and Colors. Cadet Kid, made up into 
i) shoes, holds the original shape. It is well known for 
its uniformly great cutting value. More than the average 
number of high grade vamps are obtained from each 100 
square feet. 





American Hide & Leather Company 


NEW YORK BOSTON CHICAGO 
ST. LOUIS ROCHESTER CINCINNATI 


PLEASE SEE FURTHER PARTICULARS ON THE OTHER SIDE OF THIS SHEET 





















































































































The Finest Tannages and 
Finishes. The Best 
Service for Buyers 


The Largest Producers of 
Calf and Side Upper 
Leather 














| 











Classification of Our Principal Lines of Leather 


(Chrome Tanned) — Tan Royal, Tan Royal Box, Royal Kid, 
Royal Veals, Box Calf, Box Veals, Titan Calf, Titan Veals, 
No. 102 Box Calf, Willow Calf, Ooze Calf, Black and Colors, Nob Calf, Cadet Kid, 
Cadet Kid Veals, Dull Cadet Kid, Dull Cadet Kid Veals, Cadet Calf, Cadet Calf 
Veals, Mat Cadet Kid, Tan Cadet Kid, Empire Calf (Black and Tan), Empire Veals. 


49 (Chrome Tanned) — Bronko Patent, Tan Titan 

Sides, Willow Sides, Tan Royal Box Sides, Patent 
Horse, Patent Colt, Milwaukee Patent, Black Hawk Patent, Tan Cadet Kid Sides, 
Cadet Sides, Cadet Calf Sides, Dull Cadet Kid Sides, Empire Sides, Tan Empire 
Sides, Glazed Colt, Mat Horse, Dull Horse, Mat Royal Chrome Sides, No. 17 Creole 
Colored and Black Creole, Chrome Retan, Smooth, Black and Colors. 


, elt 


(Bark and Combination Tannage) — Kangaroo Grain, Kangaroo Kid, Kerwin Calf, 


Russia Colored Sides. 
(Combination and Bark Tannages — Black 
and Colored) —Boris, Sheboygan Calf, 
Kerwin Colored Storm Sides. (Chrome Tanned) — Waterproof, Peary Storm, 
Chocolate Chrome Retan. 
(Black Waxed, Flexible, Chrome, etc.) — Flesh Splits, Belt Knife Waxed 
Splits, Oxford Calf Union Waxed Splits, Ooze Vamp and Gusset Splits, 
Ottawa Black and Russet Splits, Flexible Splits and Bends for Goodyear, Gem 
and McKay Innersoles. 
On Bag, Case and Fancy Leather; Collar Leather; Goodyear Welting, 
Black and Tan; Bark Tanned and Chrome Heeling; Pasted Stock 
for Counters and Innersoles; Innersoles cut from Flexible Splits; Flexible Bellies 
and Flexible Shoulders. 
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\ merican | lide & | eather Company 
Offices and Stores ) 


New York Boston Chicago St.Louis Cincinnati 


Calf and Side Upper Leather Tanneries 
Lowell Danvers Chicago Milwaukee Sheboygan Ballston Spa Curwensville Woburn 


Shoe Stock Plant: Binghamton, New York 
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SIDE OF THIS SHEET 
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The 


Second 




















Coupon for Booklet and Infor- 


The Certificate of Membership mation About This Asseciat; 
u iation 


The Certificate issued to each member of this 


Assécigtion at the time he or she joins i International Associati 

bes and artistically otten doc “ é ie ieetan 

ee ce eons an” Of Our Series Suite 607, 109 N. Dearborn St., Chicago 

the whole forms thing,of artistry Gentlemen: Please send me full infor- 
b re emen: case me imore 

display in the store rk ned Of F u | | P a g e 


citer // Educational Ads NMED 
Will Appear In The 
June poe 


Everybody’s Magazine 


It is a real campaign of cducation that this Association has started upon and one big, full page ad after 
another will appear in the great nationally circulated magazines until we have brought all of the public to a full 
understanding of what the profession of Practipedics means to them in the maintenance of their foot-comfort and foot 
efficiency. Another full page will appear in the Metropolitan Magazine at an early date. 


The International 
Association of Practipedists. 


fg an Association of, by and for the members of the Practipedic profession, and one of its principal purposes is to educate 
the public concerning this Science to a point where the importance, of this profession will be generally recognized and its 
reap the reward of that prestige and community standing to which they are justly entitled. 


Are You One Of The Few Who Haven’t Joined? 


If so, why not get in with the great majority of ‘your fellow professionals by sending in your application.right away? You 
don’t want to hang back and let the other fellow fight all your battles for you, do you? Most of your Practipedic com- 
rades are already upon our rolls and doing their part in making Practipedics a profession to be proud of. In many 
localities they are now forming their local and State Associations, under this parent organization, and’ getting ready ta 
elect their delegates to our first great International Convention, to be held next Augast. Get your application in nght 
away, 80 you will have your Certificate of Membership and Lapel Button before the big Everybody's ad comes out. 
If you want further information before joining, send us the coupon at the top of this page. 


If You're Not a Practipedist 


you certainly should be; that is, if you are in the shoe business, whether as employer or employe. 




































A 


The You should know foot anatomy, the cause and correction of foot discomforts and defects and 
= i many points a and scientific shoe fitting which are em’ in the oupon 
th i bout modern and tific shoe fi hich bodied in th Coupo 

Artistic Practipedic course. We can arrange it so that-you will get this Home Study Course, for Full 

B utton as given by the American School of Practipedics, almost: without expense. Just Particul 
send us the coupon in the lower right hand'corner of this page and we culars 
To Be Worn will see that = get full information about Practipedics and about of Our Free 
In Th La ] our plan. We are glad to do this because we know that thousands Practipedic 
n e pe of more Practipedists are needed, besides the thousands Course Plan. 


already graduated. Our heavy -national advertising is 

creating a demand for Practipedists that cannot be 
solllied UE Geis ide suena tetas to the 

profession. 

International Association 


Of Practipedists 


International Associa- 
tion of Practipedists, 
Suite 607, 109.N. Dearborn 

St., Chicago. 
Gentlemen: Kindly send me full 
particulars about how I can obtain 
a Home Study Course in Practiped- 
ics without cost for the lessons: 


This lapel button, which is 
furnished to each mem 

without any extra expense, is 
of unique and artistic design and 
is beautifully finished. Members of 
this Association will be proud and de- 
lighted to wear them and will find that 

they will elicit many inquiries about this 
Association from friend and custamers. 
You will want one of these in your lapel 

when everybody is reading about this Associ- 
ation in the June Everybody's Magazine, 
#2 get your application for membership right im 


OOOOH Meme e eee eee re rere eesese®e 
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and Summer ~1Q2O0 


Don't use Doubttul 
White Leather. 
_ Select a White Leather 
Thats Right. ‘ ig 
Speciy The Whitest White LEVORS: 


G. LEVOR & CO,, Inc. 


TANNERS OF CABRETTAS 
LOVERSVILLE 


NEW YORK N 
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No. 573—Smoked Elk, Blucher, Kellerode Soles, 
Rope Stitched, 1144 to 2, IN STOCK, Price 
$2.25, less 5%, 10 Days. 

No. 574—Black Calf, Blucher, Same as Above, 
11% to 2, IN STOCK, Price $2.25, Less 5%, 
10 Days. 


No. 530—Tan Willow Calf, Button, with or with- 
out a heel, Kellerode Soles, Rope Stitched, Sizes 
11% to 2, IN STOCK, Price $2.25, less 5%, 
10 Days. 

No. 531—Smoked Elk, Button, Kellerode Soles, 
Rope Stitched, Wedge Heel, Same as Above, 11!4 
to 2, IN STOCK, Price $2.25, less5%, 10 Days. 


No. 500—Tan Willow Calf, Scout Pattern, Kel- 
lerode Soles, Rope Stitched, Sizes 1114 to 2, IN 
STOCK, Price $2.25, less 5%, 10 Days. 


The Greatest Values Ever Offered in Misses’ Shoes 


We have a big stock of these sizes on the 

floor ready for immediate delivery. You'll sit CO » 
never get another chance to buy such mer- ib 

chandise at these remarkable prices. Save () 

money by ordering NOW! ~ ™ 








FOR FIL FORSTYIE FORWEAR 


| BEACON SHOES | 


THERE ARE NO BETTER 


Stock Styles Can Be Shipped With Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 


’ Py; 


Below we illustrate some of our STOCK STYLES READY TO SHIP 


(SO STYLES IN STOCK } 








HE real demand to- 
day is for snappy 
styles. We have 

them in stock in the usual 
Beacon quality, and are 
prepared to supply you. 


Stock No. B289 Price, $7.5714 
CORDO RUSSIA SQUARE THROAT BE ACON 


BAL, JAZZ LAST 
SPEEDWELL or 


8-8 Goodyear Wingfoot Rubber Heel. 


Sizes B and C, 6-I!- C and D, 5-11. UNBRANDED 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. Manchester 
Chicago, Ill. New Hampshire 


Order from nearest point. Latest catalogue sent on request 
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FOR FIT FORSTYLE FORWEAR 


| BEACON SHOES | 


THERE ARE NO BETTER 


Stock Styles Can Be Shipped with Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 


Below we illustrate some of our STOCK STYLES READY TO SHIP 


(50 STYLES IN STOCK } 








UY Beacon Shoes 


because of Beacon 

quality and there- 
by get better shoes for 
the same money. 


Illustrating B258 


BEACON 
Stock No, B 258 Price $7124 SPEEDWELL or 


BURGUNDY RUSSIA OXFORD SQ. THROAT 


DOVER LAST - UNBRANDED 


8-8 Wingfoot Rubber Heel 
A and B, 6 to 11; C and D, 5 to II. Ask for Our Large Catalogue 


F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK wa roe LOCATED AT 
Manchester 
Chicago, Ill. New Hampshire 
Order from nearest point. Latest catalogue sent on request 


18 South Wells St. 
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B 0429 E—$6.50 
Women’s Black Climax Kangaroo McKay 
Oxford, Kenmore Last, 6-Eyelet, Imita- 
tion Tip, Perforated Vamp, St. Throat, 
134 inch Cuban Heel. A 4to 8; B. 3% 
to8; C3to8; D 2%to7% 
Net 30 Days 
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B 0673 C—$8.25 
Women’s Black Glazed Kid Welt Oxford, 
Kenmore Last, 6-Eyelet, Imitation Tip, 
134 inch Cuban Heel. A 4 to 8; B,3% 
to 8; C 3to8; D2%to8. 


Net 30 Days 


The models illustrated above are proving extremely popular with 


well dressed women. 


Like all of our, shoes, these styles are made to fit perfectly, for we 
realize, no matter how pretty the shoe may be, it can not look 
stylish or neat on the foot unless it fits accurately. 


UTZ & DUNN CO. 


ROCHESTER «~ NEW YOK 


BRANCH OFFICES 
Denver New York City Los Angeles 


218 Charles Bldg. Bush Terminal Sales Bldg. 
TIGERZ& McNUTT 130 West 42d St. 


718 Story Bldg. 
G. C. McATEE 


S. A. McCOMBER 
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THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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RETAIL SHOE SALESMENS INSTITUTE 


Conducting 
the 6ducational Tr u training Course 


“Retail ‘Shoe § aesmnen 
FOUNDERS 


NATIONAL SHOE RETAILERS’ ASSOCIATION 


GEORGE W. BAKER SHOE CoO., — & oo 
B I N. Y. ing, W 


eelin: 
BLISS & PERRY co., CHISHOLM SHOE co. es 
rt, Mass Cleveland, Ohio 


Newbury: 
Beet ad SHO} RECORDER, COHEN BROTHERS, 
Jacksonville, Fla. 


, Mas 
BRISTOL. PATENT. LEATHER CoO. L. S. DONALDSON CO., 
Boston, Mass. LR eo Minn. 
—— RAND CO., WILLIAM FILENE’S SONS CO., 
kton, Mass. Bo b 
BROWN 'S SHOE CoO., 
St. Louis, Mo. 
ARTHUR L. EVANS, 
Boston, Mass. 
L. B. EVANS’ SON CO., GILCHRIST 
Wakefield, Mass. Boston, Mass. 
FARNSWORTH, HOYT Co. Ww. C. GOOD 
Boston, Mass. i oe ® Mass. 
HAZEN B. GOODRICH & CO., GUARANTEE OE CO., 
Haverhill, Mass. San ae Texas 


HAZEN-BROWN CO., F. A. GUINIVAN, 
———— Pa. 


Boston, Mass. 
HUNT-RANKIN LEATHER CO., A. V. HOLBROOK BOOTERY CO., 
Columbus, Ohio 


Boston, Mass. 
GEORGE E. —_~ co., A. H. gy & SONS, 


Brockton, oston, Mass. 
KEYSTONE LEATHER co., JONES, PETERSON & NEWHALL CO., 
Philadelphia, Pa. Boston, Mass. 
MENIHAN CO., KRUPP & TUFFLY, 
N. Y. Houston, Texas 


Rochester, 
Mone & BURT CO., LEWIS & REILLY, 


rooklyn, N. Y. ton, Pa. 
A. E. er co., JOHN A. a & SONS, 
cuse, N. ag Nashville, T 
PETER. ag co. THOMAS F, PEIRCE. ‘& SON, 
we, S a 


Bos , Mass. 
THOMAS ‘c "PLANT co., POTTER SHO 
B Cc Lon Sisto 


oston, Mass. in: 
RICE & HUTCHINS, INC., ——— wg co., 


Boston, Mass. 
ae = COBB CO., W. G. MIMMONS CO CORP., 


m, Mass. Hartford, Conn. 
SELBY % SHOE co., SLADE SHOE SHOPS, 


Portsmouth, "Ohio oines. 
eee ~~! eee INC., STELLING-NICKERSON SHOE CO., 


outh, "Mass. ugusta, 3° 
THE SHOE 1 RETA ‘AILER, i, . 
UNITED SHOE MACHINERY Co., VAN DEGRIFT SHOE CO., 
Boston, Mass. Los eles, Cal. 
UNITED STATES RUBBER CO., VOLK — _ ¥ 


New York, N. Y. 

WIZARD FOOT APPLIANCE CoO., K. W. WATTERS co., 
St. Louis, Mo. Bu Y. 

E. T. WRIGHT & CO., Ww. W. WILLSON, 
Rockland, Mass. Boston, Mass. 


el = Pa. 


ARTHUR L. EVANS, President and Editor-in-Chief. 
GEORGE F. HAMILTON, Managing Editor. 


Officially Endorsed by: 


The National Shoe Retailers’ Association 
The National Shoe Travelers’ Association 


and 


Several State and District Dealers’ Associations 
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Do You Want 100% Retail Shoe Sales- 
men In Your Store or Department? 






Of course you do. Efficient salespeople create good will for your business. They 


leave you that invaluable element, Time, to consider other vital aspects and prob- 
lems of your business. 


ARE YOUR SALESPEOPLE 100 PER CENT EFFICIENT ? 






The Retail Shoe Salesmen’s Institute is your ally in making your salesmen what you 
would have them to be. 





Ask yourself these questions: 


Do my salespeople want to improve ? 

If not, am I to blame ? 

Can I help them to improve ? 

Can I instill in them the desire for betterment ? 






Urge your salespeople to enroll in the Training Course for Retail Shoe Salesmen— 
now ready to serve you. 


We have a 60-page book that tells all about the Course. It is entitled “The Road 
to Advancement for Retail Shoe Salesmen.” This book describes the Course in detail 
and tells the whole story. 






Send for this book—it is free—without obligation of any sort. 





The R. S. S. I. is backed by a solid organization of concerns and individuals 
devoted to the cause of improved retail shoe salesmanship. 





The Course is thorough, accurate, comprehensive. 





Learn all about it from “The Road to Advancement for Retail Shoe Salesmen”— 
yours for the asking. 







Just sign and mail this coupon to-day. 






RETAIL SHOE SALESMEN’S INSTITUTE 


ARTHUR L. EVANS, President 


727 ATLANTIC AVENUE, BOSTON, MASS. 








Cut Out, Sign and Mail this Coupon To-day 








727 Atlantic Avenue, Boston, Mass. 







Please send, without obligation, a copy of “The Road to Advancement 
for Retail Shoe Salesmen.” 
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RETAIL SHOE SALESMEN’S INSTITUTE, 
et a 
TE Te eS So oasis ay OR oe OW iN ' 


Another live, up-to-date number 


On a very popular last, made in all 
leathers, by the most experienced shoe- 
makers in Brockton, to retail from $8.00 
to $12.00. 


Merchants, see our line of Men’s Welts 
before making Fall purchases. 


BROCKTON SHOE MFG. COMPANY, Ince. 
BROCKTON (Campello Station) MASS. 





A Little Talk On 
¢ ie e Monarch Of The Oaks 


bch, Ym Sole Leather 
yy Zl Fz You are. buying heavy leather to give your cus- 
= \ Ny Ga g 


tomer a sole on his shoe that will last. You are 
paying the price for heavy leather when a 7 to 10 
pound 


Monarch Of The Oaks Bend 


closely trimmed will give you a sole that will wear 
as long as a heavy sole in any other tannage. 


Monarch of the Oaks 7 to 10 pound Bends will cut 
soles that are more water-resisting and will wear 
longer than any other leather on the market, and 
it will cost you less money per sole. 





Try it out and prove it for yourself. 


~ \ KULLMAN, SALZ & 


Tanners Of Real Leather 


82 Fulton St. Wells Fargo Bldg. 220 W. Lake St. 
New York San Francisco Chicago 
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SATIN DORIS TIES 
IN STOCK 


No. 1709. Top Grade Black Satin ‘“‘Doris 
Tie,’ Hand Turn, Brooklyn Made, 18/8 
Satin Covered Louis Heel, Hand Worked 
Eyelets, Broad Silk Ribbon Bow. 


PRICE $8.50 


AAA AA A B , C 
41% to 8 4to8 3 to 8 21% to 8 2% to 8 


Wire your orders to Department “S” 
to insure prompt delivery 


A. H. Gaines-Gordon Co. 


141 Duane Street 
NEW YORK 
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SOCKET-FIT SHOES 


a4 Approved by 
: National Board of Y. W. C. A. 


Embody every feature that is required by this or- 
ganization in their campaign for more sensible shoes. 


(1) Shoe with Flexible Shank. 

(2) Straight Inside Lines. 

(3) Broad Low Heel. 

(4) A last built to Properly Balance Weight of 
ini stieeaiians Body and induce better postures in Walking 
$0—Brown Ki and Standing. 

Far Superior To ALL Other Shoes 








The National Board of Y. W. C. A. has started a can:paign for better feet and more 
sensible shoes. They have endorsed our socket-fit arci: and heel shoes as meeting 
every requirement for comfort and good looks. Take advantage of this. 











CARRIED IN STOCK, AAA to EE 


For Men and Women 
P UNION MADE 
040—Black Kid 
00—Brown Cal STOVER & BEAN CO. 
070—Whi 
7 WRelgnskia’ Lowell, Mass. 


LOMO er Tite tits 
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TWO “BEST SELLERS” IN STOCK 


FORD’S THEO TIES 
FOR EASTER SALES 


.. 24% to 8 eer = $7.10 


Black Ooze Theo Tie, Welt. Medium Short lescidiicecciisinen ae to 8 Patent Leather Theo Tie, Welt. M 
Vamp, 18-8 Full Louis Covered Heel, Imita- Short ‘eee, 18-8 Pe Half Loule Heal 
tion Turn Sole. Imitation Turn Sole. 


Terms: Net Thirty Days 


C. P. FORD & CO. 


ROCHESTER, N. Y. 
New York Office, 127 Duane St., E. H. Talbot, Jack Galway 
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THOROGOODS 
The Every-Day Shoes 
With A Sunday Finish 


Distinctive—Dressy 


Durable— Desirable 











Like the Famous ‘‘One Hoss Shay”’ 
They Are Good In Every Way. 


Made In Milwaukee 


For Men and Boys—In Welt and Nailed 
Lined and Unlined, But Always Thorogood 


By 


ALBERT H. WEINBRENNER COS 
Big, Factory—Juneau Ave., Market and Knapp Sts. 


Send for Catalog, Samples, or Salesman 


Distributing Branches at 


New York City Pittsburgh, Pa. Chicago, III. 
148 Duane St. 422 First Ave. 112-114 So. Wells St. 


Quick Service from Factory or Branches 
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REAL SHOES and REAL SELLERS 





STOCK STYLE 696—Cordo Side Oxford. Kremlin Last. A-D, 5 to 11. 


STOCK STYLE 948—Wine Cordovan. Oxford Dunlap Last. AA-D, 5 to 11. 


STOCK STYLE 666—Cordo Calf Oxford. Victory Last. Wingfoot Rubber Heel. AA-D, 5 to 11. 


Send for Spring and Summer stock style catalogue 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), Mass. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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Correct Dodg' e- 





FOR ALL OCCASIONS 


IN STOCK 















No-X251 No.X217 — 
No.X252 No.X216 














pea 
=) No .X297 
es 
pee 


Stock No. X251—Patent Leather Opera, 
21-8 inch Full Louis Wood one 
ee errr 00 
Stock No. X252—Same in Dull Calf 
eg, rere $6.00 
Stock No. X287—Patent Leather Opera: 
1 1-2 inch Baby Louis Heel. Close-out 
REE SR PRIS | ee ee rere e $6.00 
Stock No. X216—Gold Cloth Opera, 2 1-8 
inch Full Louis Wood Covered Heel. 
| RSE Eee ree ita ee. $8.00 
Stock No. X217—Same in Silver Cloth 
ia rary rere err $8.00 
Stock No. X290—Patent Leather Plaza. In ¥ 

1 1-2 inch Baby Louis Wood Covered Heel. No. ¥ 303 
IR IID 5.6.5.9: 05:5:3.0060080508 $6.00 


is 
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: 
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rs 
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Stock No. X297—Peters’ White Reignskin ee 
rs 
iS 
a 
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Opera, 2 1-8 inch Full Louis Wood Covered 
SSR rrr errr $5.75 
Stock No. X298—Peters’ White Reignskin 
Opera, 1 1-2 inch Baby Louis oats 
3 RE RARE Sie eae ar. $5. 
Stock No. X303—Peter’s White Reigns ~ 
Flora Tie. White Grosgrain Ribbon. 
1 3-4 inch Full Louis Wood Covered Heel 
AA RR Ake Oey cera ee $6.75 
Stock No. X301—Patent Leather Opera. 
| 3-4 inch Wood Covered Pedestrian rae 





: 
S 
= 
= 
8 
3 No.X292 
| 
i 
3 
2 

























Stock No. X300—Same Style in Dull Calf 
Perr 7 terre. $6.75 
Stock No. X292—Black Satin Side Seam 
Opera, 2 1-8 inch Full‘Louis Wood Covered 
| Se Pe reer $6.0 


No. X301 
No. X300 





No. X290 


New Spring Styles 


Stock No. X304—Black Satin Theo Instep Tie, 2 1-8 inch Full Louis Wood 
Covered Heel, 3 1-2 inch Vamp, Made on new Beautiful Quarter Toe Last. 


ee Lo aS an ey Pa ey oe eee eee $6.85 
Stock No. X296—Same in Peters’ White Reignskin. Ready April Ist. Price. . . $6.25 


Stock No. X309—Same in Gottschalk White Calf. Ready April 16. Price. .$8.75 


a Nathan D. Dodge Shoe Co. 
B Newburyport, Mass. 
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We have a plan 


EL LTA Ee ae 





EMMO SHOE 
Jor Si tylish Women 


A—EMMO BROGLUE, Barnet’s Color 33, Russia Calf, wing tip, 
perforated vamp and foxing, 9-8 flat walking heel, 3 7-8 vamp, 
narrow walled recede toe. 


B—MAZIE WALKING’ BOOT, 8 1-2 inch, Chocolate Calf, 
small perforation imitation tip, 14-8 heel, perfect fitting boot. 


C—BELLEVUE DRESS BOOT, Patent Kid Vamp, Gray Buck 
Top, plain toe, black enameled 2 1-4 inch woodtheel, imitation 
turn. 


A Distinctive line of high grade welts 
Built over easy fitting newest lasts, 
Carrying snappy, graceful model patterns 
Designed by real shoe artists and made by 
Expert workmen, in a modern factory, 
From nothing but the finest material. 
Guaranteed to 

Help attract new customers to your store, 
Increase your sales and profits. 

Join the live-wire class of buyers. 

Keep your volume up and losses down. 
[Let us prove what we can do. 


X equals the unk 
Y,, our sales incre 
Zenith of success 


A POSTAL WILL BRING OUR SALESMAN 


THE MANSS-OW 


CINCINNATI 


New York Office 
703 Marbridge Bldg., 
W. L. Costello, Mgr. 














PRBS SSE ROLT ta SRE cD Sek Oe an 


to help you 








MANS-OWN SHOE 
Sor Sonar’ Man 


D—FAD LAST, narrow toe, English bal, made from Trostel’s 
No. 33 Russia Calf, 7-8 heel, 14 iron single sole. 


E—O’Brien Combination, America’s best known last, Gun 
Metal Calf, regular blucher, one inch heel, 14 iron single sole, 
medium round toe. 


F—FRISCO Famous Freak Last, Surpass Black Kid, whole 
quarter blucher, one inch right and left heel, 14 iron single 
sole. 


Mien’s shoes, built for real service, 

Nifty, attractive patterns fitted 

Over comfortable, well known lasts. 

Proven from experience without 

Question the leaders in their grade. 

Feemember your success is our success. 

Start right in quality, right in price. 

‘Tell us your selling troubles. 

Use our service and advertising department. 

Verify our claims. 

We will furnish the plan, provide the material and do the 
work. 


nown answer; 
ased 500 per cent in five years. 
can be attained. 


TiO SHOW THE LINE AND EXPLAIN PLAN 


VI ENS COMPANY 


- OHIO 


Chicago Office and Salesroom 
1431 Republic Bldg., 
Fred C. Earl, Mgr. 





BOOT AND SHOE RECORDER March 27, 1920 





: For 
IN STOCK S oes Immediate Shipment 


TRADE MARK 


- - Fairy 
194 LAST 109 


90 LAST All Tan Side Lace Oxford 90 LAST 
i 00 °-@. 62.0205. Saas 


ta” a See 2 > 
3 to 8 4 214 7 . 2.10 
ere 


814 to 11 
114 to 2 | i ee eeerer rere. 


Fairy 
2113 
195 LAST 
All Patent Pump 
B, C, D. 24%to7.....$5.00 


Fairy 107 


90 LAST 
Be Es oh aaedls a 
3 
es 
: eS St ere 
All Patent Lace Oxford j 214 to 7,B,C,D.... 
B, C, D. 2% to 7......$6.00 A. 7 


GRIEB SHOE MFG. COMPANY 


PHILADELPHIA, PA. 


New York Salesroom Philadelphia Salesroom 
1012 Marbridge Building 531 Market Street 
FACTORIES 
Vineland, N. J., Palmyra, Pa. 


Boston Salesroom 
183 Essex Street, Room 409 
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No. 319 
Black Kid Turn, AA Grade, 
18-8 Leather Louis See, By 
SEE re. 7.50 
AA, 41%-8 
B,3%8 8 C, De 214-7 


IA 


| 
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No. 319-1 
Patent Kid Turn, AA Grade, S | O 
18-8 Leather Louis Heel, 185 


ais ipesiecchsexes 7.00 
AA, 415-8 
8 


A, 4-8 
B, 34- C, D, 214-7 








Lunn & sce Company, ‘Auburn, Me 
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It is easy to claim 


It is less easy to perform. We intend to make our performance outdo our 
promise. You can test our ability and our willingness to servé by putting 
your banking requirements in our hands. They will be handled to your entire 
satisfaction by a carefully built-up organization and by a network of foreign 
affiliations covering the entire World. 


Deposits ' ; é' $179,000,000 
Resources, over . , $260,000,000 


Branch at Buenos Aires, Argentina 











Correct fitting shoes that 
are made to look Well 
and wear Better. 


Write For Stock Catalog. ' , » sTYLE 22 


WILLIAMS, HOYT & CO. 9 roxy xiv oxrorp 


PATENT STRAP PUMP — 
5-8 $3.50 8)4-12 $4.00 ROCHESTER, N. Y. 5-8 $3.80 89-12 $4.45 
IN STOCK IN STOCK 


STYLE 1460 











oe so —_ rsa! ee 
raer t . . 
Hen. Cul ee or Price Trade-marks in Foreign 


Pat. Lace, Pl. Toe, Cir. Fox., ete 


ay Dark bam ay Spr. Heel. . é J e 

nite Nu-buck, White But., N C 

Heel, Pl. Toe, Whole Quar 2 A ountries 
Pat. But. White Sheep Top, Spring 
Heel, Plain Toe, Cir. 1 Bt Do yon feel Realise, the Im of er te a 
Pat. Lace, Plain Toe, Cir. Fox., White Trade in South American 

Buck Top, Spring Heel. 4-8 also in erie, tion? 

Pat. Lace, Pl. Toe, Cir. Fox., also aes at well ensiusive twodo-mash ighte 
White & BeaverG rayBk. Top, Sp. HI4-8 mark to the first cageenst. 

Pat. Lace, Pl. Toe, Cir. Fox., Beaver . This allows piracy wb 


Buck Top, Spr. Heel 4-8 , 
Pat. Lace, Pl. Toe, Cir. Fox., Gray atthe hereens 
4—8 


Suede Buck Top, Spr. Heel........ - A ped to 
= Terms 5 Per Cent 10, Net 30 tion of Trade- nau F 
F.O.B. Boston, Mass. ee : —- == ate 


John M. Ahearn Shoe Co. 
683 Atlantic Ave., Boston 



































Peiee) The ORIGINAL 


CR ACY - Full Grain 
Glazed Horse 


Shoedom IN BLACKS 


IN COLORS 





Strong as Horse 
—Soft as Kid 


Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 














Manufactured solely by 


B. D. EISENDRATH TANNING CO. 


Chicago Tannery Boston 


130 N. Wells St. RACINE, WISCONSIN 195 South St. 
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Here’s a question that every merchant should ask himself; 
it bears directly upon business growth and profits | 


3 


Have I improved the “class’ 
of my business in the 
last five years? 


Speaking of customers—not 
plush-seated chairs; of profits 


—not fixtures 
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The easy way that many merchants 
have overlooked 


It has produced some of the most marked 
successes in the retail shoe business 


No particularly aggressive or unusual selling 
policy was used by Samuel Brett in Altoona, 
Pa., who built a $140,000 retail shoe business 
in a single year, or by Sam Schwartz of Mun- 
cie, Ind., who started with $345 and is now 
selling $100,000 worth of shoes a year; by 
the Robinson Shoe Co., whose store holds a 
commanding position in Kansas City’s shoe 
trade, or by Curtis & Swetnam in the little 
village of Owenton, Ky., though their ladies’ 
shoe business has increased 50 per cent in the 
last three years. 


Many merchants have worked much harder 
and much longer—with less success—to gain 
the profitable class of business these stores 
enjoy—to create the prestige that they have 
so quickly and easily won. 

What is their secret of getting the “cream of 
the business,”’ the kind that’s most profitable 
and most staple? 

It’s largely in their buying method! That’s 
why many retailers overlook it. 


They have concentrated their purchases on a 
very few well-known, fast-selling lines—on one 
in each grade of shoes. 

And in their high-grade line for women they 
have featured the Red Cross Shoe! Because 
—in it alone they had a price and style range 
sufficient for every need in shoes of its grade— 
shoes that in style, comfort and value appeal 
to the greatest number of women; because 


—it is pre-eminently the known shoe among 


women, with a name that, in itself, gives 
“tone” and standing to a store; because 


—it sells easier and sells faster, buz/ds business 
by bringing customers back season after 
season; and 

—by concentrating on it they have held down 
their capital investment, have practically cut 
out duplication of styles that tie up capital 
and stick on the shelves to be sacrificed in 
after-season, slashed-price, short-profit clear- 
ances. 

Concentration—and the Red Cross Shoe— 
that’s their story in a nut shell. 

Detailed accounts of these and scores of other 
marked achievements among Red Cross Shoe 
Accredited Agencies in villages, towns and 
metropolitan centers—successes made by con- 
centration on the Red Cross Shoe—are avail- 
able to any merchant who is sincerely con- 
cerned in improving the “‘class” of his busi- 
ness, its size and its profits. 

Now, right on those three points, are you 
wholly satisfied with your progress in the last 
five years? And how about the next five 
years? If the proved methods of these mer- 
chants open a quicker, easier, surer way to 
success—and you can use them—don’t you 
want to know it now? 

One of our representatives will probably be 
in your locality very soon. Why not have 
him call and go over your problems with you? 
A card to us will bring him. Send it today. 
It won’t obligate you. 


The Krohn-Fechheimer Company 


803 Dandridge Street 


Cincinnati, Ohio 
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Mr. Retailer 


You can save the jobber’s profit 
by buying direct from us. 
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Black Boudoir $1.50 
Red Boudoir $1.65 
Less 2% 10 days—Net 30 


36 pair case lots only. Orders filled day 
received. Satisfaction guaranteed. 


THE CONSOLIDATED SLIPPER CO. 
HAVERHILL, MASS. 
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3651—Black Kid Welt, AA—-D 
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3653—Black Kid Welt, AA-D... 
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3521—Black Kid Welt, AA-D... 


Pa Gee 


3551—Patent Welt, AA—D 
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3662—Brown Kid Welt, AA-D... 7. abs IMP ERIAL 

3527—Brown Kid Welt, AA-D... 6. = aN Broadway at 32nd Street 
NEW YORK 


Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 
sentative 


=e 











3663— White ““WyClo”’ Welt, AA- 


3539— White “‘Duchess”’ Welt, AA- 


“She 
Whitney- Roth Shoe 


Foote paatiee i: et 2 ate pe et 
T251 West Sixth Street \) o ai Class Service in we or. Restau- 
Cleveland Ohio SS rants, and Moderate in Charges 


g a Midway Between Both Railroad 
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Buyers of Shoes Do Not Confine 
Themselves To One Grade 


Our Calf Skins, Veal Sides and Sides 
In Most Every Known Finish 


Find Their Place In Every Line 


For, High Grade Street Shoes 


“*Lozant’” Dull Calf, Veal Sides 
and Sides, Colored and Black 


For Just a Grade Under 


“*K enwoo0d’’ Dull Veals and Sides 
Smooth and Boarded 


“W aukegan’’ smooth Colored Sides 


For Medium Priced Street Shoes : 


‘‘W ilmette’’ Boarded Colored Sides 


For Work and Sport Shoes 


“Waukegan Grain ‘ In Tan, Chocolate 
and Black 


A Combination Tanned Leather 
for Work Shoes, combining 
Wear and Appearance. 


‘*Elkwood”’ kik Sides 
Equally well adapted for Sport and Work 


Shoes. 


THE GRIESS PFLEGER 
TANNING CO. 


TANNERIES: CwHicaco—WaAukEGAn, ILL. 


CINCINNATI, 810 SYCAMORE ST. : BOSTON, 179-193 SOUTH ST. 
CHICAGO, NO. BRANCH, HALSTED ST. NEW YORK, 178 WILLIAM ST. 


CABLE ADDRESS: GRIESS 
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Korry-Krome 


GENUINE LEATHER SOLES 


N these days of the high cost of tanned by a secret process that 


shoes, there is one thing above 
all others that your customers 


look for—LONG WEAR. 


Korry Soles wear longer than any 
other kind of soles, and the public 
knows it. They have proved it by 
having their shoes resoled with 
Korry-Krome, which is used by good 
repair men the country over. 

Your customers will greatly ap- 


preciate finding shoes with Korry 
Soles in your store. 


Korry Soles are genuine leather, 


makes them permanently waterproof. 
They are comfortably flexible and 
they will not slip on wet pavements. 

Korry Soles are being advertised 
to the public this year more than 
ever before in national magazines 
and newspapers. Everyone is after 
long wear, and the popularity of 
Korry Soles is increasing rapidly. 
You can use this popularity effec- 
tively by stocking shoes that have 
Korry Soles, and by using this famous 
double-wear leather in your repair 
department. 


J.W. & A. P. ‘HOWARD COMPANY, Corry, Penn. 
Established 1867 
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THE FINEST SUEDE-FINISHED [CALFSKIN PROCURABLE 








+ OOS I ICH ECO PE 
0 NCE ENS YI Ye ES HR 


Weilda Calf is the Accepted Leather for ““Height-of-Style” Shoes 


for next Autumn. 


The finest suede-finished calf leather procurable. 


14 = OH 


A degree of luxury is present in Weilda that is not attained 
in any other calf leather. 


No wonder, then, that the discriminating trade has given its 
definite preference for boots, pumps and oxfords made with this 
kind of shoe upper stock. 


The shades most wanted are Black, Beaver and Mahogany. 


SH HE f= Ce 


i 
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Your request for samples of Weilda will be gladly and promptly 
served. 


ae 
st BC 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston , Mass. 
NEW YORK - CHICAGO - ROCHESTER 
GLOVERSVILLE 
CINCINNATI 
ST.LOUIS 
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Bis Poin io Gnsider 
When You Buy [all Shoes 


The Innersole 


Before you buy your shoes for Fall, just ask yourself these questions: What kind of innersoles 
will be placed in my Fall shoes? Will these innersoles be uniform in quality and grade? 
Even five unsatisfactory ones will mean five unsatisfactory pairs of shoes which, in turn, will 
result in five customers displeased with the service given them by their shoes. 


Now uniformity is one of the big features of Korxole innersoles. Each one is just like the 
others in strength, flexibility, waterproofness, resiliency, squeakproofness and comfort. 
And the Korxole innersoles manufactured next Fall will be just as good as the ones made 


today. 


Wouldn’t you like to know in advance that your innersoles will have these features? 
Wouldn’t you feel that you were obtaining better shoes? 


Of course you would, so when your order is taken for Fall shoes just specify that they con- 
tain Korxole innersoles. 


Armstrong Cork Company, 132 Twenty-third St., Pittsburg, Pa. 
Branches in the Principal Cities. 





Distributors in New England for Korxole and Allied Products 
Armstrong Cork Products Company, 207 Essex Street, Boston, Mass. 
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ACE CALF 


‘Maintains a Standard Reputation” 


A leather that signifies 
highest quality — produced 


in the popular shades— 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 
NEW YORK OFFICE—154 Nassau St. 

CABLE ADDRESS .. . “TENRAB” 
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WEARER 


ATISFACTION wew vor# 


and 


AuLcIER Shoes don’t “just Elegance 


happen” to have better style, 
fit and finish. Exacting specifica- 
tions in design—highest grade, serv- 
ice, materials—and master construc- 
tion constitute our standard. 
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Slender Lines 


Added Dignity 


Request 


74 Last 


Three Weeks’ Delivery 
Samples and Quotations on 














“Products of Pride”’ 


ALGIER SHOE MANUFACTURING CO. 


138 Broadway 


Brooklyn, N. Y. 











owe 





“Everything New That’s Good” 


The Howard & Foster 
line of men’s and women’s 
welts 1s ready for Fall. 


Howard & Foster Company 


Brockton, Mass. 


Boston Of fice, 183 Essex Street 


Va 
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No. 72 —Glazed Kid, Stock Tip, 


FOR YOUR TOES’ WOES 9/8 Rubber Heel 
c, D, &, 














GET IT QUICK 


* No. 191—Glazed Kid, Heavy Turn 
Sole, 9/8 Heel.............--$5.58 
C 3-9, D&E 2%-9 


No. 17—Glazed Kid, Steel Arch 
Support, 12/8 Heel 

C 3-8, D&E 2%-9 
Ready Right Now 


The Salesmen Are in the Field 


The House of Sure Deliveries 


LUNN & SWEET COMPANY 
AUBURN, MAINE 
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On Every Occasion 
Shoes made of 


ROVILLA KID 


are always a credit to the good taste 
of the wearer—the wisdom of the 
manufacturer—the good judgment 
of the retailer. 


! id ' Every up-to-the-minute shoe shop is displaying 
M bi boots, oxfords, slippers and pumps made of 
this wonderfully comfortable, lustrous leather. 
NOVILLA KID will not scuff, scar, nor chafe. 
It is dyed all-the-way-through. It takes and 
retains a wonderful polish. Because of its 
mellow pliability, it makes shoes which hold 
their appearance and shape, even after 
months of the hardest kind of wear. 


Whether you are a manufac- 
turer, retailer, or wearer, you 
will surely like shoes made of 
NOVILLA KID. Write us to- 
day for full particulars. 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN,N.J. 
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Articles in this Issue Worth Noting 


Watch the Findings Leaks 


Increasing Findings Sales 100% 


Learn Show Card Writing 


The Old Store Front 


Increase in Shoe Repairing 














News and Notes of the Findings, Equip- 
ment and Repair Fields 
































She Wears “ONYX” 
because “SONY X”’ wears. 


You sell 


because “ONYX” SELLS. 


Emery @ Beers Company lne 
Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 


210 Pearl Street, Mutual Life Building 
Buffalo, N.Y. 
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In A Case | 
Like This— 


— 
ears 


Fit Your Customer With 





Adjustable Arch Props 


In the arch support trade everywhere, this arch prop is acknowledged freely to be the standard of 
excellence. Constructed for endurance under the most severe strains, it has, nevertheless, wonder- 
ful lightness and resiliency, and the ease with which it can be adjusted to meet every need of every 
foot has long since endeared it to the busy shoe man, to whom a saving of time is a saving of money. 


Props Up the Arch in Nature’s Way 


The Arrowsmith Adjustable Arch Prop does not merely raise the arch by putting something under 
it to push it up. It is moulded and shaped to conform to every curve and line of the anterior 
surface of the foot and to give its support at the exact points, in conformity with the articulations 
of the arch forming bones, to restore the arch to the thing of beauty, utility and perfect comfort 
that Nature designed it to be. 
The lower illustration shows graphically what one of 
these Props does for a foot like that illustrated above. 
Both you and your customers can depend upon Arrow- 
% smith Adjustable Arch Props, and upon the entire Arrow- 
-\ smith line. 


= Arrowsmith Mfg. Co. 


Morristown, New Jersey 


rn 


_— Chicago - - Toronto 
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Times Have Changed 
Since Grandfathers 


Day: - 


WS 


{| 


Grandfather's day started with a 
tug-of-war with his boots and end- 
ed in a game of hide-and-seek 
with the boot-jack. Think of the 
energy required and time wasted 
for the need of a shoe lace. 


SS 


We are more fortunate in having shoes 
with lacings, and the laces were so wel- 
come that even tho they had their faults, 
but little thought was given to find a way 
to make a better lace—but progress is 
inevitable and there came the CORDO- 
HYDE LACE, out-wearing by months 
ordinary laces and that’s not all, for 
CORDO-HYDE stays tied and never 
looks shabby. 


Your customers will appreciate CORDO- 
HYDE LACES and the Special Display 


Box simplifies the introduction. 


The complete story will be sent you for 
the asking. 


LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. | 
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Findings, Equipment and Repair Division 


OF THE 


BOOT AND SHOE RECORDER 


The Great National Shoe Weekly 


March 27, 1920 


Bring Out the Hammer 
But---Use It to Open the Findings Cases---Spring Is Here with 


Flowers and Color 


N the days of plenty prepare for lean days; not 
I that they are coming—but be prepared. The 

best insurance for national peace is to prepare 
for war. With the shoe merchant, the best insurance 
for continued profits is to prepare the Findings De- 
partment for more business. 

Do not recline in your swivel-chair, enjoying the 
fragrance of a long Havana, when the cobwebs 
cover the latest: ship- 
ment of findings. Ex- 
ercise the old hammer, ; 
and bring them forth. pRO 

, | oN 

There is always a 
way to make the 
Findings Department 
double, aye treble, its 
sales, and generally all 
that is necessary is a 
little cerebral activity. 

Did you ever hear 
the story of the win- 
dow trimmer who be- 
came tired of display- 
ing the findings, and 
then not having the 
salesmen push them? 
One Saturday after- 
noon he demonstrated 
what could be done. He sold blacking to eleven out 
of twelve customers. He admitted there was no secret 
to it, just knowing it could be done, and then doing it. 

Besides the big percentages in findings, there are no 
broken lots, odds and ends or discontinued styles at 


the end of the season to be sacrificed. 
*K * oo 





Because you may happen to have a shoe store in a 
small town is no reason why your standard of decora- 
tion or display-should be lower than that of the big 


as 
FITS 

SHOES .\ 
ARE ENOUGH 
FoR ME 


city. Of course it would not be good sense to put the 
same amount of money into a front that the Broad- 
way merchant of New York does, but you can put 
the same amount of care and thought into it and ob- 
tain proportionate results. 

* * * 

Spring is here. Put plenty of color into your win- 

dow decoration. plenty of flowers, and also hosiery and 
findings. 

Customers scrutinize 
2 fixtures carefully, and 
often the progressive- 
ness of the store is 
measured by them. 
Do you have to mount 
a cracker box to get the 
shoes in the upper 
shelves? A cushion 
tire, noiseless and easy 
traveling store ladder 
will add to the prompt- 
ness of your store serv- 
ice. A close perusal of 
“Recorder” advertis- 
ing will furnish you 
with the latest in 
equipment. 

* * * 

And then there is the Repair Department. Are 
you still satisfied to allow “Tony,” who conducts the 
repair shop around the corner, to handle your work 
and gather in the profits that should go to you? 
Are you satisfied to shift the responsibility of doing 
the work properly to him instead of a man under your 
own supervision? Give the full service and considera- 
tion to your customer. Install your own Repair De- 
partment, and know that your customer is being 
treated “right.” ; 
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Display Hosiery 
The Window Trimmer Should Take Advantage of Display Value 
of Hosiery 


of the window display, and at the same time 

increase the sale of hosiery. The variety of 
colors in which hosiery is manufactured makes it com- 
paratively easy to find the proper tone to match the 
different shades of leather. Stockings make a very 
pleasing background when draped behind shoes on 
the stands. 

With Spring at hand, low shoes will be worn more 
generally than ever, and the proper match in color 
of the hosiery will be considered more seriously by the 
public. The hosiery seen in connection with shoes 
gives the prospective purchaser a better idea of just 
how the shoes will look. They can be viewed in rela- 
tion to an article of apparel which he may easily 
possess. Attractive hosiery displays in connection 
with the shoes add that buying atmosphere which 
will help to lure the observer into the store. 

The display of hosiery also adds another suggestion 
to the observer to buy. He may have been attracted 
by the general effect of the display, but not being in 
the market for a pair of shoes, purchases hosiery and 
thereby becomes a customer of the store. 

To further increase the growing inclination on the 
part of the public to buy hosiery in a shoe store, this 
line should be advertised by the merchant in the local 
newspaper. Shoe store advertising would thus be 
given a new touch, and thereby help greatly to bring 
the merchant’s name before the public. 


OSIERY will add much to the attractiveness 





From the Study of Practipedics 


To Proprietor of Shoe Store 


George E. Swenson, owner 
of the Five Points Shoe Store, 
Denver, Colo., declared that 
the study of practipedics set 
him on the path to success. 
For several years Mr. Swen- 
son was an average shoe clerk. 
He put shoes and feet to- 
gether, often to the detriment 
of the latter, causing many 
of the foot troubles he 
later learned to avert. 
Not understanding why a 
shoe did not fit when the 
weight was on it, he, like 
others we know, advised a larger size. At one thing, 
however, he stopped. He refused to place unadjusted 


GEO. E. SWENSON 


—“The window trimmer can get along without the 
price ticket, but the price ticket cannot get along 
without the window trimmer.” 

* ok * 

—‘‘The space value of the display window is greater 

than the shoe that occupies the space.” 
* ok ok 

—‘‘The show window is the vanguard of your sales 
force. The selling process is the same. It should 
attract attention, arouse interest, create the desire to 
possess and give the impulse to buy.” 

* * * 
—‘“Your findings are a ‘find,’ if you only know it.”” 
* * * 

—‘‘The study of the feet is the basis of a salesman’s 

‘good understanding.’ ”’ 





arch supports on his customers just to earn a PM. 

Sometime later, when working in a dry goods store, 
he became interested in the study of practipedics. 
The subject became so absorbing that he spent his 
evenings acquainting himself with the principles of 
foot anatomy. When he completed the course of 
reading he had outlined, he felt that he knew feet— 
their bony structure, their bearing points, their 
nerves and muscles—in fact, enough about them to 
recognize derangement and advise correction. 

Thereupon, he became dissatisfied with his position. 
He felt he must go where this knowledge was of more 
value, and where he could continue his study. Event- 
ually, he opened the Five Points Shoe Store, which 
has become known as the “Foot Comfort Store.” 
People come long distances to be fitted on recommen- 
dation of their friends. Says Mr. Swenson, “I want 
to say to the retail shoe clerk to get a little ambition 
and buckle down to get out of the rut.” 
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MORE THAN PLEASED 
with our 


SHOE REPAIRING 
is what our customers say. 


We sell the shoe and then in- 
sure you the full wear by doing 
the repair;work"correctly. 


(Firm Name) 








THE SHINE THAT 
ADDS LIFE TO THE SHOE 


Our special brands of blacking 


“and polish at reduced prices. 


(F on Name) 











DON’T LIMP — 


Don’t allow your feet to 
break down 


WEAR AN ARCH SUPPORT 
We know how to fit you. 


(Firm Name) 
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HOSIERY TO MATCH 
Your Shoes 


We have selected our men’s 
and women’s hosiery with the 
particular object of harmonizing 
with the different shades of leath- 


er coloring. 


(Firm Name) 
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BUCKLES TO SUIT THE 
MOST FASTIDIOUS 


Ladies—don’t overlook that 


most pleasing shoe adornment ! 


Our stock is complete. Our 
prices moderate. 


(Firm Name) 



































ANNOYING MISHAPS 
PREVENTED 


when in a hurry. Use the best 
shoe laces, 


Buy the brand we have in 
stock —best values. 


(Firm Name) 





























A Few Samples of Findings Advertisements. Electros 45 Cents Each 


Advertise Findings 


A Concentrated Drive Will Stimulate the Sales 
Force 


When inaction reigns in the Findings Department, 
one of the means of injecting new life into it is to ad- 
vertise the different items that need stimulation. It 
is considered advisable to run this advertising dis- 
tinct from that of the shoes. 

You will not be restricting yourself to the prospec- 
tive buyers of shoes, but spreading over a much wider 
field. Everybody is a prospect, any day, for the 
different items as displayed in the samples of advertis- 


ing copy shown above. This copy will fit into one 
column of your local newspaper, and “set up” attrac- 
tively at about five inches deep. 

It is suggested that a week be set aside to devote to 
the promotion of findings. Monday an advertisement 
appears on blacking; Tuesday on shoe laces; Wednes- 
day hosiery, and so on until Saturday morning. 

Acquaint the sales force with the plan, and paste a 
copy of the “‘ad’”’ in the store window. Arrange the 
window so as to contain the articles advertised on the 
day the ad appears. Often a concentrated drive will 
do more than anything else to show the sales force 
what can be done with your slow-moving findings. 





Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, March 27, 1920 


reset? 
Se 
St 3 e. 


Peirce. 


if 


ae 


Will not rub off! 


vd 


LING WHITE—as the name implies—is a 
white that clings—DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried. 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 


Auburn, Me. Johnson City, N. Y. New Orleans 
Brockton Lynn Philadelphia 
Chicago arlboro Rochester, N. Y. 
Cincinnati Milwaukee St. Louis 
Haverhill New York 
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How a Customer’s Shoe Lace 
Eccentricity Interfered with a Sale 


The humble, little and often overlooked shoe lace 
can sometimes play the major role in depicting a 
man’s character—teach him a good lesson in sales- 
manship, and at the same time add a few dimes to the 
profits of the shoe merchant. 

There are styles in shoe laces, and sometimes a 
man has a peculiar idea as to the manner in which he 
wishes them’ worn on his particular shoes. Now if 
you, as a shoe salesman, are interested in selling shoes 
allow your customer to indulge himself in his style 
of wearing shoe laces. 

A man stepped into a shoe store who had the habit 
of wearing his shoe laces tied in a knot at the upper 
end of the laces. When he removed his shoes he 
merely slipped the string over the hooks. In lacing 
his shoes the fixed knot always brought them back to 
the same pressure. He felt there were certain ad- 
vantages in this procedure, such as a saving of time 
and effort. 

This customer placed his foot on the fitting stool. 
The salesman started to untie the laces. 

‘‘Never mind,” the customer said, “I never untie 
them. Just slip them out of the hooks.” 

The salesman looked at him in a superior manner, 
and again reached for the shoe lace. 

“That,” he pronounced, “is the lazy man’s way.”’ 

He did not untie the shoe laces. The customer un- 
hooked them in his own pet way. He was shown 
several pairs of shoes, but this salesman’s attitude had 
so ruffled his buying mood that nothing suited him. 
and he finally left firmly determined that he would 
not purchase the best pair of shoes in the house at a 
50 per cent discount. 

The man who spoiled that sale soon worked himself 
out of a job. The last reports stated that he has re- 
tired from the shoe business. Unless he has changed 
his methods he is not in the selling game. 





Whiteners for Shoes 
It Looks Like They Will Sell Well 


There looms up ahead a large sale of cleaners of 


white shoes. So ‘tis well to stock up the findings 
department with brushes and cleaners for white 
shoes. 

Millions of women buy and wear white shoes, 
because they can whiten them at home, and thereby 
save the expense of going to a shine parlor and paying 
a dime for a shine. 

These being days of stylish thrift, there is likely to 
be a large sale of white shoes, and after that will 
come a demand for cleaners for them. 

In the publicity, make mention of the fact that 
white cleaners do not soil the hands. It will help 
the sales. 


Price of Polish Going Up 


Louis M. Hannum, sales manager for Whittemore 
Bros. Corporation, Cambridge, Mass., stated in a 
recent interview, that owing to the advance since the 
first of the year in turpentine, bottles, wax and all raw 
materials that go into the manufacture of shoe 
polishes, there would be a rise in the prices, in spite 
of rumors to the contrary. Not only has the price of 
the ingredients of polishes increased, but wood packing 
cases, cartons and labels, and everything made of 
paper are still on the upward trend. 

Notwithstanding these coming advances the de- 
mand for polishes is strong. Increased facilities as a 
result of additional factory building will enable the 
Whittemore Bros. Corporation to accommodate their 
trade. 





Spats This Spring 

The vogue for spats continues unabated, and they 
will continue to be good sellers. 

Spring weather is so uncertain in its char- 
acter that most of the women who start in early on the 
wearing of low shoes want to be prepared for the cold 
spells which are sure to come all during the Spring. 
The cold weather during the Winter, while not so 
severe aS in many previous years, has been so con- 
tinuous that most of them will welcome the oppor- 
tunity to change to Spring footwear at the earliest 
possible moment. 

Dark tans, chocolate and mahogany seem to be the 
favored colors, judging by the early demand, and 
polishes in those shades are selling especially well at 
the present time. 


Long Laces 


In spite of the trend toward Spring stuff, however, 
shoe laces in the longer lengths, as well as those for low 
shoes, have been in especial demand recently. Find- 
ers have had great difficulty in supplying the demand 
for that class of goods. Prices are still mounting and 
it seems to be increasingly difficult to get deliveries of 
goods from the factories. 


Some Storms 


The recent storms affected the business of the re- 
pair men. With most people wearing rubbers or 
arctics, the wear on sole leather became so much less, 
and there was consequently less repairing to be done. 
Sales of shoe polishes also fell off during this period. 

A young shoe clerk named Best 
Had a patron, a regular pest, 
But he sold the old geezer 
A pair of Foot-Eazers— 
It’s easy to imagine the rest. 
—Detroit Journal Limerick Contest. 
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(Is this not Logical ? 


OST socks first 

wear through at 
the toe. Strain causes this 
wear. This strain is due 
to over-stretching of the 
fabric. The remedy for 
over-stretching is extra 
toe-room supplied by 
Monito Full-Size Knit- 
ting. The feet of your 
socks should be long 
enough so that you can i fo 
easily grasp the fabric at : 
the toes between your 
thumb and forefinger. ' 








ee 


This “full-size advertisement 
of Monito Full-Size Socks appears in the Saturday Evening 
Post of March 27th. 


Full-size co-operation with Monito advertising is bringing 
Full-size profits to alert merchants. 

















Ve 


Boot_and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, March 27, 1920 





3 Sock-Troubles! 


How Monito Full-Size Knitting ends them 


OU have probably noticed 

this: Your socks often “poke 
through” at the toes And you 
have felt“binding”’at the heel. You 
feel discomforting “garter pull” 
at the top of the sock. 

Well, cheer up! Monito Full- 
Size Knitting supplies the remedy. 
You ask —“Why”? 

Because the special Monito 
Full-Size way of knitting assures 
extra toe-room It relieves the 
strain at the heel. And Monito 
Full-Size Knitting provides the 


extra sock length which lets garters 
do their work comfortably. 

And remember this: Monito 
Full-Size Knitting while correcting 
these former sock troubles really 
adds style in providing new snug- 
ness and new trimness of “ankle- 
fit.” 

To prove it simply choose your 
usual size from the Monito line 
—knit in the Full-Size way. As 
an example of Monito handiwork 
we suggest Style 522—a sock of 
real silk—silk-worm silk. 


eMoorhead Knitting (0 © Harrisburg, Pa. 
MAKERS OF 
Men's Socks and Women's Stockings 


New Vore Oprrice: Fifth Ave. Bldg (200 Fifth Ave.) 
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Stylish Spats 


The dominating influence of W. G. S. Spats is 
their style appeal. Snappy looking—snug fitting— 
and perfectly tailored, they offer unusual sales 
possibilities to the merchant whose trade demands 
beauty combined with utility. 


FOR YOUR EASTER NEEDS 
IN STOCK IMMEDIATE DELIVERY 


WILLIAM GREILICH & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bldg., 47 W. 34th St. 
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Watch the Findings Leaks 





Are You Giving Your Findings Profits Away?---Small Items 





findings and free repairs that you are 
obliged to give away? 

Offhand you will say you cut it out long ago, about 
the time you were buying shoes for $2.25 and selling 
them for $3.00. Maybe giving away a pair of laces 
and an occasional tin of blacking with the sale to 
prove what a good fellow you are. 

Those pencil chewing, worrying days of ““Where are 
my profits?” have gone in the discard. You are a 
merchant now. 

Even today you are obliged to give away an occa- 
sional pair of laces, those in the new shoes being too 
short or frayed. You also make an adjustment for 
policy’s sake that entails repairing the old shoes. 
Then in selling a shop-worn shoe, it is sometimes good 
judgment to give the customer a small bottle of 
dressing. 

With all your restrictions, just keep track of what is 
passed out free in your establishment for a month, 
and you may be surprised. 

With your sales force co-operating, giving you an 
accurate account of every item, you will see exactly 
where you stand. 

Eight New York stores for the year 1919 gave 
$392 in free findings and repairs, an average of $49 to 
a store, the amounts ranging from $24.55 to $78.55. 

How does your store stand? 


OW close do you keep track of the amount of 





Boosting Findings Sales 


One Manager Increases Sales 100 Per Cent by 
Advertising and Encouraging Sales Force 


As soon as the manager of a shoe store begins to 
center his attention on the Findings Department, he 
is generally able to bring about an increase of 100 per 
cent or more. This is what H. B. Smith of the 
J. Bacon and Sons, Louisville, Ky., seems to think. 
In a recent interview he had the following to say: 

‘About ten months ago I was placed in charge of 
the Findings Department. Sales were very limited. 
I had the sales people make a careful note of all the 
articles called for which were not carried in stock. 
These items were purchased and placed on the shelves. 

“A campaign of advertising was planned and run 
in the local newspapers. The particular items we 
wished to sell were specified and illustrated. The re- 
sults from this kind of advertising were very satis- 
factory. 

“To further encourage the sales of findings, a small 


That Count 





commission was given the salesmen. The combined 
effect of the advertising and extra inducement to the 
sales force soon resulted in increasing our findings 
sales over 100 per cent. 

‘“‘We make a much larger profit on our findings than 
on shoes, though, of course, the volume is smaller. 
However, there are no broken lots, odds and ends or 
discontinued styles to be sacrificed at the end of the 
season.”” 





Do You Want to Know 


Where you can buy findings? 

Anything regarding store fronts? 

About backgrounds for your window? 

What fixtures and flowers are most ap- 
propriate? 

What it would cost to install a repair 
outfit? 

Then write to the Findings, Equipment 
and Repair Division of the ‘“‘Boot and Shoe 
Recorder.” 











Show Customers How to Extend 
Life of Shoes 


Much of the unjustified criticism that has been 
directed against the legitimate shoe merchant could, 
to a large extent, be removed if the customers were 
shown just how they could obtain increased life for 
their shoes. Advice of this kind would cause cus- 
tomers to buy fewer shoes, but it would gain their 
confidence and hold them as loyal customers. 

The use of an oil dressing is rare among the millions 
of shoe wearers. They aim to have shiny shoes, and 
to secure that result allow the use of dressings and 
polishes that do not feed the leather, but are more 
liable to harden it, and eventually develop cracks. 
The use of oil dressing would in a measure provide 
oil which the process of tanning has removed. The 
uppers of shoes would not appear quite so smart, as if 
with a mirror-like polish, but they would be more im- 
pervious to water, more pliable, and, therefore, more 
comfortable to the wearer. If it is desirable to oil- 
dress the upper, the sole should be treated even more, 
for it endures more wear and wetting, as much bend- 
ing, and generally is the first part of the shoe to give 
out and need repair. 





















Hi Decorators {| 
3 upply 











ixtures that help you 
Improve your Sales 


should - the favorable notice so necessary to vividly 
impress the passerby with your distinctive class of 
merchandise. Send for Catalogue H. It shows you many 
interestin3, window displays applying to your wares. 


The Decorators Supply Co. 


Archer Avenue and Leo Street 
Chicago, U. S. A. 


Positively 
Prolon S « 
the Li e y ee 

of Leather’) “% 


Kz heavy leather soft and plisble, thus preserving 














its life indefinitely. Work shoes particularly can be made 
to give the wearer greater comfort and satisfaction by 


the use of 


DAV suo DRESSING 
The Tanner's OwnDressing 


This dressing is a mixture of the same animal oils and greases which 
we put into our heavy leathers to give them life and durability. It 
thoroughly protects the leather—making it sbed water and resist SS 
barn yard acids which destroy the leather fibres. < 
Sc » $2.00 per doz.; $22.00 per gross y P, 
5 1.25 per doz.; 14.50 per gross 
Samples’ .50 per doz. 5.00 per gross : 
eR wr and sold by leading manufacturers of Heavy 4 f F 
Shoes, Shoe Findings and Harness Jobbers. iA A 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE:: :- WISCONSIN 








Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, March 27, 1920 


Learn Show Card Writing 





A Few Practical Suggestions on Show Card Writing by the 
‘““Recorder’’ Specialist 
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Principal Strokes in Show Card Lettering 
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HE illustration shows 
A i the principal strokes 

of allletters. They are 
part of what is known as the 
Egyptian alphabet, which 
is the foundation of all 
modern letters, others be- 
ing merely . modifications. 
If the beginner will learn 
to master these strokes, he 
has learned the principles 
of successful lettering. Prac- 
tice and experience will 
teach him everything else 
necessary to know. 

Four principal straight 
strokes and five principal 
curved strokes are shown. 
All letters are formed 
from the combination of 
these strokes. It is not 
necessary for the beginner to 
waste expensive cardboard 
in practicing. Newspapers 
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Color Calendar for April 
April 4, Easter Color 

It is always safe to follow nature when violets, jon- 
quils and daffodils appear. The signs of Spring call 
for all the fresh Spring colors such as the light shades 
of blue, violet; pink, green, heliotrope, etc. Use 
light shades now, richer shades in Summer and deep, 
dark shades in Fall. 
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Screen Backgrounds Easily Constructed 





and magazines make ex- 
cellent practice materials. The illustration shown 
was made on a page of the “Boot and Shoe Recorder.” 
The paper used by the “‘Recorder”’ has just the right 
finish for show card writing. The beginner should 
practise for many hours on the basic strokes before 
he attempts to do regular lettering. The arrow shows 
the direction in which the stroke is made. The num- 
bers give the order in which they should be made. 
It must be remembered that strokes overlap each 
other so that the joint is not noticeable. 

The next article to appear in the Findings, Equip- 
ment and Repair Division will explain the care of 
brushes“ and ‘give material necessary for show card 
writing. 





Screen Background Very Serviceable 


The screen shown is of simple construction which 
will serve as a handy, movable background for the 
window. It is constructed of one piece of wall-board, 
with three-inch panels running around the edges as 
indicated. A block is cut from two-inch lumber, and 
attached to the bottom to hold the screen in an up- 
right position. 

The background of the design should be given a 
poster effect, with the colors following the lines as 
indicated. Pale Spring tones are preferred. 









Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, March 27, 1920 








Your Copy is 
Ready to Mail! 





Right now is the time to send for your free copy of our 
“Guide to Better Window Displays!”’ 

It’s full of the latest creations in artificial flowers, 
decoratives and wicker-ware—and contains a multi- 
tude of new window display suggestions that will 


prove real business getters. There are so many 
original conceptions you will find it difficult to choose. 


Simply request your copy on your business station- 
ery—we'll mail it immediately—it will end your 
display troubles! 


The Adler-Jones Co. 


206 S. Wabash Ave. 








CHICAGO 





























Counters cut from West Virginia Fibre Board are a 
replacement—not a substitute for leather. 

Investigate our organization and product before 
specifying your next counter and innersole fibre 


board. 


West Virginia Pulp & Paper Co. 


Pulp Products Dept. 
200 Fifth Avenue 732 Sherman Street 


New York Chicago, Ill. 
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ECL Loy 


Background That Would Add Life and Color to Window 




































Spring Windows Great Attraction 
Color and Design Give Life to Display 









HE above is a background built principally of The pilaster would look well painted in pale green, 









wall-board. The upright pilasters as shown the strips and lattice work panels and fence in white. 
are constructed of half-inch boards, one foot White and violet shades in the squares on the floor 
in width, and projecting from the wall-board about would harmonize with the entire scheme. 
four inches. Narrow strips of wood are nailed to the The whole background could be constructed in the 
upper part of the pilaster to form a frame which workroom of the window designer. A careful analysis 
serves the purpose of a simple decoration. of the design with the proportions arranged to fit the 
A lattice construction stretches from one pilaster particular window to which it is going to be applied 
to the other. It is constructed of strips, two inches should be made before the actual work is begun. 













wide, and one-quarter inch thick, ‘cut flush, and 
joined together with corrugated fasteners. Garlands ‘ 
of lilac foliage are hung from the lattice work. M. J. Benstock, Exp erienced Decorator 
On the lower part of the board, and between the M. J. Benstock, manager of the 
pilasters, a fence is constructed of three-inch strips, Perfection Decorative Works, is the 
one-quarter inch thick. Between the pilasters is only valance manufacturer in New 
painted a spring landscape in flat tones, following the England. For that reason he en- 
lines as indicated in the design. joys a very steady demand for his 
The floor of the window can be laid off in a checker- product, and is also busy planning 
board effect by cutting squares of different colored and designing store layouts. 
paper, and carrying the design into the wall-board by Mr. Benstock has been in the 
the same color of paint. retail business for many years. He 















A three-inch strip can be run around the board as M. J. BENSTOCK was formerly the window trimmer 
indicated. The two upper and outer ends of the dis- Valance Manufacturer for Wm. Filene’s Company of Bos- 
play are cut in a curve and left without a strip or ton, Mass. His long years of ex- 
border. The color of the background, which could be perience in solving decorative problems has made 
a pale blue, is carried to the edge. him particularly fitted for his line of work. 

On this section of the background a panel is con- Increased facilities of production have led him to 
structed of two-inch strips, inside of which some very reach out of New England for business. He is going 
artistic background paper is pasted. Lilacs are hung to be one of the “‘Recorder’s” regular advertisers in 
from a flat wicker wall-pocket hung from upper strip. order to tell his story to the shoe merchants, 
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PUMPS NEED NOT 
SLIP AT THE HEEL 


Simply moisten the gummed surface 


4 of a Gilco Shoe Retainer and stick it in 


| 


the back of the pump— 


It’s Done in Half a Minute 


and the GILCO SHOE RETAINER with 
its elastic tape at the upper edge posi- 
tively prevents all low shoes and pumps 
from slipping at the heel. It eliminates 
holes and runners in stockings. 


Gilco Shoe Retainers 


Sell Themselves Simply Show Them 


Suitable for either men’s or wom- 
en’s shoes. No Stitching or use 
of tools required. Colors: Black, 
White, Tan orGray. Price, $1.75 
per dozen pair. 


E..T. GILBERT MFG. CO. 
ROCHESTER, N. Y. 


Telephone Your Jobber 





























No. 435G/X 











Everything in clever window dressing 
to display your latest styles in shoes. 


J. R. Palmenberg’s Sons, Inc. 


NEW YORK BOSTON BALTIMORE gg 
63-65 West 26 Kingston 108 West 204 Wes 
36th Street Street Baltimore St. Jackson Bivd. 














Trade-marks in F ne 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first appticant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder haintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 








TOUSUNUUEUOOOUUOOOSUSOUOUOOOSENEOUCHOUOUOUOOOEUUCUSOOOOOUSESUSOOOOOUOOONSONNNOOOOOOOOUONOOOOOOSOORE 
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WINDOWS SHOULD REFLECT THE SPIRIT OF THE NEW SEASON 
Trims of a distinctively Spring character, with standard or temporary backgrounds adapted in design and color to set off the 
decorative material and focus attention on the new Spring styles, will be one of the biggest little investments that merchants 
can make 


The Old Store Front 


It May Look as Good to You as It Did Twenty Years Ago---But! 


OU have had the old front for—how many 
years? It has always served your purpose— 
you are still in business—why change? But— 

there is that smart clerk of yours—you fired him be- 
cause he knew too much for your business. He has 
opened up on the main street with one of those “new- 
fangled fronts’’—rides around in a Packard and gets 
his name in the paper as one of the town’s progressive 
business men. 

What’s the matter with your street? It was the 
center of the town twenty years ago. Your present 
store front answered the purpose then. Why should 
it not now? It probably looks like the accompanying 


photograph. That store was a model in its day— - 
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twenty years ago. Things have changed since then 
and along with them store fronts. 

Compare this remnant of the past with the modern, 
attractive front also reproduced. You may be partial, 
but its very newness and beauty hold you. It even 
tempts you to enter and buy one of those well-dis- 
played shoes, even if you can take the same shoe 
from your own shelves. 

Now that you are convinced that things have 
changed, that there is some connection between suc- 
cess and store fronts, it is well to consider a few of 
the requisites of a good store front as applied to your 
store. ag 
_..The body of the display should average in height 
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MEANS SELLING POWER 


Crystal Fixtures are the original crystal glass 
fixtures on the market—and the only complete 
and interchangeable clear glass display units. 








For distinctiveness and harmony in displaying 
shoes, nothing will so give you as good results as Pa 80 5S 
Crystal Fixtures. They are simple, unobtrusive Heel Rest 
and permit complete displays without the 
appearance of crowding. 

















Send for Catalog No. 9—fully illustrated. 


Manufactured and sold only by 


CRYSTAL FIXTURE CO. 


359 MONADNOCK BLDG. CHICAGO 


a 




















“HUBTIP”? “Roven te? SHOE LACES 


< 





APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 














Women’s or Hoste “~ te P 98.98 a or _— 2.08 
27 in. . Strings. ....$2. in. . Strings..... = in. per gro. ings.... . $3. 
30 ns RP * ee Tr oO 80 40 eee. "860 54 tee Oe een 30 
Men's 63 in. per gro. Strings... 4.80] © assORTMENT CABINET] D ASSORTMENT CABINET 
72 » + 5.25 36 pair SESS © 18 pair | 
F ASSORTMENT CABINET era Tene en {93.65 6% pee -| $3.80 
48 pair 36 “Speeprer? $3.55 We  evckeeacs be a = prt teee sees 
nerenee #4 'Fs A ASSORTMENT CABINET ee 
E ASSORTMENT CABINET 36 pair 36 in........... ORDER A TRIAL CABINET 
36 pair 36 in........... iss 60 ly panel $3.75 with 
ae ae... oss. . = eee tte COUNTER DISPLAY EASEL 
FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. 
aaa cea ia ea a a ii hale aati ns 
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from five to seven feet. This places it on the average 
line of vision. The floor of the window will be some- 
what in the neighborhood of twenty-three inches in 
height. Shoe windows as a rule average about three 
feet in depth. 

The plate glass should be carefully selected and so 
constructed that frosting is prevented and proper 
resistance to the elements is provided. 

The bulkhead, extending from the sidewalk and 
including the sill,is best constructed of marble, vitro- 
lite or glazed brick. Above the glass comes the tran- 
som. The proper proportions are estimated best by 
experts in the art of store-front construction. The 
particular measurements of your front would vary 
these proportions. Avoid dark finishes and provide 
for the proper illumination in daytime, if your store 
is located on the dark side of the street. Night illumi- 
nation that avoids deep shadows or direct lighting is 
essential. 

The new front will not only create interest in the 
passer-by but will add new zest to the whole sales 
force. They will endeavor to back up the favorable 
impression thus made on those who enter your store. 





A Sample of Another Day—Store Front of a Franklin, Ind., 
Firm Taken About 1896 


Modern Display Windows 


-_How Competition Has Aided the Display Man’s Art 


By S. R. WEISS, Decorators’ Supply Company 


HE value of good window displays has long 
been appreciated to a certain degree by mer- 
chants throughout the country, but not until 

the last few years have such rapid strides been made 
in this branch of retail merchandising. A visit to 
many of our leading cities, and we may include in- 
numerable so-called small towns (however, they are 
frequently found to be real live ones), would amaze 
many an old-time display man and merchant of the 
old school on account of the liberality of display and 
excellent taste shown in the work. 

It is customary for a great portion of the shoppers 
to devote considerable time in viewing window dis- 
plays, in order to fully determine what to buy, how to 
buy, and what to wear. 

The window displays, in addition to reflecting the 
modes of the day, likewise portray the interior of 
the store to a certain extent, and sufficiently so to 
make an impression upon the intending buyer, who, 
in many cases, then and there, decides whether or 
not he will enter the store and make his purchases. 

Window decorating nowadays is no longer con- 
sidered a pastime nor a business to be attended to 
only when there is nothing else to do. 

The decorated show window, though strictly com- 
mercial in its purpose, has developed during the past 
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few years along most strenuous lines, requiring prac- 
tically a “Jack of All Trades” to properly meet the 
requirements of the vocation. 

It is here where, in addition to skill, considerable 
ingenuity, artistic taste and keen business judgment 
are called into play. The planning and construction 
of store window decoration are invariably done in an 
atmosphere of speculation and query, the constant 
question before the designer during the progress of 
the work being, ‘How will it strike the public?”’ 

The prevailing spirit in this line tends toward simple 
lines. The windows meeting with greatest approval 
are those designed along lines of simplicity, yet pro- 
ducing effects of elegance and refinement. The over- 
crowded window display is a thing of the past. It has 
been demonstrated beyond doubt that simple windows 
when properly dressed produce the best results. 

The successful display man recognizes the fact that 
to produce best results from a merchandising stand- 
point, the goods to be displayed are of first importance. 

Above all, harmony and arrangement of color 
must prevail. 

It is, indeed, a fact upon which all up-to-date mer- 
chants agree that neat and well-appointed window 
displays are the best and most profitable advertise- 

(Continued on page 123) 
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Complete Equipment 
for Shoe Stores 





Full line of ladders, straight side, overhead, vent side or base shelf 
ladders, any finish desired. 


Ag 


Latest shoe chair, upholstered slip Everything in shoe dis- 
seat and back. All styles of finish. play fixtures. Write for 

our midget edition of 
Very popular. “Shoe indow Trim 


Ideas”. A copy gratis to 
every shoe man who trims 
windows. 





Upholstered titting stool; very beautiful; any desired finish; suitable 
for men or women clerks. 


We are headquarters for all kinds of display equipment for footwear. 
Send for new 74-page catalog. Established 1869. 


Curtis-Leger Fixture Co. 
226 W. Jackson Blvd. 
CHICAGO 
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out about our 
monthly ser~ 
vice plan 99? 
It's individual 
for per store. 








STANDARD SHOW CARD SERVICE, Inc. 
56 W. Washington Street, 
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NON-POISONOUS 


“SILVERSHINE” 


NEW YORK’S best known and only 
non-poisonous an ee and polishing 


Cleanser for Silver Slippers. 

Price $4.50 per doz. $48.00 per gross. 
We will send you 1 doz. Express pre- 
paid; if after trial you will find it not 


satisfactory, you may return it at our 
expense. 
Non-poisonous “GOLDSHINE” for 
GOLD SLIPPERS 
Doz. $5.00. Gross $54.00. 


SILVERSHINE COMPANY 
127 Duane Street 





NEW YORK 
Agent for LYONS & CO. 
New York and Vicinity 122 Duane Street 
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Striking Display in New York 
Simple Display Scheme, Yet with Strong Power 
of Attraction 


Art of a high order is combined ‘with practical 
business sense in a display wax figure recently com- 
pleted by one of the artists on the staff of J. R.Palmen- 
berg & Sons, Inc. The figure is being shown in the 
company’s display window at their store in 36th 
Street, New York, where it has attracted much atten- 
tion and a great deal of favorable comment. 

The figure itself is strikingly life-like and beautiful. 
The body form has been extremely well executed, and 
in the window display is dressed in an elaborate eve- 
ning gown which would draw the envious glances of 
matrons and debutantes in the Diamond Horseshoe 
at the Metropolitan Opera House. Shoe men will be 
interested in the gold cloth evening slippers and silk 
hosiery displayed on the figure. Officials of the Palm- 
enberg Company believe that such a figure in a shoe 
or apparel window display, or department display, is a 
silent saleswoman. 

In Palmenberg’s window the figure is set off by a 
black background, draped with black Georgette 
crepe. A soft artistic floor lamp and a gilt basket of 
deep red roses complete the display. 





The Importance of Valance 


If Any Feature of Display Neglected—General 
Effect Lowered 


The show window plays such an important part in 
the success of a store that no feature in its construc- 
tion or appointments can be overlooked or treated 
with indifference. Everything about the display 


may be selected with the utmost care, and as far as - 


these things go, a good display would result. But if 
one feature is slighted the tone of the whole display 
is lowered, and often when the expense attached there- 
to is slight. 

The valance gives a finishing touch to the window as 
seen from the street. It is part of the first impres- 
sion. It also serves as a partition for the lighting 
system and a place on which the firm’s” monogram 
can be displayed. 

The source of light from a properly arranged window 
is concealed. The heading or valance running along 
the inside top of the plate glass will properly cover the 
reflectors. A valance can be constructed of wall- 
board and reinforced with a one-inch strip nailed along 
the top. To install screw the strip to the ceiling of the 
window. 

The valance constructed in this manner can be 
painted in colors with the firm’s monogram, or covered 
with plush or velvet. This construction permits the 
valances to be easily removed and the color and word-: 
ing to be changed frequently. pts 
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Display of J. R. Palmenberg & Sons, Inc., New York 


If “‘wall-board” is used, the design may be 
carried out in the board itself by the use of a keyhole 
saw with fine teeth. This allows the valance to have a 
curved or broken lower edge, which adds to its at- 
tractiveness. 

The valance adds a richness and tone to the win- 
dow. Concerns manufacture especially tailored and 
designed valances, executed in fabrics of harmonious 
texture and color, which express and emphasize the 
individuality of the store in which they are hung. 
The valance is an integral part of the display, and 
should be so selected and constructed as to harmonize 
with the general scheme. 





The Spring is a good time to open that repair de- 
partment that you have been putting off. 











Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, March 27, 1920 








Get Ready For Your White Business 


There are no better or better known dressings 
for all kinds of white shoes than GRIFFIN 


GRIFFIN | (0 Ip, . 
Py, 2 in oneIN 
BA 


Ae 
Onn mt oe 


Onion cREAM 




















GRIFFIN WHITE KIDINE GRIFFIN PEUERWHITE CLEANER 
For all white shoes except kid. A thorough i ight tan, H brown, 
For all white kid shoes. A perfect white cleaner, not ~ » by avana 
cleaner that gives a kid glove finish. 31-2 om, F as <a — dark brown, ; gray ‘and, dark gray. 


‘op Carton— 
Small (15c) Size, $14.25 Gross, $1.25 Doz. 14.25 an $1.25 Doz. 
5-oz. Pee Neck Box— 
Large (25c) Size, $21.60 Gross, $1.90 Doz. $21.60 Gross, $1.90 Doz 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET . NEW YORK, U.S. A. 





3 oz. Size, $21.00 per Gross, $1.80 per Doz 

















Order 


TRUFIT SPATS 
NOW Fine MErcERIZzED 








| 


| ip see point to SHOE Laces 


a marked rise in prices 
next season. We still 
have on hand, lines of the 
present season, with prices 
unchanged, and we strongly 
advise the immediate 


placing of orders. 

All desired shades Round and Flat Tubular 
in stock in box 
‘cloth and felt. We 
cannot, however, 
promise complete 
delivery on all 
lines. 


Manufactured by 
Samples and Prices Upon Request 
M. M. Rhodes & Sons Co. 


Laing, Harrar & Chamberlain TAUNTON, MASS. 
43 N. Third St., Philadelphia : 
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The Repair Department of F. and R. Lazarus Company, Columbus, Ohio — 


Increase in Shoe Repairing 


High Prices of Shoes and Improved Machinery 
the Cause 


The business of supplying leather to modern shoe 
repair shops now has the attention of a number of 
sole leather houses. At the beginning of 1920, there 
were 30,000 machine shoe-repairing shops and 45,000 
hand shoe-repairing shops, according to some recent 
figures. It was figured that the shoe-repairing busi- 
ness of the country will be increased from $300,000,000 
to $500,000,000 annually, partly through increase in 
the volume of business and partly through the in- 
crease in prices for shoe repairing. There is quite a 
volume of home shoe repairing. Hardware stores and 
five-and-ten-cent stores are selling many home- 
cobbling outfits. One of the latter lately has been 
running special sales of leather, heels and supplies for 
those who repair shoes at home, and can even find cut 
soles with the name of the tanner and his address 
stamped on it. 





Get Your Share of the Repair 
Business 


The attitude of the public has changed in the last 
few years toward shoe repairing. It is due for more 
changes, and’ it behooves the wise merchant, following 
the signs of the times, to install a Repair Department, 
and supply the repair needs of his customers. 


If people will get out the old shoes, it would reduce 
the shoe bills $700,000,000 or $1,000,000,000. How 
is the shoe merchant going to reimburse himself for 
this loss in business? The only answer is, to get his 
share of the tremendous volume of repair business that 
is being done and will continue to be done in increas- 
ing amounts. 





MODERN DISPLAY WINDOWS 
(Concluded from page 121) 
ments that any institution can employ. Many de- 
partment buyers would readily- forfeit newspaper 
space allotted to their: respective departments for 
special window displays. 

Many years ago, the progressive retailer discovered 
that he could positively receive a cash return on the 
money invested in window displays, not being an 
expense, but a good business investment. In this way, 
window displays have become an important factor in 
trade competition. For these reasons the successful 
decorator makes his plans, designs and specifications 
with the care, thought and inventive ingenuity 
usually applied by the most skilful architect. Fur- 
thermore, he is always posted as to what competitors 
are doing along similar lines. 

The display man finds it necessary to adapt him- 
self and his ideas to the policy of the house by which 
he is employed, the class of merchandise carried, the 
community in which his store is located and the 
general class of its patronage. 
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EVERYTHING FOR THE WINDOW 
VELOURS BACKGROUNDS ART PAPERS 
ESTIMATES FREE 


innovators of Beautiful Conceptions in 
VALANCES AND PANELS 
FRENCH DRAPES A SPECIALTY P.O. BOX 1524 
M. J. Benstock, Mer. Boston 2, Mass. 











The Cleveland Convention 


Things are beginning to hum in connection with 
the annual convention of the National Leather and 
Shoe Finders’ Association, which will be held at 
Cleveland, O., July 12 to 15. Headquarters will 
be at the Cleveland Hotel, one of the very finest hos- 
telries in the United States. Every one who attends 
this meeting is assured of comfortable quarters and 
the most courteous treatment. The Cleveland mem- 
bers extend to all members, their families and their 
representatives an earnest and cordial invitation to 
attend the best convention ever held by this associa- 
tion. Following are the committees who will look 
after your wants and who will arrange for the handling 
of the meeting: 

General chairman of all committees, Henry Spies. 

Entertainment Committee: H. H. Hackman, Jr., 
chairman; Charles Baker, Adam Kroehle and J. Sher- 
man. 

Registration and Reservations: Roland L. Spies, 
chairman; William Sommer, Herbert Roth, William 
B. Haines and I. Jaffee. 

Finance Committee: Thomas Urbansky, chairman- 
treasurer, and Eugene Hackman. 

Publicity Committee: William G. Fornes, chair- 
man, and Edward Sommer. 


The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 


207 South Street 


Detailed Information on Foreign Markets. 
Foreign Trade Opportunities. 

Advice on Financing Foreign Accounts. 
Translations from or into any language. 





An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 

Its Service Includes 
Registration of Trade Marks in All Lands. 
Financial Reports. 
Means and Methods for Forwarding Shipments. 
Expert Advice for Exporters. A 
Mediums for Advertising. 


Blind Eyelet 
Shoe Laces 


Their extremely fine appearance is 
backed up a their splendid wearing 
qualities. The utmost value in shoe 
laces. 
Ask your jobber. Write us for samples. 
The Narrow Fabric Co. 
READING, PA. 


| 


|UFASHON 


FaBRIc Tip 


Transportation Committee: William Sommer, 
chairman, and Leonard Roth. 

Ladies’ Welfare and Decorations: 
Spies, chairman. 

Mrs. Spies will be assisted by the wives and daugh- 
ters of the members in the work of this committee. 

Make up your mind to go to Cleveland! Make 
your reservations at once! These things attended to, 
you can rely, with confidence, upon the Cleveland 


committees to do the rest! 


Mrs, . Henry 





Shoe Repairing in School 


Shoe repairing, as a part of manual training, will be 
established in seven of the elementary schools in 
Kansas City. The Board of Education has voted to 
furnish tools and stock material for the work. The 
pupils will pay only the cost of the stock used for re- 
pairing or having their shoes repaired. 





Wide Silk Laces 


Since wide silk laces are coming into favor for low 
shoes, there is a rush to grab them up, but few dealers 
are fortunate enough to have many on hand. Silk 
has advanced in price out of proportion to many other 
commodities. Wide silk laces, which were $3 a gross 
in 1914, are now $16 a gross. 





Boston, Mass. 
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Will Convince 
You, Too 


That AMERICAN IN- 
TERLOCKING SHOE 
STORE CHAIRS | 
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Will Meet 
Your Every 
Requirement 
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The successful Shoe Mer- 
chant is ever on the alert 
for improved equipment 
that will enable him to give 
his customers the best pos- 
sible service. 


In our years of experience 
in building Shoe Store Seat- 
ing, we have helped hun- 
dreds of merchants to solve 
their seating problems. We 
believe we can do the 
same for you. 
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Write for our Catalog 


“‘The Shoe Store Beautiful.” 





I. MILLER STORE 1554 Broadway NEW YORK, N. Y. 
1016 Lytton Building Room 601 — 119 W. 40th St. 


AMERICAN NEAT ING [ OMPANY CHICAGO NEW YORK CITY 
ON 





























YOUR FEET HURT? 

















5 
B) Hence we have made ic» pul ss 
C) thoes made up of & lange amortiment 
BOs salenmen have been scientifically traned 10 
prevent Fou 
‘ 


Flat F eet 


are often caused by 
Shoes That 
Don't Fit. 








If you are recermng thm service regularly, do not bother with 


thes chip unless you want tome addrmemel Cut of copy 


If you wish us t0 send you cuts No. 481, 301, 307, and Border 


No. 1, check the sumbet you need, write your name 
addrem on the bottom of this ship and mail min 0 us 


If you have am been receiving thi sernice your name will 
then 


be entered om our Weekly Service het 


Keep the copy'on the upper portion of this leaflet, so your | 


can set up the ad. from at 
Name — 
Address 


Please instruct your newspaper to send us a copy of the eds 

















Natonal Sefery Council, and are quite different trom all others. 





| Do Your Feet 


Hurt 


as if you were 
Stepping on Pebbles? 


Come in and see our 
FOOT EXPERT 
about 


























Wizards 
Sell Shoes 


HE Wizard policy in helping you to make 
your store the obvious headquarters for 
EXPERT SHOE FITTING goes far beyond 

the merchandising of a foot appliance. All these 
helps and a personal service besides are at your 
command to build SHOE business, for you, by 
connecting up with our large national advertising 
campaigns and localized newspaper advertising. 
The foot-relief your own salesman can assure—when 
trained by us to know feet scientifically—is so im- 
portant a means of creating SHOE business it com- 
mands your earnest investigation—NOW. Write us 
for information. 


Wizard Lightfoot Appliance Co. 
943 Marbridge Bidg., New York City 
1712 Locust St., St. Louis, Mo. 
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One of the big rolls of felt starting on its 
journey through the saturating machines 


There is no substitute— 


The Vulco-Unit Box Toe not only reproduces the style 
and snap_of the last but it keeps it there as long as the 


shoe is worn. 
The genuine 


BOX 


Process Pat. Aug. 19, 1913. Pat. Jan. 12,1915. — Pat. Jan. 12, 1915. 


SOLD ONLY BY 


BECKWITH BOX TOE CO. 
108 LINCOLN ST., BOSTON, MASS. 


1 AGENTS 
G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER 
Chicago, Ill. St. Louis, Mo. . Cincinnati, Ohio 
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FOUR FAMOUS POINTS 


Why Dealers Find Profits in “U. 8S.” Boots 


I. In order to assure reinforcement where wear is III. To prevent breaking through at the toe, “U. 


the hardest, each sole consists of five soles vul- S.”” boots have three heavy layers, a special 


canized into one. toe-cap and an extra sheet of high quality rub- 
ber on the inside. 


. With every step taken in a boot, a strain is 
placed on the seam in the back. At this point . At the point that bends when a step is taken, 
each “U. S.” boot is reinforced by ten thick- six heavy thicknesses give assurance of long 


life. 


nesses. 


“U.S.” Boots are made in all sizes and in the following styles: Short, Storm King, Sporting and Hip—in red, 
black and white. 


United States Rubber Company 
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Rubber Footwear 


The Market Situation - Prices and 
Style Information - Trade Notes 


ETE A 


Better Stocks Needed 


Experience of Past Winter Has Shown That Storm 
Rubber Footwear Was Not Being Featured 
Strongly Enough---Manufacturers Busy 


The experience of the past Winter 
should be enough to show the average 
merchant that it is poor economy to 
try to operate with small rubber stocks. 
Some stores could have sold six times or 
more the amount of goods they did, if 
they had had the stock. Of course, it 
isn’t expected that every Winter is 
going to be like the one we have just 
gone through, but, at the same time, 
people need rubbers and they need more 
storm footwear than they have cus- 
tomarily had during the last few years. 

The manufacturers will be exceed- 
ingly busy this year in making up new 
stocks, for wholesalers and retailers 
are cleaned out of practically every- 
thing in the line of storm footwear. 
There has never been a time before 
when the outlook promised such a 
tremendous need of new stock. Al- 
though there may be a delay in placing 
shoe orders, there can hardly be any 
excuse for delaying rubber purchases. 
There is not the controversy in this 
branch of the business that pertains to 
leather footwear. Aside from the rub- 
ber goods for storm purposes, there are 
numerous new lines of footwear of a 
heavy nature for mining work and for 
heavy out-of-door work around camps, 
tanneries and factories which require 
considerable out-of-door wear. 


Athletic and Outing Lines 


We have called special attention of 
late to the appearance of rubber foot- 
wear in athletic lines and for sport 
purposes. Retail merchants cannot 
afford to overlook the promising demand 
for this line of footwear. Schools and 
colleges and countless people who are 
interested in athletic and out-of-door 
life demand suitable footwear, and 
there is nothing which seems quite so 


dependable as rubber-soled goods. At 
least the up-to-date retail store is 
missing a fine opportunity if it isn’t 
paying careful attention to the possibili- 
ties of rubber footwear in all its forms. 
The matter of style has also received 
more attention among the novelties 
which have been introduced during the 
past year. One of the largest companies 
is holding a conference this week of its 
salesmen for the purpose of considering 
methods of improving service to retail 
merchants. We shall be able to give a 
more complete report of this con- 
ference in a later issue. 


Crude Rubber 


There has been considerable fluctua- 
tion in the market for plantation rubber 
during the last week. Depression in 
London caused short selling on this 
side. The steadiness of sterling ex- 
change stopped the declining tendency, 
and the market closed quite fairly 
steady, with prices slightly lower. 
Manufacturers have been doing but 
little buying, although merchants have 
been in the market and are making some 
purchases to cover short sales. Ribbed 
smoked sheets were offered at 4734 and 
48c for spot; 4914c for April-May-June 
arrival; 4934c for July-August-Sep- 
tember; 50'%c for July-December. 

Paras remain quiet and prices held at 
quotations below. There is small de- 
mand for centrals: 

First latex pale crepe.........4814@— 
Smoked sheets...............48 @— 
Brown crepe 41 @45 
Upriver fine para 414%4@42 
Upriver coarse 314%@— 
Island coarse................20%@— 
Caucho ball upper 324%@— 
Caucho ball lower............284%@— 
Cameta 21 @— 


“ at DUDDEDADDDADEDOLGADSASADUDDOORADORDSESTSANIAN! 
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Centrals and Mexicans.......30 
Guayule (20% moisture) 


Scrap Rubber 

Trading was not so active the past 
week. It is expected that there will be 
a much larger accumulation than usual, 
on account of the tremendous sales of 
quoted rubber goods this Winter. It 
was shown at the meeting of the Na- 
tional Association of New York the 
past week that a large shipment of 
boots and shoes had been consigned 
from Canadian houses at what would 
figure 734c American money after ex- 
change discount: 
7TH@TH 
614@6% 
5 @— 


Boots and shoes 
Arctics, trimmed 
Arctics, untrimmed. * 


Retail Business Expansion 


L. H. Pollock, South Carolina Shoe 
Merchant, Buys Third Store 


L. H. Pollock, who owns and operates 
shoe stores in Asheville, Greenville and 
Spartanburg, S. C., has purchased the 
entire stock of the Childers’ Shoe Store 
in Greenville and is moving this stock 
to his Asheville store. He will conduct 
a special sale upon the arrival of the 
carload of shoes from South Carolina. 
Mr. Pollock, in adding the Greenville 
store to his business, states that he 
intends to keep on enlarging his chain 
of stores, and contemplates extending 
his business into several large cities. 

He opened: a small shoe store on 
lower Biltmore Avenue, Asheville, in 
1911, and, following four years of suc- 
cessful business, moved to 14 Biltmore 
Avenue, where he occupied only one 
floor of the building. 

This space became too small for his 
growing business and he moved on up 
Biltmore Avenue to his present stand, 
and now occupies the three floors. 

F. Z. Morris is in charge of the 
Globe store at Greenville, and M. Levitt 
is manager of the Spartanburg store. 
Mr. Pollock retains supervision over 
the three stores, but spends the greater 
part of his time in the Globe store of 
Asheville. 








GLAZED KID 


When the same shoe manufacturers, who year after year for 
the past twenty-five have ordered and reordered KOSMO 


KID, continue to reorder more and more of it we are justified 
_ in feeling— 


First—that KOSMO KID iis giving them full satis- 


faction. 


Second —that KOSMO KID is giving their customers 


full satisfaction. 


Third—that KOSMO KID will give just as much 
satisfaction to every manufacturer and retailer who orders 
it. 








L.AGOOS €&CO., ite 


68-72 SOUTH ST BOSTON, MASSACHUSETTS 








Tannery - - - - Lynn,Mass 
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The ee on Market 
We 


Review of Leather 
_ Supplies and Prices — 


- Waiting Policy Continues 


A Little More Inquiry and Prices Are Firmer Than 
Talk Would Indicate---Radical Reduction 
Not Expected 


There is no material change in the 
general situation over last week. If 
anything, there is a little more interest 
shown, due to the improved weather 
conditions. Orders are coming in in 
better quantities from the salesmen 
now on the road. So far, the best sellers 
seem to be the brogue oxford and the 
bow-tie pump in women’s. There is 
not much difference in prices from last 
season, but there is more call for medium 
lines which can be sold at lower retail 
prices. 

It has been rather quiet this week in 
the sole leather market. The best 
selections of hemlock are fairly well 
sold up, although new inquiries are not 
for such large quantities. There is a 
better call for union and oak from the 
findings trade, which indicates that the 
cobbling business is good. This shows 
a tendency to save footwear and make 
‘igo as far as possible. Stocks of oak 
leather are not burdensome in Boston, 
and prices are held firm at 88c to 95c 
for the choicest grades of scoured oak 
backs, and bends are still quoted up to 
$1.25 per pound for the best. 


Upper Leather Situation 


There has been some inquiry in the 
calfskin market, but no especially large 
sales. Some manufacturers are pretty 
well ordered up on calfskin leather as 
itis. There is an easier tone all through, 
but the top grades are still held high. 
Colored finishes range all the way from 
$1.15 to $1.50 and light calfskin for 
women’s footwear ranges around $1.15 
to $1.20. Top grades of ooze calf are 
still said to be bringing $1.40 to $1.50 
per foot and considerable for less money. 
Ooze calf will continue. very popular 
on account of its dressy appearance, 
especially in the finer grades. 


Tanners maintain that no further 
concessions are in order, as the raw- 
skin market shows signs of recovery and 
further advances. The quotations on 
No. 1 Chicago City calfskins are on a 
50c basis. Packers still talk 60c and 
70c per pound, but tanners are only 
willing to pay 50c per pound for raw 
skins. 


Effect of Foreign Embargoes 


There is one factor that must be 
taken into consideration, which is that 


we import approximately 70 per cent 
of our raw calfskins. Many of the 
sources from which these come are 
surrounded by embargoes or the killing 
of calves had been forbidden and the 
exportation of skins is being forbidden 
to such an extent that we are going to 
be short this year on importations of 
the best skins. It is believed, however, 
that there will be plenty of material 
for the medium and cheaper grades. 


Side Leather Easier 


There have been some concessions 
made on side leather during the past 
few weeks. There seems to be a diver- 
sity of opinion. Some maintain that 
better bargains can be picked up now 
than later. Then, there are others that 
maintain that we will see even cheaper 
leather. This is all a matter of opinion 

(Continued on page 167) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Prices Under 1919 Are for the Corresponding Week with This Year 
Sole Leather 


Plomilogh Gale, heavy, NOs Boies icsicscc coc ccc 


Hemlock sole, seconds, mid. 
Oak sole, No. 1 bends.. 


Oak sole, No. 1 backs, all ecighes.. pore 


Union steers, flat. 


; eee ees 
ee OS I Ae Pe ee eer ee 


Offal, hemlock bellies 
Offal, hemlock shoulders 
Union offal, heads 


I oro iin hs dicines id Reimar ened 


Chrome, S. A. dry hide, 7% to 10 iron sides... 


Chrome, green hide, 6 to 8 iron sides 


1910 1919 1920 

Cents per pound 
56 @57 56@ 
54@55 54@ 
85@92 .05@1.2 
80@85 95@1. 
84@85 88@ 
80 G83 90@ 
17@18 15@ 
23@25 20@ 
38@40 36@ 
24@25 21@ 
27 @28 25@ 

Cents per foot 

43 @50 60@ 65 
—@50 —@ 60 


25 @26 
23 @24 
45@— 
43 @— 
33@35 


NO bo Ow bo 
“1 bo 


“1 bo 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers 
Heavy native cows 


Chicago City calfskins 
B. A. dry hides 


12%@13% 


1911 1919 1920 
Cents per pound 
274% @28 — @35 
— @25 — @35 
19144@20% 234% @30 
35 @52 45 @70 
37 @39 45144 @46 
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Will You Be = On These Men’s Oxfords? 








ERE are some men’s low 
cuts that will keep your 
cash register ringing. 


ad 
- 
~ 
- 
a 
= 
~ 
= 
— 
= 
- 
~ 
~ 
= 
= 
. 
- 
o 
- 
= 
= 
> 
- 
- 
7 
= 
> 
- 
~ 
= 
~ 
” 
+ 
- 
= 
= 
~ 


A: glance at the pictures tells 
you they are the styles that the 


you ng fel lows want a No. 3495. Men’s Tony Red Side Goodyear Welt, Brogue 


Oxford. 

ate aia a od bain dideaien Madore nls eee eee ate $6.75. 
Sizes. B—6-10, 7-10. C—6-9, 6-10, 7-10. D—6-9, 
6-10, 7-10, 6-11. 


Then take a look at the prices. 
= Can you beat them? Not any- 
: where that we know of. 


T 


They make good our slogan that 
this is 


‘‘The House That 
Undersells’’ 


No. 3496. Men’s Tony Red Side Goodyear Welt Oxford. 
TIO Pere Te $6.50 
Sizes. C—6-9, 6-10, 7-10. D—5 1-2-9 1-2, 6-9, 6-10, 
7-10, 6-11. 


No. 3497. Men’s Chocolate Veal, Goodyear Welt 
Oxfords. Drop Toe. 
Re ctl c br AAT PER Re LOM Wa $6.00 


No. 3498. Men’s Chocolate Veal, Goodyear Welt 
Oxfords. Drop Toe. Rubber Heel. 

AER Per ee er ae eee. $6.10 
Sizes. C—6~9, 6-10, 6 1-2-9 1-2, 7-10 6-11. D—6-9, 
6-10, 6 1-2-9 1-2, 7-10, 6-11. 

24-pair cases. 

No. 3491. Men’s Chocolate Side Goodyear Welt Ox- 
fords. Blind Eyelets. 

Et EA ee ee Ree ee $5.00 
No. 3490. Men’s Chrome Gun, Goodyear Welt Oxfords. 


= Blind Eyelets. 


We do not expect to have them 
with us long, so better wire your 
orders while the sizes and widths 
are complete. 


Me 
= 
= 


Terms: Net 30 Days—F.O.B. Boston 


tates IR aes he ry Bn Rtg EO elt ele, $4.50 
Sizes. D—6-9, 6-10. 


24 Pr. Case Lots Only 


5 


TTI iii SECCCRCCHCCERCESERCR HSK ACR RCRRC KER ECR R CREAR RCE RRR RRR CR REECE EERE ERE eee 


SAMUEL COHEN, 72 Lincoln St., Boston, Mass. 
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TRADE CONDITIONS 


Small City and Town Merchants 
Are Buying Heaviest 


The reports which are being made by 
the traveling salesmen for the St. Louis 
wholesale and manufacturing shoe houses 
are beginning to give some very clear 
evidence as to the conditions existing 
in the trade, both as to volume call and 
style tendencies among the retail 
merchants. Primarily, the buying is 
very much the heaviest in the smaller 
cities and towns, while the large cities 
are holding off. As far as can be 
learned this is not due to the condition 
of the-stocks on hand; but rather to 
varying views as to the price and pro- 
duction situation. The buying of the 
small-town merchants seems to be pred- 
icated upon the advice of the manu- 
facturers that unless buying is done 
early for the Fall and Winter lines 
deliveries cannot be assured through 
the factories. In the larger towns the 
merchants seem to be of the opinion 
that shoes can be obtained whenever 
they may be wanted and that there may 
be a lower price available later on. The 
St. Louis houses, however, express the 
belief that at the rate of the present 
buying there will be little capacity left 
for the large city retail merchant when 
he elects to get into the market for 
his Fall and Winter goods. None of 
the houses anticipate any difficulty as 
to leather and other materials, the 
general opinion being that all the leather 
that can be worked up can be obtained 
when wanted. 


STYLE QUESTION 


Regarding Low and High Shoes, 
Colors and French Lasts 


In the matter of low and high foot- 
wear, there is a very considerable in- 
crease in the buying of low cuts for Fall 
and Winter, the percentage revolving 
about the fifty-fifty point, with some 
sections taking a higher percentage 
of low cuts and some a lower proportion 
in their advance orders. The former 


< 


St. Louis 


seems to be the situation in the sections 
farthest South where the low cut is a 
safer buy. The low cuts are divided 
among the pumps, ties and oxfords, 
with the walking oxford strong. 

As to colors, there is here another 
situation of variance between the big 
towns and the small. In the latter there 
is an indisposition to take the lighter 
tones, in the browns, particularly, while 
the larger cities are taking to the light 
shades and even to the tans of the olden 
days. 

The French or the stage last type, 
witb its stubby toe, even with American 
modification, is not taking at all well, 
and the St. Louis houses are, as a result 
of the developments, continuing their 
policy of playing very safe on stocks on 
hand. The orders received justify no 
risks. 


EASTER SELLING 


Spring Offerings at the Leading 


Establishments 


Easter selling is now on in earnest in 
the retail shoe stores and departments, 
and while the reports still continue 
to be of fewer pairs in the aggregate, 
there is an increase in the cash total 
wkich maintains satisfaction. The 
warmer weather which has been and is 
prevailing is adding to the call for low 
footwear and this gives added impetus 
to the selling. 

In the shoe stores Swope’s is giving 
special attention this week to the one- 
eyelet tie in black and brown suede at 
$15, the patent and dull kid tie at $14, 
and the gray, brown and black satins at 
$13.50. Brandt’s is playing up ties of 
satin, turns, bench made, oxfords in 
shoe soap kid and similar lines with a 
range of $11 to $14 per pair. At the 
Walk-Over walking oxfords are the 
feature in two shades of brown and also 
black at $10 to $12 the pair. The Shoe 
Mart is playing strongly on satin ties 
in black, brown and taupe at $10, while 
Sensenbrenner’s is giving attention to 
two divisions of low cuts, a two-eyelet tie 
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News in Shoe Markets 
ing, and Merchandising Develop- 
ments m America’s Shoe 
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at $8.95 as a leader and a higher-grade 
shoe at $12.50. 

In the department stores, Nugent’s is 
giving attention to one-eyelet ties in a 
very complete range of colors and 
materials at $11. The Stix, Baer & 
Fuller Dry Goods Company is going 
strong on eyelet ties at $12, with other 
pumps and oxfords placed at $11. At 
the Scruggs, Vendervoort & Barney 
department George Copp is showing 
two-eyelet pumps in gun metal, patent 
and brown kids, white oxfords, both 
canvas and buck, and also oxfords in 
brown kid, patent and gun metal, with 
no price attached to his publicity, but 
covering a complete range of values. 
At the Famous-Barr department Harry 
Fiedeler is stressing both one and two 
eyelet ties with a complete range of 
colors and materials and a price range 
of $8 to $20. Both Famous-Barr and 
the Brandt stores are also making some 
showin, of the French last. 


TO INCREASE PRODUCTION 


The Brown Shoe Company Looking 
for New Plant Site 


The Brown Shoe Company, in need 
of additional factory space, is looking 
over prospects among the towns within 
reasonable radius of St. Louis for the 
establishment of a new plant. The 
factory will, like all of the other plants 
of the company, specialize upon a single 
class of shoes, and its capacity is planned 
to be from 3,000 to 4,000 pairs daily 
when running full. The company has 
found this to be about the maximum 
of output possible from ‘the average 
country town factory because of the 
conditions surrounding the supply of 
labor for all the departments. 


FACTORY REMODELING 


At Peters Branch of the Inter- 
national Shoe Company 


The Peters Branch of the Inter- 
national Shoe Company is remodeling 
the office floor of the branch head- 
quarters at Thirteenth Strect and 











Where to Buy 


Women’s Shoes 














BARNETT SHOE CO., Boston 
Immediate Delivery 


Patent Chrome Hand- 
Turned Opera Pumps. 
17-8 Covered ye Heel, 
Cc,D. 2-7. 


$4.50 








Black Kid Hand Turned Seam- 
less Opera Pumps, Full Breasted 
Covered Louis Heel, has $5. 50 


Me Ge © « 
Same in iiiiadia at i 5.10 
BARNETT SHOE CO. 


Terms 2%-10, net 30 
= 110-112 Summer St. Boston, Mass. 








:@ In Stock Boudoirs 

No. 202, Black, $1.65 
No. 200, Red . 1.75 
No. 201, Tam . 1.75 
No. 203, Pink . 1.75 
No. 204, Blue . 1.75 


THE WESTCOTT-WHITMORE CO. 


Syracuse, N. Y. 


In-Stock Boudoirs 
Black grades . y 
=e a 


Pink - 
Blue 








All Widths 


THE ORIENTAL BOUDOIR CO. 
61 Essex St. Haverhill, Mass. 


COLLINS & STAPLES 
Makers ef HAND TURNED 
PUMPS 
Full Louis Heels 


Patent Leather and 
White Polar-Kloth 


Factory, 118 Phoenix Rew 














=Beston Office, 110 Lincoln St. HAVERHILL, MASS. 


WHITES THAT ARE WINNERS 
PAN MANY 5 





WHITE SHOE NOVELTIES \ 


WW TURNS“ MKAYS _] 


HARTMAN SHOE COMPANY 


HAVERHILL, MASS 





The Line of 100 Styles 
of Comfort Shoes 


Juliets — Oxfords — Bals 
Bu 


Women's — o welts 
and McKa d Warm 
Lined — Mens § Slippers. 
TIMSON BROS., Inc. 
Beston, Mass. 








PHILLIPS-CRAM CORP. 
jocessors to 


NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 


276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 
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Washington Avenue. The sample rooms 
are being removed to the rear of the 
building, and while they will continue 
to be approached from the Washington 
Avenue entrance they will corner on 
Thirteenth Street and St. Charles. They 
will be handsomely fitted up and ef- 
fectively lighted as well as given more 
floor space in order to make a more 
satisfactory showing of the goods. The 
shipping room will be moved eastward 
on the St. Charles Street front and will 
also be provided with mechanical 
equipment operating between the first 
floor and the basement, in which much 
of the shipping operation will be carried 
on. The front portion of the building 
will be given over entirely to the office 
force and the space devoted thereto 
almost doubled. The whole first floor 
will be refinished and otherwise made 
attractive as well as better suited to the 
office work. 


SHOE AND LEATHER CLUB 


Holds Meeting—Excursion Date Set 
for June 26 


The weekly meeting of the Shoe and 
Leather Club at the clubhouse, Tuesday, 
was largely attended, special entertain- 
ment having been provided, together 
with interesting talks for the members. 
The club has announced its excursion 
date for June 26, when a river steamer 
will be provided by the Entertainment 
Committee for the members and their 
friends. As usual, this affair is expected 
to net a comfortable sum for the club 
treasury. 


SPRING PRICES HIGH 


Selling Season in St. Louis Opens in 
Earnest 


The Spring season opened in full form 


during the past week in both the depart- 


ment stores and the specialty shops, 
including the shoe stores, of course. 
The offerings changed almost immedi- 
ately from the so-called advance num- 
bers, with price concessions to induce 
early buying, to the regular seasonal 
goods with prices in accordance with 
what has been predicted as the proper 
figure for the new season’s merchandise. 
In consequence the tie in patent, satin 
and in ooze, for instance, and the brogue 
with its special ornamentation, began 
to take the center of the stage with 
$16.00, $18.00, $18.50, etc., attached 
on the price tags as a minimum and 
with indications that the sky might be 
found the limit on investigation of the 
stock as a whole. 

The weather became more seasonable 
with the current week and the buying is 
reported by the dealers as having been 
very satisfactory for the first Spring 
season selling week. It is admitted, 
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however, that the selling still continues 
to run below the past records in pairs, 
and the only saving grace in the situa- 
tion seems to be that the aggregate in 
money is, greater. And since calcula- 
tions are all made on the selling price, 
the profit side of the books is in good 
shape. 

Some especially attractive numbers 
in the brogue type were featured by 
Swope’s, while Kilne’s ran to the cut- 
out tie as a leader. Famous-Barr led 
off with a medium short tongue pump, 
while the Grand Leader, Nugent’s and 
most of the retail stores presented the 
full range of low-cut styles and the com- 
plete list of materials and colors. 


MERCHANTS BUYING FREELY 


Prices 10 to 15 Per Cent Higher Than 
Last Season 


In the wholesale district the reports 
from the salesmen continue to be very 
satisfactory, with the orders for low 
footwear for Fall and Winter delivery 
still running well ahead of any previous 
season. This is bearing out the antici- 
pations and predictions made prior to 
the departure of the salesmen for the 
road. But whether it will be the state 
of affairs when the complete buying for 
the Fall and Winter season is complete 
is yet to be determined. Apparently 
retail merchants have accepted the 
statements of leather men, manufac- 
turers and wholesalers at the numerous 
conventions which have been held 
recently, and are loading up pretty well 
for this period of the year on the goods 
presented and without much fear as to 
the prices asked which are, on the aver- 
age, from 10 to 15 per cent higher than 
last season. 

All the St. Louis factories are running 
to their capacity of labor, but could 
turn out 50 per cent more goods if more 
labor were available and the employes 
were willing to work with the same 
degree of interest as before the war. 
Specialty houses are operating on orders 
to the limit of their ability and antici- 
pate no cessation of good business for 
the coming season. The advance Fall 
business is, of course, on numbers that 
are regarded as reasonably safe, but 
otherwise it is about as heavy as the 
manufacturers care to have in the light 
of their material stocks and their output 
possibilities. 


PROFITEERING IS DENIED 


Retail Merchants Protest Against 
Testimony of Federal Agents 


The St. Louis Retail Shoe Dealers’ 
Association, at its meeting last week, 
took prompt exception to statements 
telegraphed from Washington in reports 
of an investigation into the retail shoe 
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business,in which Federal agents testi- 
fied regarding the range of profits and in 
which the percentage figures were based 
on cost instead of selling price and by 
that means made to look much worse 
than they really are. As a result of the 
discussion of the item, the following 
resolution was adopted and caused to be 
printed in the various daily papers of 
the city: 

‘We feel that certain statements in 
the article are misleading so far as St. 
Louis shoe retail merchants are con- 
cerned as evidenced by the report af the 
St. Louis Fair Price Commission last 
November, which showed conclusively 
from a questionnaire properly filled in 
by 57 leading shoe merchants of this 
city that their gross profits varied from 
27% to 35 per cent, according to the 
class of merchandise sold, instead of 50 
per cent as quoted in the testimony 
given before the Senate Committee.” 


The evidence referred to also stated 
that profits of 66 2-3 per cent were taken 
by Washington retail merchants, al- 
though it was admitted that this per- 
centage was on the cost price and -not 
on the selling figure. 


RETAILERS ELECT OFFICERS 


St. Louis Organization Has In- 
creased Its Membership 


At its meeting March 10 the St. 
Louis Shoe Retailers’ Association lis- 
tened to the annual reports of the officers 
and elected new officers for the year 
1920. The reports showed that during 
the year the association has increased 
from a membership of 45 to 70 and a 
program was adopted which it is be- 
lieved will increase the membership to 
150 or 200 before the end of the year. 
The treasury is in excellent condition, 
showing a balance in excess of $1,000. 
The new officers chosen are: 

President, Arthur E. Ebbs, re- 
elected, of Swope’s Shoe Company; 
first vice-president, C. C. Harris, of the 
men’s department at the Scruggs, 
Vandervoort Barney store; second 
vice-president, V. C. Weber; secretary, 
A. W. Lutz, manager of the Walk-Over 
stores; treasurer, J. A. Hutcheson; 
sergeant-at-arms, J. M. Cohen; di- 
rectors to fill expiring terms, Al Bastian, 
M. M. McCain and O. H. Zuckweiler. 
The committee which presented the 
ticket was composed of William Gra- 
ham, Jr., chairman; M. M. McCain, 
R. F. Scissors, Emil Kappel, H. O. 
Wayne, J. D. Weber, O. H. Zuckweiler. 
Preceding the election the association 
enjoyed its monthly dinner and ap- 
proved the acts of the officers for the 
preceding month, as well as indorsed 
the work of the administration for the 
year. 
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Walk-Over Merchants Hold Meeting 


A conference of the representatives 
of the George E. Keith Walk-Over 
stores of the West and Southwest was 
held in St. Louis last week at the Hotel 
Statler, some 22 stores being repre- 
sented from Chicago on the North, 
throughout the West, into Texas and 
South to Tennessee. 
was held daily for five days and was 
attended by representatives from the 
home office. During their stay the 
representatives were entertained at 
dinner. A. W. Lutz, as manager of the 
local store of the Keith chain, also 
looked after the pleasures of the visitors. 


Hamilton-Brown Plant to Open 
Soon 


The new plant of the Hamilton- 
Brown ‘Shoe Company at Boonville, 
Mo., is rapidly approaching completion, 
and it is expected that it will begin 
turning out shoes very shortly. Super- 
intendent A. Fraser is organizing the 
working force. 


Shoe and Leather Club Activities 


The plans of the Shoe and Leather 
Club for the coming Summer season are 
being taken up early this year in order 
that the various affairs may be effec- 
tively handled. A committee, with 
Joseph Mesch as chairman, will have 
charge of the annual outing. The new 
standing committees have been selected 
by the Board of Governors, of which 
Julius H. Bentzenis chairman. Fred W. 
Blelock heads the House Committee, 
C. A. Bell the Entertainment Commit- 
tee, R. J. Donovan the Auditing Com- 
mittee. Emil Fisher will assist Mr. 
Bell, and J. R. Wendell will help Mr. 
Donovan. 


Shoe Man Works for Bond Issue 


Horace M. Swope of the Swope Shoe 
Company is renewing his activities in 
civic work, having taken the chairman- 
ship of the sub-committee of the new 
Bond Issue Committee, which will organ- 
ize work among the women’s bodies, 
labor associations, civic bodies, educa- 
tional and improvement associations in 
behalf of a $25,000,000 issue of bonds 
for various improvements in St. Louis. 


St. Louis Shoe Men Honored 


Two shoe men were recognized in the 
recent election of the Associated Re- 


tailers of St. Louis, comprising a very 


large proportion of the retail trade of all 
classes of the city. C. E. Williams, 
president of the Williams Shoe Com- 
pany and also president of the Missouri 
Retail Shoe Dealers, was made vice- 
president, and William Graham, Jr., 
manager of the Hanan store, was made 
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Women’s Shoes 




















The conference 


ALGIER SHOE M’F’G CO. 


Highest Grade Women’s Shoes Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








BALLET SLIPPERS 
HIGH-GRADE ONLY 
HARD AND SOFT TOES 
MEN’S-MISSES’-CHILDREN’S 
All Widths and Colors 
The Hammond Shoe Co. 

7 Fleet St., Haverhill, Mass. 











|| Aimericas foremost 
FELT SLIPPER. 





IN STOCK 


Patent Leather Hand 
Turn Full Louis Heel 
» Pump. B,C.D. 2% to7 


$5.50 


LION SHOE CO., INC. 
108-110 Duane St. New York, N. Y. 








WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 


Oxfords, Two-Eyelet Ties, 
ps, Sport Shoes 


L. SCHAPIRO SHOE CO 
(Shoes of Today) 
73 South St., Boston, Mass. 








For Immediate Shipment 
A few cases of fine black 
Cabretta Boudoirs at $2.10. 
Also quick deliveries on 
women’s comfort shoes, 
oxfords and strap sandals, 
and men’s slippers. If your 
jobber doesn’t couse them, 
uo anmeaass write or wire us direct. 
Terms, 5% 10 days. 
ABBOTT SHOE CO., No. endian. Mass. 








HOUSE SLIPPERS 
Lede oT Strap Sandal 
PRICE, $2.15 
Less 5% 10 Days 
Shipments day or- 
der received. 
The Baker Shee Ce. 
280 River St. 


Turn Sole 
Haverhill, Mass. 


Sizes 244 to 8 








Turn Comforts—In Stock 
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Men’s Shoes 
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well~ ‘~ 


TDBARRY C2 


Brockton, Mass 
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Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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MEN’S FINE 
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BROCKTON, MASS. 
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secretary. A paid execiitive secretary 
handles the work of the association, 
which includes a very complete credit 
bureau. 


TRI-STATE MEETING PLANNED 


Kansas, Nebraska and Missouri 
Members to Get Together at St. 
Louis 

The Kansas, Nebraska and Missouri 
Retail Shoe Dealers’ Associations will 
hold their 1921 convention jointly in 
St. Louis. C. E. Williams of the 
Williams Shoe Company, delegated to 
represent the local retail shoe merchants, 
was largely instrumental in securing the 
convention in face of serious opposition. 
It would not be amiss to state that an 
organization composed of the Kansas, 
Missouri, Nebraska merchants together 
with the Oklahoma Retail Shoe Dealers 
would be a powerful factor in the 
national organization and an important 
factor for the Central West. 


Sales Records Broken 


The McElroy-Sloan Shoe Company 
broke all previous records for one day 
when orders were received from sales- 
men on Monday, March 15, amounting 
to $265,000. 


Foreign Merchants Visit St. Louis 


A great increase is noted in foreign 
merchants visiting the St. Louis shoe 
market. They are making heavy pur- 
chases, many of them for export to 
Mexico. 


Plant Addition Is Completed 


The Boyd-Welsh Shoe Company, 
specializers in custom-made shoes and 
theatrical footwear, has completed an 
addition to its plant. 


ST. LOUIS BRIEFS 


Regarding Swope, Morfit, Jones and 
Moody 

Horace M. Swope, secretary of the 
Swope Shoe Company, has added to his 
interest in the civic affairs of St. Louis 
by taking on the general secretaryship of 
the general committee which has been 
organized for the campaign to put over 
a bond issue for St. Louis of $24,000,000 
for various improvements. The com- 
mittee has established headquarters in 
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the Hotel Statler and will continue 
actively at work until Election Day, 
which will be May 11. 

T. Garrison Morfit, president of the 
Rice & Hutchins St. Louis Shoe Com- 
pany, left last week Friday for Boston 
for a short season at the headquarters of 
the Rice & Hutchins interests. His trip 
is in connection with the Fall lines of 
the company as well as the hurrying 
forward of goods for immediate and 
early delivery to the trade. 

Beverly C. Jones, style expert of the 
Roberts, Johnson & Rand branch of the 
International Shoe Company, has been 
away from headquarters for a short 
trip, chiefly to investigate style de- 
velopments and other conditions in the 
shoe trade of other cities and manu- 
facturing centers. 

Thomas P. Moody, president of the 
Central Shoe Company, has been absent 
from headquarters for the past week 
or so on a business trip for his house. He 
returned to St. Louis this week and 
resumed his executive activities. 


FACTORY NOTES 


Regarding Van Kleeck, Inc.; James 
Clark Leather Company 

The new plant of Van Kleeck, Inc., 
which will manufacture bench-made 
turn pumps exclusively, is getting into 
production rapidly, one department 
after another having followed the cut- 
ting room, which began operations some 
weeks ago. It is expected by J. M. 
Van Kleeck, the president, to have the 
entire plant in good operating condition 
within a very short time and to get the 
capacity of the factory up to its initial 
output of about 300 pairs within a 
month. The ultimate capacity is ex- 
pected to be from 700 to 800 pairs daily. 

Construction work has already begun 
on the new building to be erected for 
the James Clark Leather Company at 
the northeast corner of Washington 
Avenue and Sixteenth Street. It is 
expected to have the building ready for 
occupancy early in the Fall. At that 
time, with the removal of the Clark 
Company, the United States Rubber 
Company branch, J. J. -Meacham, 
manager, will be ready to occupy the 
Clark space at 1601 Washington Avenue 
as well as that which it now uses next 
door west in the same building. 


Milwaukee 


SPRING TRADE ACTIVE 
Business in Men’s Low Cuts Is 
Practically Good 


Retail trade in Milwaukee is sub- 
stantial and active, especially since the 


advent of Spring early this week. Warm 
weather has come after one of the most 
extreme Winters on record, and people 
are discarding high shoes for the low 
cuts, although the latter have been 
very popular all Winter and have been 
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worn with spats or buckle overshoes. 
The early coming of Easter this year, 
on April 4, has advanced Spring buying 
to a considerable extent. Men are 
starting to buy oxfords in large numbers. 
The low cut has been far less popular 
with the men during the Winter than 
with women, and shoe dealers welcome 
the coming of Spring because it is mean- 
ing a large movement of low shoes. 


RETAIL MERCHANTS BUYING 


Not Holding Back from Milwaukee 
Market in Expectation of Price 
Drop 


Although the travelers are just getting 
out into the field to seek Fall and Winter 
business, early reports indicate that the 
retail trade is taking hold in a satis- 
factory manner and some good business 
already has been placed with Milwaukee 
boot and shoe factories. A good many 
shoe merchants, like other merchants, 
have profited from past experience and 
are not waiting to see if prices are going 
to go down before making commitments, 
as such a policy usually results in 
eleventh-hour rush orders that can be 
filled only in part. Since there does not 
seem to be any prospect that prices are 
going to decline this year, and may be 
sustained for several years longer by 
shortage and high price of labor and 
materials, the merchants have come to 
the conclusion that it will not pay to 
delay getting under cover for next sea- 
son’s requirements. 


Janke Company to Increase Capital 


The Janke Shoe Manufacturing Com- 
pany has found it necessary to increase 
its capitalization to keep pace with the 
expansion of its business. Amendments 
to the corporate articles were filed dur- 
ing the week to bring the authorized 
issue up to $200,000. 
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Wolfram Opens Branch Factory 


The Wolfram Shoe Company of 
Watertown, Wis., is opening another 
branch factory in addition to those now 
operated at Lake Mills and Madison. 


W. C. Carlson Honored 


Walter C. Carlson, president of the 
Milwaukee Paper Box Company, has 
been elected president of the Milwaukee 
Association of Commerce. The associa- 
tion has employed Phil A. Grau of 
Chicago as business manager at $15,000 
a year. 


Celebrate Factory Opening 


To celebrate the opening of the new 
Portage (Wis.) factory of the Weyen- 
berg Shoe Manufacturing Company of 
Milwaukee, a special fete was arranged 
for citizens on Saturday, March 20. 
Frank L. Weyenberg, president of the 
company, as well as other officers and 
department heads, went to Portage for 
the occasion. There was a reception at 
the plant during the afternoon and a 
public entertainment followed by danc- 
ing in the evening. 


Badger Boot Briefs 


C. F. Youmans, since 1875 engaged in 
the retail shoe business at Fond du Lac, 
Wis., will retire from business May 1, 
on account of poor health. 

Ahrens & Vahl, 355 Grove Street and 
466 Eleventh Avenue, Milwaukee, have 
opened a third store, located at 583 
Mitchell Street, between Fifth and 
Sixth Avenues. Paul Kowalski has been 
placed in charge. 

Bear Brothers, Kenosha, Wis., have 
reopened the former Kasper Clothing 
House in that city with a complete new 
stock of boots and shoes, clothing and 
men’s furnishings. 


Cincinnati 


SHORT VAMPS DOOMED 


Interesting Style Discussion Held by 
St. Louis Merchants 


The regular monthly meeting of the 
Retail Shoe Selling Group of the 
Chamber of Commerce was held 
Wednesday, March 17, with a good at- 
tendance. The meeting took the form 
of a general informal discussion of the 
current problems which the retailer 
is facing today. Chief among these 
were the questions of the rapidly chang- 
ing styles and that of buying for next 
Fall and Winter needs. 

Various opinions with regard to the 
life of certain styles were expressed, one 


conceded by all being that the ex- 
tremely short vamps in some of the 
patterns shown today will have a very 
short life, and that virtually all vamps 
will center around the 3 5-8 inch mark. 


Ribbon Tie’s Life to Be Short 


It was further brought out that the 
instep tie is looked upon as being good 
and that it will meet with great demand. 
It was thought by some, however, that 
the ribbon ties will be superseded largely 
by buttons, straps and the like, due to 
the fact that the ribbon ties do not hold 
their neat appearance very long. 

The question of the advisability of 
advertising to the public new patterns 
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Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Factory Salesroom 
Abovethe Mark Breckton ‘New York, N.Y. 








THE“ TOQUGAS” SHOE 


BETTER THAN THE BEST 
Strengthen your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston 








FINE FASHIONS 
FOR MEN 


Ready to ship, unbranded, plain cartons. 
Maximum style at minimum price. 
FISKE SHOE & LEATHER CO. 


717-719 Atlantic Ave., Boston 
301-303 Monroe St., Chicago 








Stock Dept. 5 ¢g 


Is at Your Service 


THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 
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IN  sTOCK—Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 

















Where to Buy 


Children’s Shoes 














Our Turn Shoes &,“‘jidres 
are scientifically constructed 
on pature form lasts and of 
demonstrated Satisfaction. 
SCIENTIFIC SHOE CO., Inc. 
11-17 Hepe St., Brooklyn, N. ¥. 


Boston Office, 207 Essex St. 
G.W. PrEtFFER- Rep. 
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“ELAM”? 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 








H.H.F REEL, AND 








Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 


Henry Kleine & Co. 


Chicago 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















W°.C.G@oodcer 


Manufacturer of 
Children's Dlexible Durn Shoes 
; Jor Jobbers Exctusively 
89 Allen St, Rochester, MV. >7 








SOFT SOLES 
A Wonderful <n for the 


a wageher ‘lines prices from 
$4. 5luy ‘opraras, A 
mwodag we hoe 
Straps in all styles 
and on. 1. piece 


pieces. 
NU BABY SHOE CO., tex yo Mass. 











Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 
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such as the Theo ties at this time was 
brought up by one of the members. 
This member made clear the fact that 
footwear of this nature constitutes no 
more than five per cent of the entire 
stock of any one merchant, and that 
since it is really a novelty, it should not 
be shown in preference to the more 
staple patterns, which must move from 
the shelves first. He states that the 
Theo ties would sell just as well 60 days 
later, and asked if it would not be better 
to center their selling efforts on the 
lines which make up the greater portion 
of the stocks at this time. 
Not to Advertise Novelties 

The discussion resulted in a mutual 
understanding among the larger down- 
town merchants that very few of the 
newest patterns would be advertised at 
this time. 

It was brought to the attention of the 
local association that some of the shoe 
merchants of a Middle Western city 
are making a practice of giving their 
salesmen a certain percentage on what- 
ever they get for a pair of shoes over 
and above a set price. This kind of 
merchandising, members argued, is 
considered detrimental to the retail 
shoe business and should be looked into 
by the Vigilance Committee of the 
National Retail Shoe Dealers’ Associa- 
tion. 

STAPLES ARE BEST SELLERS 
Dressier Footwear Will Sell Later, 
Say Merchants 

With more than fifty per cent of their 
new ‘ines on the shelves, and with others 
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coming in slowly but surely, the Cin- 
cinnati merchants report that the larger 
portion of their sales at this time are in 
the staple lines—brown kid oxfords with 
military heels and imitation winged tips 
and perforations, also the real brogue 
with the walking heel. 

Women’s footwear merchants here 
state without exception that there is a 
general tendency toward the lower 
heels for this Spring. However, in ad- 
dition to this they also state that as the 
Summer comes there will be somewhat 
of a turn toward the dressier footwear, 
taking in patents and kids in Theo ties 
and pumps, and that, with these, the 
Louis heel will naturally be strong. 


Expects Record White Shoe 
Trade 


W. E. Geisting, manager of the Regal 
Shoe Store, reports generally good 
business. Mr. Geisting states that he 
is looking forward to one of the largest 
white goods seasons ever experienced 
in the history of the business. 


Attended Allied Council Meeting 


H. C. McLaughlin of the Potter Shoe 
Company went to New York recently 
to attend a meeting of the Allied Council 
of American Shoe & Leather Industries 
and Trades, which was held at the Astor 
Hotel on March 23. 


J. P. Orr in Florida 


J. P. Orr, president of the National 
Retail Shoe Dealers’ Association, is 
spending his Winter vacation in Florida. 


Cleveland 


RETAIL BUSINESS BOOMING 


Adverse Weather Conditions Ap- 
parently Not Affecting Cleveland 
Trade 


March blizzards and winds cannot 
halt Spring sales of low shoes in Cleve- 
land. Allistores seem to be doing a rush- 
ing business, with everyone boasting of 
big runs on tan oxfords. Black kid 
pumps are moving rapidly also. Cuban 
heels arein demand where tan shoes are 
purchased, while the buyers of black kid 
pumps prefer the one-eyelet ties with 
Louis heels. The French or stage lasts 
are moving slowly, and it is doubtful if 
they ever will be popular with the 
majority of consumers in this city. 


New Women’s Store Is Opened 


Cleveland has a new women’s shoe 
and hosiery store in the Euclid Avenue 
downtown district. 


It was opened 


‘at 1007-1011 Euclid Avenue. 





Friday, March 12, by the Hoskins Shoe 
Company, of Toledo, in the Kline store 
The new 
store is Luxuriously furnished. L. E. 
Powell, former buyer for Gilmore Bros., 
Kalamazoo, Mich., is manager. 


Silk Hosiery Selling Fast 

In the Chisholm stores the ‘‘Quartier” 
pump is being prominently featured. 
Sales of silk hosiery to match the shoes 
have reached an unprecedented volume. 
Beaded, enamel and cut steel buckles 
have proven exceedingly popular. One 
and two-eyelet ties, suedes, in black or 
brown, are among the most popular 
sellers at these stores. 


Men’s Button Low Cuts Disappear- 
ing 

Button low cut shoes for men are 

about off the market in this city. The 

laced style predominates. The Spring 
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styles are about two inches high. Plain 
toes are meeting with the most favor on 
the part of the men, although there 
is a fair demand for figured toes. Very 
few of the old-style bull dog effect are 
being sold, but medium pointed ‘toes 
are going best. Blacks are very popu- 
ar, but light tans have the next call. 

Oxford - Attracts Attention 


New 


The Pocock-Wolfram Company is 
featuring the new “Ritz,” a Spring 
oxford, at $12. It is made for Spring 
wear, comes in fine cherry calf, has a 
straight stitched effect, light welt sole, 
medium colonial heel, full kid quarter 
lined, and is a good seller. New silk 
hose in all the leather shades is being 
displayed prominently, and the volume 
of business indicates that women in 
large numbers in this city are going to 
wear hosiery which matches the color of 
their shoes. 
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Pumps and Oxfords Popular 


The Higbee Company is making an 
extraordinary large display of Spring 
shoes, and the management reports a 
larger volume of business than has pre- 
vailed in previous seasons. One of the 
most attractive low shoes on display is 
a tan oxford with long vamp, French 
heel and turned sole at $20. Other 
shoes featured are pumps and oxfords at 
prices ranging from $14 to $20. 


New Two-Eyelet Tie Appears 

The Ames Company is pushing a new 
two-eyelet ribbon tie of soft black suede, 
with graceful Paris heels and dainty 
street soles, at $12. Black satins may 
be had at this store for $8. 
Stone Company Has Easter Exhibit 

The Stone Shoe Company is inviting 
Clevelanders to its annual Spring and 
Easter exhibit. The company is holding 
its prices at from $6 to $15. 


Detroit 


TIES IN DEMAND 


Numbers Displayed in Advance of 
Selling 


Reports show a véry satisfactory 
trade in women’s lines, with a general 
belief that as soon as the weather warms 
up a bit the men’s lines also will go 
with a rush. 

While there is a large showing of 
pumps and ties in the Spring windows, 
the oxford is the big seller at this date. 
The belief that ties will be largely in 
demand is shown in the effort to display 
these in advance of the selling. 


Old Rose Favorite Color 


The number of windows having old 
rose featured in the decorations is 
remarkable. In some cases the color 
scheme is in old rose, while in others 
there is merely a showing of the color 
in the mats and drapes. In the New- 
combe Endicott Company show win- 
dow the floor is of old rose brocade, 
while old rose cushions are used as 
plateaux upon which dainty footwear 
is shown. In the Dr. Reid Cushion 
Shoe store the panels of the background 
are filled in with plaited old rose silk. 
The windows of the Lindke Shoe Com- 
pany store are neat and simple in 
arrangement, baskets of poppies and 
other Spring flowers being the only 


decoration. Some of the plateaux in this . 


window have old rose silk plush mats 
with heavy fringe laid over their tops. 
The window devoted to the showing for 
the high-grade department on the 
fourth floor, R. H. Fyfe & Co., is also 


given a touch of color by the use of old 
rose velour drapes over the plateau and 
on the floor of the window. In the fine 
large window the Spring display of 
women’s shoes has a background screen 
in fancy shape,in which the Japanese 
effect is approximated. In this ar- 
rangement of the background wicker 
accessories are used. The color scheme 
of this window is lavender, the symboli- 
cal Easter color. The Queen Quality 
windows have as a color scheme a com- 
bination of yellow and lavender. 

The E. & R. Shoe Store at 49 Michi- 
gan Avenue has removed its cream and 
gold period backgrounds and introduced 
a paneled effect that affords a splendid 
background, against which the shoes 
are shown. The panels have rounded 
tops, two very narrow panels being 
shown, with a central wider one. These 
are in canary and pea green, decorated 
with green Ruscus and flower boxes 
containing foliage and lavender tulips. 
The floor is laid out in canary and pea- 
green blocks, the color scheme of the 
window. 


MERCHANTS ELECT OFFICERS 


Annual Banquet to Be Held April 14 


The annual meeting of the Detroit 
Retail Shoe Dealers’ Association was 
held in the Walk-Over store on March 9. 
The election of officers resulted as 
follows: 

Steven J. Jay, R. H. Fyfe & Co., 
president; Arthur Fellman, Fellman 
Shoe Company, vice-president; Thomas 
Meath, Queen Quality Shoe Company, 
secretary; R. S. Doolittle, R. H. Fyfe & 











Where to Buy 


Children’s Shoes 

















Immediate Delivery 
Spartan Strap Pumps 


Imitation Turn 
246-7, $3.75; 1114-2, $3.15 
814-11, $2.75; 5-8, $2.50 

Patent and Gun Metal 


Bacon-Rollins Co., Lynn, Mass. 








In-Stock Children’s Turns 


Black But. Boot, Pat. V aa. Mat. Cab. Top. 
Sizes 54%-8.. .. $1.50—7/10 
Black Mary Janes. Sizes 1- 5.... 1.10—7/10 
Black Mary Janes. Sizes 544-8... 1.20—7/10 
White Mary Janes. Sizes5%-8.. .85—7/10 


STEWART SHOE CO. 
4 Stewart Street HAVERHILL, MASS. 
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Standard Shoe Materials 
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Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
Creese & Cook Co. #50u'* Hz 


Tanneries at Danversport 











GUARANTEED 
HUB TWO YEARS 


we Hub Gore means ony uality ood 
Service, because the Best of 
Materials and Highest Skilled 

Labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 























Where to Buy 


Engraving, Printing and Dies 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON — 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 
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Where to Buy 


Shoe Cuts 

















onmmn FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for your 
Booklet, Catalog or Folder if you = the 
at 


printing with us; or we 
$1.25 each, 
SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St., Besten 
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Co., assistant secretary; W. I. Whitney, 
Dr. Reid Cushion Shoe Company, 
treasurer; A. O. Day, R. H. Fyfe & Co.; 
C. K. Paylor, Lindke Shoe Company; 
James Ertell, Ertell & Butler; Thomas 
J. Jackson, Thomas J. Jackson, Inc.; 
Thomas Jefferies, Crowley Milner Com- 
pany; Charles Rapp, Royal Shoe Co.; 
J. E. Wilson, Walk-Over Shoe Stores; 
V. V. McBryde, McBryde Shoe Com- 
pany—directors. 

The retiring president, Thomas J. 
Jackson, presented a handsome gavel 
to the newly-elected president. For- 
getting that he was seated at a glass 
covered table he brought down the 
gavel upon the glass, and smashed it 
into a thousand pieces. 

The installation of officers took place 
a week later at the luncheon meeting at 
the Fellowcraft Club. The annual 
banquet will be held on April 14 at the 
Detroit Athletic Club. 
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R. J. Smith with Lindke 
R. J. Smith, for the past three years 
floor manager of the children’s shoe 
department with R. H. Fyfe & Co., is 
now in charge of the medium-grade 
women’s shoe department for the 
Lindke Shoe Company. 


R. E. Young Goes to Chicago 


R. E. Young, who was in charge of the 
G. R. Kinney store at 304 Woodward 
Avenue, has been tragsferred to the 
Chicago store of this firm. 


Display Convention Planned 


The Detroit Display Men’s Associa- 
tion is making great efforts to make the 
coming [International convention a 
success. The display space has practi- 
cally all been taken for exhibits, assuring 
the necessary funds to make this the best 
as well as the largest of its kind ever 
held. “The convention will be held in 
the Arcadia, July 12-15. 


New York 


GOTHAM SALES FORCED 


Price Inducements Being Offered by 
New York Merchants 


Despite the continuation of bad 
shopping weather, the Spring season 
in footwear has been officially launched 
in New York retail circles. Attractive 
window displays and a generous use of 
advertising space in the daily news- 
papers have stimulated shopping in the 
most adverse season that the merchants 
have encountered in years. Price in- 
ducements have been made by many 
stores. New Yorkers are being offered 
good shoes at low prices. According to 
one of the most prominent merchants 
here, who has investigated retail condi- 
tions throughout the country, New 
York is the cheapest retail shoe market 
in the United States. Some dealers 
frankly confess that they don’t know 
how some of their competitors are 
making the price offerings that they do. 
This applies to high-grade footwear as 
well as to shoes of the lower qualities. 

Such prices as $8.50, $9.75 and $10.50 
are among the most frequently men- 
tioned in advertisements of women’s 
shoes for Spring. In illustrations most 
of the stores are featuring the strap or 
tie pumps and many of them are 
stressing the seamed or gypsy vamp. 
In men’s brogues and cordovan oxfords 
are prominently featured. 


LIGHT TANS FEATURED 
Fifth Avenue Merchants Display 
This Shade Prominently 

Slater, Hanan and Kohn, three of the 


leading Fifth Avenue retail merchants, 
+ 


are showing light tan shoes for both 
men and women for Spring wear. Several 
of the most prominent merchants and 
manufacturers are of the opinion that 
public demand is swinging toward the 
lighter tans for Summer. They expect 
the trend to assert itself even more 
strongly in the Fall. Some manu- 
facturers are pushing the idea as a busi- 
ness booster, believing that if the public 
takes to light tans it will stimulate the 
demand for blacks at the same time. 
Men, especially, they assert, if they 
wear light tan shoes in the daytime, 
want to change to black at night. The 
dark brown shoes, they declare, serve 
for both day and evening wear at 
present. 


MERCHANTS HOLDING OFF 


Those in North Apparently Chary of 
Buying for Fall 


New York retail merchants are hold- 
ing off in their purchases of Fall shoes, 
according to a number of manufacturers 
and their agents here. One manu- 
facturer, whose road salesmen are doing 
a good business through the South on 
Fall footwear, declared that he has not 
yet taken a single order in New York. 
His customers told him that they were 
considering delaying their buying until 
May. Salesmen traveling through the 
East and North, generally, are reporting 


_ dull business for Fall, while the Southern 


salesmen are meeting with splendid 
orders. One Newark concern, manu- 
facturing men’s high-grade shoes, re- 
ports that it has opened a number of 
new accounts in the South for Fall 
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business. The Northern and Eastern 
retailers, when they do buy, are limiting 
their orders to 30 or 36 pairs of a style, 
say the manufacturers. 


CHEAP GRADES LOWER 
Best Grades, on Other Hand, Selling 
at Higher Prices 

Manufacturers of some of the cheaper 
grades of shoes are reported to have cut 
their prices slightly fer Fall business. 
In high-grade shoes, however, the price 
trend has been the other way. Makers 
of the best grades, because of the stiff- 
ness in the leather market, have ad- 

vanced prices 50c, 75c and $1 a pair, 
effective March 15. 


SEES DEATH OF BROGUES 
New York Merchant Also Thinks 
Pumps Will Go 

One of the most exclusive Fifth 
Avenue retail merchants is predicting 
the end of the fashions in brogues for 
men and pumps for women, next Fall. 
The fact that brogues cost about $1.75 
a pair more to make than a plain shoe, 


he says, ultimately will kill the style ° 


when Fall pricesbecomeeffective withthe 
the consumer. He believes that women 
will demand oxfords instead of pumps. 
In his store at present sales of oxfords 
are leading pumps. 


Some Retail Bargains Offered 

Savings to the customer in shoes pur- 
chased some time ago on a lower whole- 
sale market are stressed in window cards 
displayed in the Regal and Rice & 
Hutchins stores. Above a display of 
women’s pumps and oxfords in the 
Regal store in 34th Street a placard 
announces the prices as $8.50, $10 and 
$11, with replacement values at $11 to 
$13. The saving to the customer is 
reckoned at $2.50 a pair. 


Bronx Merchants at Meeting 


The meeting of the Retail Shoe Deal- 
ers’ Association of New York City, held 
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in the Bronx on March 16, was well 
attended by the Bronx dealers. Sevetal 
new members from that section of the 
city were added to the organization’s 
roster as a result of the meeting, which 
was held for the specific purpose of 
arousing the interest of the Bronx 
dealers in association work. About 50 
dealers attended the meeting. The 
next meeting of the association will 
be held in the Bush Terminal Sales 
Building on April 20. 


BUSH TERMINAL NEWS 


Big Shoe Orders for Export and 
Domestic Trade Received 


F. Mayer Boot & Shoe Company, 
located in the Shoe and Shoe Findings 
Division of the Bush Terminal Sales 
Building, has taken orders this week for 
export for the following countries: 
Bombay, India; Bagdad, Mesopo- 
tamia; Busreh, Persia; Madrid, Spain; 
Barcelona, Spain; Stockholm, Sweden; 
Molde, Norway. 

babes latter order was for something 
over 5,000 pairs, at an average of over $6 
per pair, or about $30,000. 

Another firm, also on the shoe floor 
of the building, took an order on Mon- 
day of this week for over $11,000 for 
delivery in May of ladies’ white duck 
low shoes, for a New York City de- 
partment store. 


HYGRADE DISPLAY 


Attracted Much Attention at Ohio 
Valley Convention 


The display of the Hygrade Shoe 
Works, New York, at the Columbus 
convention was very attractive. Electric 
signs showed the factory buildings and 
their production. <A _ five-piece jazz 
orchestra made a _ pleasing feature. 
Many delegates heard the music and, 
following in its direction, were guests and 
purchasers of the Hygrade Shoe Works 
goods 


Lynn 


EASTER SHIPMENTS COM- 
PLETED 


North Shore Plants Busy on Late 
Season Styles 


The last of the Easter shoes have 
been shipped from the factories, and the 
after-Easter, the Summer and early 
Fall styles are being made. 

Theo ties are among the leading 
novelties. Pretty pumps, oxfords, ties 
and brogues are staple. Few boots are 
being made in the factories, and what 
there are of them are for Fall. With 


the coming of warmer weather, the 
demand for white shoes is setting in 
very strongly, and some manufacturers 
are looking for a record-breaking sale 
of white, low-cut shoes during the com- 
ing Summer. The low-cut season this 
year will be the largest for many a year. 
Low cuts have been ordered in quanti- 
ties for Fall. 


Vamps Still 3 3-4 Inches 


Lynn designers continue to hold fast 
to the distinctively feminine types of 
footwear. They favor lasts with shapely 
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Miscellaneous 




















Accounts of Shee and Leather Firms Solicited 


41 BEDFORD STREET, BOSTON 








ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 


Let us rscolor your faded or off colored shoes 
to latest fashionable and permanent cordovan 
shades. AINTI! 

Write us for full information. Send pair for 
“show me” demonstration. It will pay you! 


ALBANY SHOE REPAIRING CO. 





Recoloring ——— Sad Kingston St. 





fa\s Ke mark Pa, 
good shoe bikes 
| ever since 1905 
| L. ALTERSON & CO. an? 
PHONE GREELEY 6G6 


| 102 W 34 St., New York City NY. | 





DISPLAY MEN 


Whatis “WIN-DECO”? 


100 unique, wonderfully attractive, novel and dif- 
ferent fancy papers for windows (floor and back- 
ground), show cards, signs, show cases, advertise- 
ments, etc. Freesamples will prove it. 
WIN-DECO DISPLAY PAPER CO. 
93A Federai St, Boston, Mass. * Agencies Wanted 











SALES LETTERS 
MULTIGRAPHED— 
FILLED 1N—SIGNED— 
MAILED 
F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
< 7 Tongue and Back Strap. 
Send for booklet telling who 
youcan sell these shoes too. 


A.H. Riemer Shoe Co. 
MILWAUKEE, WIS. 
Established 1887 
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THE BEST IN 
Detachable Pump Straps 
(Many Styles and Designs) 


LEATHER BOWS 


Covered Buckles Colonial Tongues 
Beaded Buckles 


THE VANITY NOVELTY WORES 





913 Gates Ave.. Brooklyn, N. 
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You need this book on 
SHOE WINDOW 
DISPLAYS 
Get it today! $2.00 postpaid 


FRANK P. TAYLOR 
381 Wash’n St., Boston, Mass. 
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WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, high lace 

boots and shoes. Write 

for catalog. 

REECE SHOE COMPANY 
Colu 


mbus, Nebraska 


















Perfection Pneumatic 


Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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Shoe Polishes 
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Best In Thetr Class 


_”=” Wea 


CREAM UNBURNABLE 








for white buck, etc. for white kid, etc. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA. 








The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 














Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 








Every Wednesday and Friday 
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lines, and vamps 334 inches long. They 
also favor the soft, supple leathers, like 
kids and suedes. However, some of the 
heavier types of shoes for Fall will be 
of calf. No great changes in styles are 
in sight. 


NEW HEELS APPEARING 


Louis Styles Have Broader Base 
Than Formerly 


New Louis heel styles are appearing. 
Some have a base broader than the 
present style. Some are 16-8 high 
instead of 18-8 or 19-8. Some have a 
straight front effect. There’s interest 
in the baby Louis style, too. 

Low heels are wanted on many regu- 
lar shoes for street wear. One manu- 
facturer says that 90 per cent of his 
orders for Fall boots call for low heels. 
However, he considers a 12-8 or a 14-8 
heel a low heel. 


Combine Brogue and Dress Oxfords 


Some new Lynn samples show styles 
that combine features of the familiar 
brogue and the dressy street oxfords. 
The toes are long and slim, like the toes 
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of dressy street oxfords, and the perfora- 
tions are like those of brogues, but are 
finer. The heel is a trifle higher than 
heels on regular brogues. The edges 
are fairly close. 


Czechoslovakian Firm Starts in 
Lynn 


The Bata Shoe & Leather Company 
is fitting up the factories, 60-66 Willow 
Street, Lynn, for the making of 2,000 
pairs of McKays and 1,000 pairs of 
welt shoes daily, all for women. Thomas 
Bata, manager of this company, is 
head of a large shoe firm of Zlin, Czech- 
oslovaki. This firm has in Zlin a factory 
making 12,000 pairs of shoes daily and 
also operates 150 retail stores. 


McKay Process Refined 


Further important improvements in 
the making of McKay shoes have been 
made in Lynn. Now there are made 
by the McKay process accurate repro- 
ductions of bench-made shoes. These 
shoes are made with thin edges, high 


- arches and Louis wood heels. They are 


light, flexible and shapely. 


Philadelphia 


SALES BELOW RECORD 


Volume of Business Falling Behind 
That of Last Year 


Better weather has brought better 
sales volume to the retail stores, 
though most of the merchants are about 
convinced now that 1920 is not going 
to reach the record of 1919. 

With the first quarter of the year 
drawing to a close, retail trade as a 
whole does not seem to have reached 
the same figure that it did last year at 
this time. In fact, the stores do not 
seem to have done more than a sixth 
or a fifth of 1919’s business so far, 
though the year is about one-fourth 
gone. The loss in pair sales, of course, 
has been proportionally greater. 

On top of this store costs continue to 
mount. Apparently a good many 
leases are expiring this year, which of 
course means higher rents to be added 
to the overhead. 


MANUFACTURERS CONFIDENT 


Dislike Idea of Advancing Prices, 
Though 


Manufacturers here find little in the 
situation to be gloomy about. While 
the season is yet young, nevertheless 
orders have been coming in with very 
satisfactory speed and in satisfactory 
volume. Salesmen report a very con- 
fident tone in the retail trade despite the 





fact that it does not expect to equal 
last year’s record for business, and the 
prospects are that the manufacturers 
will have no difficulty at all in selling 
all they can produce. In short, they 
find that the market is still a seller’s 
market. 

There is a very strong feeling, how- 
ever, that this will not continue to be 
the case if prices are advanced much 
further, and while there is talk of the 
necessity for readjustments of price 
schedules upward, here and there, be- 
fore the end of the year, there is to be 
observed in it a distinct tone of regret 
and some speculation as to the results. 
There are very few manufacturers who 
go so far as to say that it will not hurt, 
except, of course, in the top-notch 
grades. 


FOOTWEAR EXHIBITION 


First Annual Event for Philadelphia 
and Vicinity 

Plans have been started for the ‘First 

Annual Footwear Exhibition of Phila- 

delphia and Vicinity” by a number of 

leading local shoe merchants, and 

manufacturers’ representatives. At a 


- recent organization meeting an Execu- 


tive Committee was chosen, with the 
following members: John C. McKeon, 
George W. Laird, J. W. Goodwin, John 
H. Gross, Walter J. Hallahan, L. B. 
Kempfer, A. C. E. Hall, Horace Kemp- 
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ton, E. B. Wolf, C. Sudler, Gilbert 
Nahm, Newton Elkin, Herman Myer, 
James Edwards, Tycho Buck, Jr., and 
Cc. S. Gibbon. The exhibition will 
probably be held next July, but a place 
has not yet been chosen. 


CONVENTION HALL PROJECT 


$1,393,000 in City Treasury Avail- 
able for Auditorium 

Colonel George Nox McCain of this 
city is sponsor for a movement that 
the City of Philadelphia erect a Con- 
vention Hall for public auditorium com- 
porting in its architectural beauty and 
features with the dignity of the city, and 
suitably equipped with assembly halls 
of a capacity for anywhere from 250 to 
25,000 people. During the last few 
weeks attempts have been made to 
revive the project which was voted by 
the City Council some years ago. 
Colonel McCain states that there is 
$1,393,000 at present in the city 
treasury available for this purpose, but 
an investigation of past attempts and 
present conditions leads to the con- 
clusion that Philadelphia will not 
secure such a building immediately. 


BUSINESS GOOD 


Sales on Low Shoes for Spring 
Exceed Expectations 

Retail merchants assert that the sales 
of low shoes for Spring have exceeded 
their expectations and business at 
present is exceedingly good. Footwear 
in demand for the Easter trade in- 
cludes russets and dark tan calf for men 
and tan kid and calf for women. These 
leathers are called for in oxfords, and in 
a few instances in the high boots, the 
nine-inch boot appealing to some women. 
White buckskin is in demand for chil- 
dren’s wear. 


FASHION NOTES 


Revealed in ‘*Window-Shopping 

Tour’’—Brilliant Easter Display 

A ‘‘window-shopping” tour among 
the leading shoe merchants’ stores shows 
a riot of designs fashioned of all sorts 
of materials and colors that are making 
Easter displays unusually brilliant and 
irresistibly fascinating, with prices 


ranging from $10 to $22.50. However, | 


a little “bargain hunting’ will reveal 
certain shops carrying excellent grades 
of shoes, which in some cases are not 
much above last Spring’s prices. 


Short-Skirt Effects 


The continued vogue of short skirts 
has obviously encouraged designers 
and manufacturers to put their best 
foot forward, so to speak. Patent 
leather vamps with light-colored tops 
of gray and pale tan are preferred to 
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white, and suede tops are also popular. 
Some women find a tall boot far more 
becoming and elegant looking on their 
feet than a low shoe. Therefore, a 
certain percentage of high shoes will be 
worn. 

Graceful Pointed Vamp 


Low shoes, however, are dominating 
the Spring sales. The pump, eyelet tie, 
slipper and oxford, the latter often 
the blucher type, seem to have the 
call at the present time, and the 
designs for the season appear especially 
made for the small foot with the high 
arch. Some French vamps have come 
in with the Spring styles, but the 
gracefully pointed vamp, well pro- 
portioned, claims universal patronage. 
Satin slippers have a shorter vamp than 
other materials, but this is the one 
exception. 


Bracelet Strap Effect 


Some particularly pleasing numbers 
were observed in one display of the 
latest fashions for. milady. There was a 
double bracelet strap effect, one strap 
over the instep and the other above 
the ankle, made up in brown suede with 
quarter and straps in satin and small 
brown beads for the fastening. The 
same style was also shown in white 
buckskin and. pearl buttons or buckles, 
black suede with jet, and light tan with 
self-covered enamel buttons. In black 
satin the buckles were of rhinestones, 
and the soles were turned and the heels 
of the Louis type. 


The Eyelet Ties 


The one and two eyelet ties fastened 
with a neat flat bow of ribbon are 
pretty. Another style of tie in suede and 
tan calf has a tall colonial tongue and 
a bow at its base. Many designs are 
also shown where the tongue is omitted, 
the material being cut away. And for 
these various styles, the leading retail 
shoe merchants are featuring wonderful 
lines of buckles in all shapes and colors— 
jet, bronze, pearl, cut-steel and com- 
position. 

PRE-EASTER SALES 


By Many Leading Local Retail Shoe 
Merchants 

Many of the leading retail mer- 
chants of the city are staging large shoe 
sales this week. Strawbridge & Clothier 
are offering six thousand pairs of 
children’s and misses’ shoes at about 
half price as based upon present whole- 
sale cost of equal grades. The collection 
includes both high shoes and oxfords, in 
good practical styles, broad nature- 
shaped lasts and round-toe styles, 
solid leather soles, counters and inner- 
soles, Goodyear-welted; in tan, black, 
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all white and black and white combi- 
nation. All sizes from 8% to 7 for large 
girls can be found in the lot, with prices 
ranging from $3.60 to $4.75. 


At Gimbel’s 

Gimbel’s opened the week with an 
extraordinary sale of two thousand pairs 
of women’s low shoes. New Spring 
shoes, oxfords in patent leather, tan 
calf, tan kid, black kid and gun metal 
leathers, are priced at $4.85. Pumps 
in patent leather, black and tan kid, 
turned and welted soles, military and 
French heels, are offered at the same 
amount of money. 


At Geuting Stores 

Several of the high-grade shoe stores 
on Chestnut and Market Streets are 
offering exceptional values to the public 
in their pre-Easter sales. Notable 
among these are the Geuting Stores. 
Oxfords, pumps, colonials, black and 
tan and brown shades, all newest 
leathers, turn and welt soles, plain toe, 
straight or brogue tips, walking, Cuban 
Petite and regular Louis heels—ten 
thousand pairs in twenty styles in the 
new low shoes are open to the selection 
of the public at $10 per pair. 


LEATHER NOTES 


Renewal of Normal Buying by the 
Findings Trade 

Although the local leather markets 
the past week are not brisk, prices are 
holding firm. The leading demand is in 
belting butts, which are at the record 
price of $1.20 per pound. There is 
some renewal of normal buying by the 
findings trade, which was hit hard by 
bad weather. Glazed kid is selling in 
moderate volume and all manufacturers 
are heavily booked with back orders. 
Delayed shipments are hampering the 
trade considerably. 


QUAKER CITY BRIEFS 


Regarding Charles P. Vaughan and 
Laird, Schober & Co. 


Charles P. Vaughan, president of 
Dungan, Hood & Co., Inc., glazed kid 
tanners, 240 West Susquehanna Av- 
enue, will attend the meeting of the 
Foreign Trade Council in San Francisco, 
May 12 to 15, 1920. 

Laird, Schober & Co. have purchased 
from the Merchants’ Realty Company 
the eight-story loft building on the 
northeast corner of Market and Twenty- 
second Streets, for a price reported to be 
$1,000,000. 

The property consists of a lot 208 feet 
by 143 feet, assessed at $750,000. The 
first floor is occupied by a branch post- 
office station, and the upper floors are to 
be used by the purchaser. 
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No. 3642 ROYAL PURPLE CALF OXFORD, 


BLACK KID TONGUE PUMP, 87 LAST, 
19/8 LOUIS HEEL, GOODYEAR WELT, NATURAL WELT, WHITE STITCHING, : 


@® GOODYEAR WELT, 84 LAST, IMITA- 
. ALUMINUM PLATE. PRICE..... $6.40 18 INCH HEEL. PRICE ....... $7.00 


TION TIP WITH PERFORATION, 


O 
W No. 3634 
! 




















Two of our best styles are in-stock for at-once shipments. Workman- 
ship and quality of the best—prices reasonable, permitting quick turn- 
over. The bulk of your spring business will be done on low-cuts that 
retail from $9 to $11. Here they are. 











SHOFS, DR. A. REED PAT- 
ENTEE, 1900, 1901. THIS IS NEW -PROCESS 


Crumbs of Comfort NOT THE ORIGINAL DR. A. A FLEXIBLE 
(Reg. U. S. Pat. Off.) REED CUSHION SHOE PRE- ION 
VIOUSLY PATENTED BUT CUSHION SOLE 
SHOES HIS LATEST INVENTION. McKAY 
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Can We Send You Our Spring In-Stock Catalog? 


3 
2 A. H. BERRY SHOE COMPANY 
as PORTLAND, MAINE 

= BOSTON OFFICE 428-430 ALBANY BLDG. 
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Rochester 


STYLE SHOW HELD 


Firm Has _ Successful 


Exhibition 

Footwear came in for a great share of 
attention at the Annual Style Exhibit 
of the Duffy-Powers Company, a lead- 
ing department store of Rochester. 
The Style Review was held March 17, 
18 and 19, and the new fashion touches 
for Spring were shown to a large assem- 
blage. Brown and black calfskin pumps 
and oxfords were shown in a variety of 
new patterns. 


Rochester 


Utz & Dunn Employees Meet , 


The first entertainment of the newly 
organized Utz & Dunn Employes’ En- 
tertainment Club was held last week 
at the Y. M. C. A. Building. 


‘*Bill”? Pidgeon in Buffalo 


The recently organized shoe mer- 
chants of Buffalo listened to a ‘“‘pep”’ 


talk by William Pidgeon at their last 
meeting, which was held Tuesday, 
March 16. The vice-president of the 
New York State Retail Shoe Dealers’ 
Association was very much impressed 
with the large turn-out and the enthu- 
siasm evidenced by the Windy City 
merchants. Mr. Pidgeon, Jr., has re- 
ceived an invitation to speak before the 
organization of shoe merchants at 
Jamestown, N. Y. 


Franklin Simon Holds Exhibit 


Franklin Simon & Co., of New York, 
held a three-day Spring exhibition of 
women’s apparel at the Hotel Seneca. 


Letter Sent to President Park 

The Rochester Retail Shoe Dealers’ 
Association, at their last meeting, voted 
to send a letter of cheer to Ernest N. 
Park of Syracuse, who is recuperating 
from a recently performed operation. 
Mr. Park is president of the New York 
State Shoe Dealers’ Association. 


Chicago 


PRACTIPEDIC WEEK 


International Association to Hold 
Special Week in August 


The International Association of 
Practipedists is out with an announce- 
ment that the association will hold 
special sessions, to be known as Practi- 
pedic Week, probably during the last 
week of next August. While the 
exact date has not yet been definitely 
fixed, the present plan is to hold the 
first annual International Convention 
of the association in some one of the 
large cities yet to be determined upon 
during the next to the last week of 
August, and to have the following week 
observed throughout this country, Can- 
ada and England as an International 
Practipedic Week. 


Plans as Formulated 


The plans, as now formulated, in- 
clude heavy magazine and newspaper 
advertising to fully apprise the public 
of the nature of this special week, of 
lectures to the public by practipedists 
everywhere, of special window display 
features in stores employing practi- 
pedists, and many other novel features, 
all calculated to assist the association 
in putting across its message of foot 
comfort and foot efficiency to the 
public. This will be, in fact, an in- 
tensive week of the same sort of general 
publicity which the association is now 


carrying out through the medium of 
full-page advertisements in the large 
magazines of general circulation. 


Magazine Advertisements 


The page ad which the association 
ran in the March Munsey’s Magazine 
has shown its effects, the officers say. 
and has caused many thousands of 
inquiries for practipedists in shoe stores 
everywhere. One of its effects has been 
to convince many dealers who were 
wavering that it is practically essential 
for them to have at least one practipe- 
dist in their stores. 


Increased Enrollment 


Another effect has been a tremendous 
increase in the number of enrollments 
in the American School of Practipedics 
for their home study course, apparently 
from those who have not realized until 
now the importance of this practipedic 
work as.an adjunct to the shoe busi- 
ness. It has also served to reawaken the 
interest of hundreds of students who 
had been lagging back and taking their 
time about completing their studies. 

It is believed that if this first page ad 
could accomplish so much, their next 
page ad, which will be in the June 
Everybody’s Magazine, will be pro- 
ductive of even greater results, and that 
their many following ads will be even 
more productive. 
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BROGUES SELLING FAST . 


Chicago Men Buying Freely of the 
Broad-Toed Styles 


The quick change in the weather in 
this city has brought about an immedi- 
ate demand for men’s low cuts, and the 
leader in style seems to be a broad-toe 
brogue oxford. 

This is attributed somewhat to the 
fact that many of the men who were in 
the Army are so much more comfortable 
in Munson last shoes that during the 
Summer months they are going to get 
away from the stylish, narrow English 
last. The most prominént leathers in 
which these shoes are being carried 
are cordovan and boarded calf. 


MERCHANTS URGED TO BUY 


Indecision Is Deplored by Shoe 
Manufacturers 


Many of the larger merchants have 
been unable to decide as to the advisa- 
bility of buying merchandise for their 
Fall needs. This indecision is also 
reflected in the buying of the smaller 
merchants. Since the manufacturers 
are unable to produce shoes at any 
lower price than they are at the present 
time, there is a feeling that if merchants 
would place a fair share of their Fall 
business now, manufacturers could be ' 
better guided in buying for their Fall 
needs. At the Minnesota convention 
many merchants voiced the opinion 
that it was good business to buy at this 
time at least 60 or 70 per cent of all the 
shoes they expected to need next Fall. 


Labor Retards Production 


Mr. Levie of the Levie Shoe Com- 
pany, manufacturers of men’s high- 
grade welts, says that the only thing 
hindering the growth of his present 
plant is the labor situation. He says 
that for immediate shipment his books 
are full and that the boys left the early 
part of this week for their territories. 


LOWER PRICES NOT LIKELY 


Is the Opinion of Manufacturers of 


High-Grade Men’s Shoes 


The largest manufacturer of men’s 
shoes in the city of Chicago when 
questioned as to the price trend, said; 

“T hear that some concerns are re- 
ducing their prices. I cannot see how 


. this can be, as the top grades, both in 


sole leather and in calfskins, that we 
are both buying and cutting at this 
date are costing us more than ever 
before, and with the labor market 
where it is today I cannot see where any 
manufacturer is in a position to reduce 
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OUR ENGLISH LAST 


The Shoe Illustrated Above Will Be Made from Any of the 
Following Leathers and at the Prices Listed Below. 








Creese & Cook’s Tony Red ) eg 
Cal, any style... $9.50 Here’s Our Proposition To You 
Creese & Cook’s Calf, Color 33, SELECT any leather listed on this page and have us make it over 
Price gota 9.50 the last illustrated at the top of the page. When you receive 
Brown Novilla Kid...... 8. the shoes, compare them with other lines of the same quality, style, 
Wine Calf............. 8. and finish. Then if you are not convinced that 

Black Novilla Kid. ...... . our prices are from 10 to 20 per cent lower, re- 

Mahogany Calf..... .... ’ turn the shoes to us at our expense and we will 

Black Mat Calf......... 7. also return any transportation charges you have paid. 

ae Ame a te qi { We cannot accept orders for less than 12 pairs on a style. 

Waukegan Calf......... . { May we send one of our salesmen to show you our line? 


Brown Pony Kid....... . . Nearly 100% of our orders call for the 
Goodyear Wing Foot Heel 








Slack Poor Kid’. 600 PENNINGTON-CROWELL SHOE CO. 
Manufacturers 


Mahogany ' 
Gun Metal........ 5.50 Manchester, New Hampshire 
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the prices of his line if he is in the top- 
grade class. As to those who are manu- 
facturing B and C grade shoes, I can- 
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not say, as I do not come in contact 
with the class of material that goes 
into these shoes.”’ | 


Boston 


THE RETAIL TRADE 


Past Week a Live One—Attractive 
Store Windows 

Business is alive in the retail stores; 
in fact, there seems to be no end to the 
long lines of customers who are buying 
for their Spring and Summer wants. 
The good weather of the past week 
brought out a large number of buyers. 
If the snow continues to stay off the 
ground, there is no reason why the 
Spring season of 1920 will not see a 
much bigger sale of footwear and foot- 
wear accessories than was experienced 
during the Spring of 1919. 

Store windows are most attractive. 
Cards announce Spring merchandise 
in many cases with the prices, and in 
some cases the replacement value is 
also given. 

Buckles twinkle merrily forth on the 
party slippers. Silk hosiery was never 
more enticing to the feminine taste. 
Heather hose. for men still hold sway. 
Golf and sport footwear formed at- 
tractive window groupings. 


AT SHEPARD, NORWELL’S 


A Special Drive on Dorothy Dodd 
Oxfords at $7.45 

At the shoe department of Shepard, 
Norwell Company, D. Andrews, as- 
sistant buyer, was much pleased with 
the prospects ahead. ‘Business is 
exceptionally good,” said Mr. Andrews. 
“The Spring season is opening in a very 
prosperous manner. I expect no end 
to the Spring business. With con- 
tinued good weather, business will be 
better than last year by long odds; in 
fact, it is alive. Low shoes are very 
popular at the present time; the sales 
continue right up to the boiling point. 

“Just now we are having a drive on 
Dorothy Dodd oxfords at $7.45. These 
have a 4-inch vamp and are modern in 
every way.” 

Mr. Andrews stated in regard to the 
shorter vamp: “I do not think that 
the 314-inch vamp will be popular in 
Boston. The shortest vamp for which 
I look as a popular seller is the 334 inch. 
I believe that 334 inches is as short as 
the vamp will be worn by Bostonians. 
I believe also that many sales will 
continue on the long vamp of 4% 
inches.”’ 


An Attractive Window 


A window featuring Dorothy Dodd 
shoes and showing other accessories of 


women’s dress in their relation to shoes 
was most artistic; for instance, besides 
the black shoes, black gloves with white 
stitching were shown and a black silk 
parasol with a white border was well 
placed. Hand-bags in various shades 
were suspended near the shoes and 
hosiery. Buckles adorned some of the 
evening slippers. The whole display 
was announced by a card which read: 
“Smart Shoe Styles—Experienced Fit- 
ters in attendance just inside this 
entrance.” 


AT A. SHUMAN’S 


Attractive Window Showing Spring 
Styles Greets the Public 


At A. Shuman Company’s a neat 
card announced “Spring Style Shoes— 
For young women, misses and children.” 
Some pretty styles were shown in a 
white glazed kid pump with a baby 
Louis heel at $12. 

An attractive style in a Nubuck shoe 
for women with a wing tip at $12 was 
displayed. A black satin pump at 
$10.50 was’ shown, together with some 
high shoes in black kid and brown kid 
at $9 and $14. These came in the 
Louis heel and with the military heels. 


AT THAYER McNEIL’S 


Fine Esprit de Corps Throughout 
Store—Attractive Windows 


At the store of Thayer McNeil Co. 
a fine spirit of co-operation prevails. 
The special sales of January and 
February resulted satisfactorily; now 
the store is participating in a big 
Spring business. The salesmen are as 
anxious in their endeavors to make big 
and satisfactory sales as are the store 
principals. 


Attractive Cases 


To the window trimmer, P. E. Thayer, 
is due much credit in his effective win- 
dow trims and attractive inside display 
cases. A beautiful black and white 
display greeted the eye in an inside 
case. This case contained white 
nubuck oxfords for sport wear, with 
black perforated tip and black per- 
forated wing tip; they had a black calf 
leather lace inlay. The laces were of 
white. To be worn with these sport 
oxfords were white silk stockings, some 
beautifully clocked. The stockings 
sold at $9 the pair. The sport oxfords 
ran all the way in price from $19 to $25. 
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Window Contents Summarized 


The women’s window on the Temple 
Place side was arranged in brown and 
white effects. The women’s window on 
the West Street side was arranged 
in black and white effects. 

In the men’s window, brogue effects 
were strongly featured in brown and in - 
black, also a goodly display of the real 
Irish golf hosiery. These sold at $7 the 
pair. 

The windows in the Thayer McNeil 
Company’s store are finished in walnut, 
the little display stands and benches 
being in a darker walnut finish than 
the floor. These make attractive 
settings for the merchandise display. 


BOSTON SALESMEN’S PARTY 


Plans Well Formulated—Everything 
Moving in Good Shape 


The Boston shoe salesmen’s after- 
Easter party, to be held in Convention 
Hall on Garrison Street, Monday 
evening, April 5, is moving toward 
what will be a glorious event. 

Plans are already well formulated. 
The chairman of the Ball Committee, 
P. H. Goodhue, and Thomas I. Carey, 
chairman of the Program Committee, 
have announced that the details of their 
work are practically ready. Mr. Carey 
also states that the program adver- 
tising, which has been a complete 
success, will be printed and delivered 
into the hands of the advertiser just 
before the ball. 


WHOLESALE SHOE TRADE 


Theo and Two-Eyelet Ties Big 
Sellers 

In the wholesale trade, everything is 
looking bright. Among the big sellers 
are Theo ties and two-eyelet ties in the 
patent and black kid. 

It is the opinion of prominent whole- 
salers that prices will not be any, lower 
this Fall on high grade shoes. On the 
cheaper grade shoes, the prices may be 
a little lower, but assuredly not on 
high quality grades. 


RECORDER VISITORS 


Cohn from Indiana and Learner 
from Casper, Wyoming 


On Wednesday last, L. R. Cohn of 
Cohn & Horwich, Elkhart, Indiana, 
made a call at the office of the ‘‘Re- 
corder.”” Mr. Cohn is proprietor of five 
retail stores throughout the Hoosier 
State. He arrived on Tuesday of this 
week to buy shoes, and will return to the 
West next Monday, March 29. Mr. 
Cohn takes a great interest in the 
development of his salesmen. He feels 
that what the retail store salesman 
needs most of all is confidence in his 
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A BOY’S SHOE THAT WEARS 


CARRIED IN-STOCK 
aa) Also a*Full Line Made 
W WITH NEOLIN SOLEs 





No. 3620 


BOY’S CHROME GUN METAL WHOLE 
QUARTER BLUCHER, FULL VAMP, EX- 
TRA HEAVY SOLE, ARMY DUCK LIN- 
ING, SOLE LEATHER COUNTER, BOS- 
TON TOE. SIZE 1-6—WIDTHS C,D &E. 


PRICE $4.60 











OF THE MANY BOY’S 


Bg ae COMPANY 
THIS IS JUST ONE Si ae Fhe 


Manufacturers 
STOCK CATALOG. 


> CoQ DANVERS, MASS. 
MAY WE SEND YOU — sis: 
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proposition and in the higher prices 
which the merchant is obliged to place 
on his Spring goods. 


J. S. Learner 


J. S. Learner of Casper, Wyoming, is 
here on his first visit. Since 1912, Mr. 
Learner has conducted a men’s clothing 
and shoe store at Casper, which is 
already contending for first place as 
the largest city in Wyoming. 

Casper is famous as one of the largest 
shipping centers of wool in the raw 
state in the country, although in the 
last three or four years Mr. Learner 
says that the oil industry had developed 
so extensively that it will in a very short 
time practically overshadow the wool 
business 

Mr. Learner was asked as to the 
rigor of the past Winter in Wyoming. 
He stated that since last September the 
thermometer had registered from 30 to 
40 degrees below zero and that this 
temperature would probably continue 
until May. He stated that he in other 
years had even seen snow fall as late as 
June 6, but that their Spring weather, 
such as Boston was enjoying on Wednes- 
day last, would not take place until the 
latter part of May. 


Not Profiteers 


“‘We have not been accused of being 
profiteersas yet,”’ said Mr. Learner. “We 
have a State Fair Price Commission, 
but there have been no unpleasant 
activities.” 

Mr. Learner left on Wednesday 
evening for New York and will proceed 
home from that point. He left Casper 
the ninth of this month in order to 
attend the Denver Retail Clothiers’ 
Association Convention. From the 
Colorado capital city he proceeded to 
the East. 


NEW SHOE STORE 


Patrick O’Connor, 147 Lawrence St., 
Lawrence, Mass. 


Patrick O’Connor was in Boston the 
present week purchasing shoes for a 
new store which he is to open next week 
at 147 Lawrence Street, Lawrence, Mass. 
He will carry the Wall, Streeter & 
Doyle line of men’s shoes; women’s 
Walk-Well line from Parker Holmes 
Company; also Plant Bros. line. Mr. 
O’Connor’s new store will be open in 
excellent season for the Easter trade. 


AN EXPLANATION 


Géorge M. Rosen Still Head of Mer- 
chants’ Shoe Company 


In our issue of February 28 we an- 
nounced the opening of a new wholesale 
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firm in the Albany Building—the Edi- 
son-Rosen Shoe Company. George H. 
Rosen was named as one of the princi- 
pals. This Mr. Rosen has no connec- 
tion with George M. Rosen, treasurer 
and general manager of the Merchants’ 
Shoe Company, 110 Summer Street. 
For the benefit of Mr. Rosen’s many 
friends and several manufacturers from 


whom the Merchants’ Shoe Company — 


purchase. we wish to announce that 
George M. Rosen is still at the head of 
the Merchants’ Shoe Company, and 
hopes to be for a great many years to 
come. 
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CHARLES SIMPSON RETURNS 


From an Extended European Trip 
—Reports on Conditions 


Charles A. Simpson, of the Simpson 
Leather Company, Boston, has just re- 
turned from an extended trip through 
Europe. He reports conditions there 
much better than this country’s ideas 
of them. A substantial amount of 
business can be done in most countries, 
deliveries to be made when the exchange 
rises to an agreed point. In pounds 
sterling it is usually $4 and in francs 
ten to a dollar. 


Brockton 


HONORED BY GOVERNMENT 


Brockton Manufacturer Is Awarded 
a Certificate of Merit 


Frank S. Farnum, president of 
Churchill & Alden Company, shoe man- 
ufacturers of this city, has been accorded 
a high honor by the War Department 
at Washington. He was recently pre- 
sented, at the office of General Edwards 


“The War Department of the 
United States of America recog- 
nizes in this award for distinguished 
service the loyal energy and effi- 
ciency in the performance of the 
war work by which Frank S. 
Farnum aided materially in obtain- 
ing victory for the arms of the 
United States of America in the 
war with the imperial German 











FRANK 8S. FARNUM 


in Boston, with a certificate from the 
department in recognition of loyal 
and efficient service to the Government 
during the World War. The citation, 
which is in recognition of services 
rendered by Mr. Farnum as a manu- 
facturer of goods for the War Depart- 
ment, including canteen kits and other 
equipment, reads: 


Government and the imperial and 
royal Austro-Hungarian Govern- 
ment.” 

The certificate is signed by Secretary 
of War Baker and Assistant Secretary 
Crowell, as Director of Munitions. 
Accompanying the citation was a letter 
from Maj.-Gen. George W. Burr, 
Assistant Chief of Staff and director of 
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IN STOCK 
No. 4 Gallun’s Calf Brogue Oxford 


Carried Branded and Unbranded 


B637 — Widths 0-1-2-3-4— Price $9.50 


A LARGE QUANTITY DUE ON THE FLOOR NOW. 
RUSH YOUR ORDER AND AVOID DELAY. IF 
YOU REQUIRE UNBRANDED GOODS, PLACE 
LETTER ‘‘U" AFTER NUMBER, AS R 637 U. 


Sample pairs sent charges prepaid. 
Spring stock style Catalogue on request. 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 
Brockton, Mass. 


ATLANTA —238 Peachtree Arcade 


BOSTON — 183 Essex Street 
DETROIT —461 Book Building 


NEW YORK —127 Duane Street 
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purchases, storage and traffic, announc- 
ing the award of the certificate of 
merit to Mr. Farnum, containing the 
citation of director of purchases as 
follows: 

“‘For exceptionally meritorious serv- 
ices rendered the Government by 
making unusual efforts to increase 
production of ordnance and textile 
equipment and to keep deliveries 
in advance of schedule.” 

Mr. Farnum leased a special factory 
plant in this city beginning June 1, 
1918, receiving in competitive bidding 
sufficient orders to make 1,492,938 
articles. These consisted of magazine 
pockets, canteen covers, webb hangers 
and revolver clip pockets. Mr. Farnum 
gives much credit of the complimentary 
citation to the patriotism and efficiency 
of Brockton workers, practically all of 
whom were women. One of the most 
satisfactory results was that not one 
article was rejected by Government 
inspectors. 


STAPLE STYLES 


In Fine Shoes Prominent in Line of 
Men’s Weits 


Refinement is the keynote of the 
Fall styles shown by C. S. Marshall 
Company in their line of men’s welts. 
Staple, high-grade footwear, especially 
adapted to the needs of the young men’s 
trade, predominate in the Fall line, 
with a sprinkling of novelties. Fanciful 
effects are few and far between, with the 
exception of a few nubuck tops. As 
regards lasts, there are no important 
additions, these being covered in all 
shapes, from freak to narrow English. 
A last, the ‘‘South,’’ which was new 
last season and gotten out, as its name 
implies, for that part of the United 
States, is now shown in the Fall line. 
It is typical of the straight, medium 
narrow toe effect. The Stroller, another 
new last, is a medium narrow shape. 
All the old favorites and worth-while 
shapes which have made a success the 
past season are retained in the Fall lines. 


Heavy Weather Footwear 


The shoes adapted to heavy Fall and 
Winter street wear are featured in the 
Marshall line. Materials include Scotch 
and Norwegian grains and cordovan. 
These are made up plain and with wing 
tip effects. Havana brown and other 
colored shades predominate in both the 
dress and heavy weather shoes, although 
there is an excellent showing of black 
leathers, including vici, kangaroo and 
calf. The slogan ‘‘Marshall Quality 
Maintained”’ is indicative of the policy 
of this concern to supply its customers 
with shoes dependable for wear as 
well as style. 
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KEITH KONQUERORS 


Fall Lines Now Being Shown by 
Traveling Representatives 


The Preston B. Keith Shoe Company, 
makers of the Keith Konqueror shoes, 
have gotten out their Fall line of men’s 
fine welts, and placed samples in the 
hands of their traveling representatives 
in various territories. These traveling 
men, many of whom have had long 
terms of service with the house, in- 
clude: Wallace D. Baker, New York 
State; Chester E. Blackey, New Eng- 
land; J. Harold Blackey, Michigan, 
Wisconsin, Minnesota; L. B. Cubbison, 
Iowa, Indiana, Illinois, part of Ohio; 
L. E. Heaton, New Jersey; J. F. E. 
Jones, Pennsylvania; W. W. Leavitt, 
Middle and Eastern South; M. May, 
Eastern Pennsylvania and part of 
New Jersey; William E. O'Reilly, 
foreign accounts; J. M. Leichtag, New 
York City and Brooklyn; J. A. Scales, 
Pacific Coast, east to Denver; F. H. 
Larkin, Southwest; William Gillespie, 
Middle West and City of Detroit; 
S. Gutman, Cuba and West Indies; 
Ben Parker, parts of the Carolinas. 


GOLFERS AT PINEHURST 


Members of Shoe and Leather 
Trade Enjoying the Game 


Several members of shoe manufactur- 
ing concerns in Brockton and vicinity 
are, or have been recently, at Pine- 
hurst, N. C., that world-famous golfers’ 
paradise. Among those stopping at 
“The Carolina’ are: W. A. Hogan of 
T. D. Barry Co.; John S. Kent of 
M. A. Packard Company; Frank S. 
Farnum of Churchill & Alden Company, 
and Fred Filoon of V. & F. W. Filoon 
Company, all of Brockton; W. Percy 
Arnold of M. N. Arnold Shoe Company, 
North Abington; and James S. Brennan 
of Richards & Brennan Company, 
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Randolph. Several members of the 
Boston shoe and leather trade have also 
been at the “Carolina” recently, in- 
cluding Harry I. Thayer of Thayer- 
Foss Company; Charles C. Hoyt of 
Farnsworth, Hoyt Company; Cornelius 
G. Flynn of C. G. Flynn Leather Co., 
and William Fallon of W. J. Fallon. 


LIVING MODELS 


Show Styles at Semi-Annual 
Gathering of Salesmen 


At the recent semi-annual meeting of 
superintendents, foremen and _ heads 
of departments, of George E. Keith 
Company, there was a style show of 
living models along the ideas developed 
at the convention of the National Shoe 
Retailers’ Association at Boston in 
January last. The Keith style show was 
under the direction of W. D. Leach and 
Frank E. Packard. This very practical 
method of showing the new styles was 
thoroughly appreciated by all present. 
The verdict was unanimous that it was 
the best possible way to get a thorough 
understanding of the new samples. 


CHANGE IN CORPORATION 


A Reorganization of the Brockton 
Heel Company 


Martineau & Burke of Boston have 
purchased the interests of Wendell P. 
Bosworth, former president of the 
Brockton Heel Company, Mr. Bosworth 
having retired from the concern. Under 
the reorganization John E. Johnson 
has been chosen president. He has been 
associated with the firm since its estab- 
lishment about 15 years ago. He will 
also retain his former office of presi- 
dent, pending the election of a perma- 
nent board of directors. President 
Johnson says that aside from a few 
minor changes the business of the con- 
cern will be conducted as heretofore. 


Haverhill 


IN LARGER QUARTERS 


Old-Established Retail House to 
Occupy New Store 


One of the oldest established retail 
shoe houses in New England is Bennett 
& Company, who have long occupied a 
retail store at 18 Merrimack Street. 
This concern has been continuously en- 
gaged in the retail shoe business for 
75 years. Moving along lines of modern 
development Bennett & Company will 
soon have larger quarters and increased 
facilities to accommodate a steadily 
growing business. Fred D. McGregor, 
proprietor of the concern, is owner of 


the building at the corner of Merrimack 
and Fleet Streets, in which the concern 
is to be located. Alterations are now 
under way and will be completed during 
the next few weeks. The first and second 
floors and basement will be occupied. 
The children’s department will be on 
the second floor, the stockroom in the 
rear of the first floor and the rubber 
department in the basement. 


Established Many Years 


R. P. Bennett was the original pro- 
prietor, beginning business in Haverhill 
in 1845. The first store was on Water 
Street. Later a store on Main Street 
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**Honest Wear Z ; # by PR, Aes aes , SNe om 3 For Boys and 
in Every Pair’’ SO PI te Little Gents 


WEST POINT LAST ENGLISH LAST PLAZA LAST YORK LAST 
(Boys’) (Boys’) (Boys’) (Boys’) 


ESSEX LAST NEWTON LAST ‘EXETER LAST 
(Little Men’s) (Little Men’s) (Little Men’s) 


THE LASTS THAT SHAPE THE MARSTON SHOE FOR BOYS 


We are showing above seven lasts on which the Marston Boys’ Shoes are built. 
Each last illustrated above represents a final selection from many—the careful 
choice that makes the best in comfort, clean fitting and style. 


We are listing below several shoes that are carried in stock. Your orders will 
receive prompt attention. 
GOODYEAR WELTS 


100—Boys’ Brown Calf Bal, White Fibre ere eneeenaly Rubber Heel. PN INS 6 6 5 dda acc atedina oe 1- 5% 
255—Boys’ Brown Bal.. 5-06. dD a ooo ak i 0 ace evel a See 
257—Boys’ Brown Bal. aes aa — 60 ES 
259—Boys’ Tan Bal.......... . ae ..se.e...... English Toe 
269—Boys’ Gun Bal.......... nike Rakeecweaere ; ee Pee 
271—Boys’ Gun Bal ; a T 
“SS eer 
SUE MG. 65's 60.046'¢ 4.41000 

374—L. M. Brown Bal................ 

74—Boys’ Brown Bal.......... 

75—L. M. Brown Bal. 


MARSTON & BROOKS COMPANY 


HALLOWELL, MAINE 
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was occupied, following which the 
business was removed to its present 
location. Messrs. J. W. and D. R. 
Bennett, sons of the founder, were for 
many years associated with their father 
in business. Thomas P. Burnham, who 
was formerly a mayor of this city, was 
long a member of the firm, continuing 
in}that capacity until his death. A 
branch store on Washington Square is 
now being conducted by Mr. McGregor. 


Shoe Clerks Long in Service 


In this connection it is interesting 
tofnote that Mr. McGregor’s assistants 
have been connected with the concern 
for an extended period. George M. 
Carleton has been in the employ of the 
concern for 50 years. Fred Evans has 
been associated with the store for 17 
years, while Clarence Preble and Eugene 
Getchell have grown up in the store 
from boys. Miss Carrie F. Davis, 
bookkeeper, has had a long term period 
of service. Bennett McGregor, son of 
Fred D. McGregor,.is one of the store 
employes, while Miss Minnie Ward is 
head of the children’s department. At 
the Washington Square Store Messrs. 
Herbert Crockett and Andrian J. 
Descoteau are in charge. 


EXTENDED _ TRIP 


Local Shoe Manufacturers to Cover 
Many Cities 

Louis Hartman of the Hartman Shoe 
Company of this city, manufacturers 
of women’s white canvas shoes, selling 
exclusively to the wholesale trade, 
starts the middle of April on an extended 
trip, covering the principal cities of the 
United States. He takes with him a 
complete line of the concern’s.samples 
for the Spring and Summer of 1921. The 
principal points to be covered during 
his forthcoming trip are: Buffalo, Chi- 
cago, St. Louis, Cincinnati, Cleveland, 
Pittsburgh, Baltimore, Philadelphia, 
New York. 

President Abraham Hartman of the 
concern, recently returned from his 
wedding trip, is now at the factory in 
this city. 


TWO ENGLISH VISITORS 


Members of Foreign Trade Will 
Call at Factories 


Secretary F. J. Marquis of the 
Federated Association of Boot and Shoe 
Manufacturers, Inc., of Great Britain 
and Ireland, is making a tour of the 
New England shoe manufacturing and 
tanning centers. He is accompanied 
by Rex D. Cohen, managing director 
Lewis's, Ltd., England. These gentle- 
men, who have been in the Western 
cities durjng the past few weeks, will, 
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the coming week, make a tour of New 
England factories, which will include a 
visit to Haverhill and an inspection of 
some of the many shoe manufacturing 
plants in this city. Mr. Marquis is 
associated with the organization which, 
headed by Alfred Lovell and associates, 
was royally entertained by Haverhill 
shoe manufacturers the latter part of 
1919. 


Has It Come to This? 
(Apropos of Price Fixing) 


Manager of a five-and-ten-cent store 
(location not stated)—‘‘What did the 
lady who just went out want?” 

Shop Girl—‘“‘She inquired if we had a 
shoe department.” 


Sixtieth Annual Banquet 


Of the Morocco Manufacturers’ 
Goat and Cabretta& Division 


The sixtieth annual banquet of the 
Morocco Manufacturers’ Goat and 
Cabretta Division of the Tanners’ 
Council was held at the Manufacturers’ 
Club, Philadelphia, on the evening of 
March 18. Famous and well attended 
as these yearly occasions are, this 
established a record for attendance and 
general enjoyment. 

Nearly every prominent 
turing house was represented with a 
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CHARLES P. VAUGHAN 


full quota of its prominent members and 
employes. About one hundred and 
eighty sat down to dinner, and every- 
body pronounced it a real one. 
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Charles P. Vaughan, president of 
Dungan, Hood & Co., Inc., presided, 
and introduced the following speakers: 
Hon. J. Hampton Moore, Mayor of 
Philadelphia; William T. Ellis, LL.D., 
Rev. Robert Norwood, D.D., all of 
Philadelphia. Governor William C. 
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LAIRD H. SIMONS 


Sproul was unavoidably prevented 
from appearing, as expected. 

Every detail was carefully and 
thoughtfully executed and much credit 
should be given to the Banquet Com- 
mittee, of which Mr. Laird H. Simons 
was chairman. 


Merchants to Combine 


Retail Trade Conference to Be Held 
in April 


In Michigan the “worm’’ is showing 
signs of “turning.” Instead of ac- 
cepting the responsibility for high costs 
which certain interests would place 
upon them, the retail merchants of the 
State are preparing to fight back. 

The retail trade interests of Michigan 
are divided into fourteen groups, each 
representing one line of trade, and one 
of the oldest and strongest of these 
trade organizations is that of the retail 
shoe merchants. The plan is to call a 
conference of these associations with a 
view to organizing a federation for the 
protection of the retail trade generally 
against adverse legislation and for the 
proper education of the public. The 
conference will be held early in 
April. 
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Stock Style No. 100 


Danish Calf Brogue 
A Buy That Will Boost Your Business 
Price $8.50 


Brogues continue popular and this one is selling at a record pace. ““There’s 
a reason”—not solely because of reasonableness of price, but because it 
meets the most exacting requirements from the standpoint of style, fit 


and wear. 


Ready to Ship A to D, 5 to 11 


N Our in-stock department is in strong position 
e4 to help you make money. Big orders generally 
follow sampling. Merchants who have never yet done 
business with us are asked to see just what fine shoes we 
make by placing trial order on style shown here. 
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E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA CHICAGO DETROIT SAN FRANCISC@ 
183 Essex Street Marbridge Building 1215 Market Street Republic Building Washington Arcade Pacific Building 
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Send All Orders to the Factory 
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GIVES ADVICE TO TRAVELERS 


From Address Before Central Asso- 
ciation at Kansas City, March 14 


One of the features of the March 14 
meeting of the Central Shoe Travelers’ 
Association, which staged the ‘‘Heart of 
the West’’ Style Show at Kansas City 
in connection with the convention of 
the Kansas Shoe Retailers’ Association, 
was an address delivered by K. L. 
Barton, Jr., sales manager of the Mc- 
Elwain-Barton Shoe Company. In 
part he said: 

Just because you have heard 
someone say that shoes are going 
to be cheaper this Fall, and because 
some retail merchants are not buy- 
ing their usual amounts, don’t get 
it into your head that everyone 
thinks shoes are going to be cheaper 
this Fall, and don’t for one minute 
think that all retail merchants are 
not going to buy. They are, and 
have, and they had better, if they 
expect to get the goods. Our men 
have been out for a time, and they 
have so far had a most satisfactory 
business. 


Price Drop Not Likely 


Don’t look solemn and declare 
that you are going to hold back on 
plans for the future, because no one 
can predict for a certainty what 
conditions will be. The bottom is 
not going to drop out of things and 
you, as salesmen and mirrors or 
reflectors for your various con- 
cerns, should endeavor to rid the 
people’s minds of that idea. 

The time to get business is when 
the timid and hesitating are afraid 
they can’t get it. A dead fish can 
float with the stream, but it takes a 
live one to swim against it. Any- 
body can accept orders when cus- 
tomers are eager to give them, but 
it takes energy and courage and en- 
thusiasm to get orders when people 
are hanging back, fed up with doubt 
and pessimism. 


Traveling, 
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Business Men Optimistic 


The first man to show energy and 
courage and enthusiasm must be 
the head of the business. Your 
heads have already done this be- 
cause here you are out here with 
your line and ready for business. 
You are not supposed to be here 
with any affliction, such as cold 
feet or lack of backbone. I donot 
believe that there is anything of an 


epidemic like this existing in this ° 


large bunch of salesmen. How- 
ever, if you are not a “go-getter,”’ 
then now is the time to be one. 
Orders are not going to be handed 
to anyone at any time on golden 
plates. Remember it is. not so 
much the orders you get which 
count as it is the orders you should 
have but are not getting. 


Country Very Prosperous 


Our entire country is in a very 
wonderful and prosperous condi- 
tion, and the solid, substantial 
growth of this country has been 
gained through the efforts of people 
who keep to the middle of the road, 
turning neither to the wild radicals 
who point the way to disaster, nor 
to the extreme conservatives who 
stand rooted to the spot and look 
backward with regret, not forward 
with hope. 

My honest and candid opinion 
is that 1920 is going to be a year of 
growth and success. We are all 
better merchants than we were a 
few years ago, and even if some 
unforeseen things should happen 
that should cause prices eventually 
to come down, we are all ready to 
grapple with the proposition. How- 
ever, in my opinion, there is no 
chance of prices being any lower for 
some time to come, and it is cer- 
tainly up to each and every one of 
us to put this across and get our 
customers to buy their usual wants, 
so that they will not be disap- 
pointed when the Fall season opens 


up. 


Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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WITH ULTRA SHOES 


Moore-Shafer Hustlers Are Now in 
Territories 


The energetic salesforce of the Moore- 
Shafer Shoe Manufacturing Company 
of Brockport, N. Y., after a great send- 
off by the executives of the company 
last week, are now on their territories, 
and are sending in large orders for 
Ultra shoes. 

Jack Jester, as usual, will look after 
New York City, North and South 
Carolina, Georgia, Florida and Ala- 
bama. 

“Jim’’ Drury is now in Southern 
Ohio and will make Tennessee, Missis- 
sippi and Virginia. Frank Shafer will 
cover New York State, and L. B. Shafer 
has Iowa, Nebraska and Colorado. 

The New England territory will be 
taken care of by Herbert Lane. 

Other sales representatives of the 
Moore-Shafer Company are W. H. 
Gillette, who makes Central Ohio, 
Western Pennsylvania and West Vir- 
ginia; George Beatty, Eastern Penn- 
sylvania and Delaware; ‘‘Al’’ Stuempfle, 
Wisconsin, Minnesota and Montana; 
Gus Hess, Pacific Coast; ‘‘Will’’ Coch- 
ran, Texas, Missouri, Oklahoma, Ari- 
zona; ‘Billy’ Owens, Northern Ohio 
and Michigan, and Orville Romig, who 
travels in Indiana and Illinois. 


A VETERAN 


‘Ed’? F. McGunnigle Is Off on Five 
Weeks’ Trip 

“Ed” F. McGunnigle started from 
Boston this week on a five weeks’ 
trip, representing the Houghton Heel 
& Leather Company and the Puritan 
Counter Company. He will cover part 
of New York State, also Ohio, Missouri, 
Illinois and Wisconsin. “Ed” is a 
veteran traveler and enjoys an ex- 
tensive acquaintance among the shoe 
manufacturing trade in his territory. 


ON FALL TRIP 
Albert Doyle on Road with Attrac- 
tive Samples 
Albert Doyle, of the firm of Wall, 
Streeter & Doyle, Inc., left Boston the 
(Continued on page 163) 
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Rueping’s Upper Leathers 
are doing what you have 
always wanted upper 

leather to do 


Make snappy, comfortable 
and serviceable footwear 


Full rich colors, tight break and a mellow, rubbery feel, 
with each skin’ well worked out. 


Calf — Veals — Sides 


in smooth and boarded finishes. Black and conservative colors. 


Fond du Lac, Wisconsin 


ESTABLISHED 1854 


Fred Rueping Leather Company | 
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DELIVERIES? 
WHEN WANTED! 


ALL NUMBERS IN STOCK 
KID - KANGAROO - CALF 


Up-To-The-Minute Styles Attractive Lasts 


No. 212 8.25 


On ‘The Oh! Look’”’ Last 
Dark Mahogany 
Genuine Calf Oxford 


Widths A- D Sizes 6-10 


100% Leather—that’s why 
they are ““GOOD” 


J. RALPH BAKER _ CO. 


Senin Mass., U.S. A. 
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Po wer- 
in a business paper 


To have its full efficiency 
advertising requires a 
strong, active vehicle. 


Sales publicity cannot 
perform in a poor medium 
anywhere near its maximum 
work. 


A 16-inch naval gun 
would be a failure on the deck 
of a ferry boat! 

Most every big industry has 
its supremely powerful advertis- 
ing battleship. 

In the footwear industry it is 
the Boot and Shoe Recorder. 
* * *” * 

The Boot and Shoe Recorder 
wields power as it ought to be 
wielded. It uses its power chief- 
ly in two ways: 

— educational influence; 


— sales influence. 


—get acquainted with 


The Boot and Shoe Recorder 


BOOT AND SHOE RECORDER PUBLISHING CO. 
BOSTON, MASSACHUSETTS 


New York, 127 Duane Street 
St. Louis, 1627 Locust Street 
Rochester, 609 Powers Bidg. 


In its thirty-eight years of 
constructive editorial promotion 
the Boot and Shoe Recorder has 
done more to assist retail shoe 
dealers to become successful mer- 
chandizers than has any other 
single influence. 


And during those years the 
Boot and Shoe Recorder has 
helped, through its advertising 
pages, to produce more sales of 
footwear and the commodities 
entering into its manufacture 
than all other business papers 
combined. 

ok * * * 


The more than 10,750 paid 
subscribers to the Boot and Shoe 
Recorder represent the Blue 
Book of the retail shoe business 
of America. 


They reflect the ledger ac- 
counts of the principal shoe man- 
ufacturers of the United States. 


Chicago, 189 W. Madison Street 
Cincinnati, Ist National Bank Bldg. 
Philadelphia, 929 Chestnut Street 
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Chicago Trib: 


Boston Herald 
Boston Traveler 


Boston News 
Printers’ Ink 


THIS ADVERTISEMENT APPEARS DURING WEEK OF MARCH 22-27 IN 


St. Louis Globe-Democrat Brockton Enterprise 
t and Chronicle Brockton Times 
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Packard Truck loaded with leather. In planning for longer trucking hauls, leather and shoe 
manufacturers are turning more and more to the proven Packard econo1.1y as against 
the high operating cost of the average assembled truck 


Is the Leather Manufacturer Missing an 
Opportunity to Increase His Profits 


IGH costs of the pres- 
ent day make new 
economies necessary 


for the leather and shoe 
manufacturer. 


And probably no other op- 
erating cost can be reduced 
as substantially as that of his 
trucking. 


The following National 
Standard Truck Cost System 
facts on the performance of 
over 1700 Packard Trucks in 
1919 have a vital significance 
for the truck user. 


An average saving in gaso- 
line of 10 per cent—due to 
greater efficiency in opera- 
tion with the aid of the Na- 
tional Standard System. 


The National Standard 
System used in connection 
with Packard Trucks has 
shown it possible to reduce 
cost per ton mile. 


Truck owners who have 
used the System for a year 
or more, and have compared 
the Packard with other 
trucks, are standardizing on 
Packard. 


The Packard driver finds 
his truck easier all around to 
handle. 


Less vibration because of 
the smooth-running Packard 
engine, the construction of 
the worm drive, and the plac- 
ing of 85 to 95 per cent of the 
live load on the rear axle. 


Less strain at the wheel, 
owing to the Packard semi- 
irreversible steering gear. 


Easier handling on the 
hills, owing to Packard high 
tractive force on the road 
and four-speed transmission 
graded up by regular steps. 


Easier to keep clean. En- 
gine enclosed, and lubricated 
automatically. Fly wheel 
and clutch shut off from 
dust and mud. 


These records when ap- 
plied to the leather and shoe 
manufacturer’s own  busi- 
ness mean a reduction in his 
trucking costs with:’a cor- 
responding increase in his 
profits. 


“Ask the Man Who Owns One’”’ 
PACKARD MOTOR CAR COMPANY, Detroit 
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Theo Tie! 
Certainly! 
Wemakit! 


Wire Your Order—At Once Delivery! 


605—Black Ooze Calf . .... . . . $10.00 
606—Brown Ooze Calf. . ... . . . 10.00 
604—Chrome Patent Leather .... . 7.50 
506—Black Glaze Kid. ....... 8.00 


Widths AA to C—High Grade— Turn Soles 
Full Louis Heels 


Atlantic Shoe & Slipper Corp. 


147 Lincoln Street Boston, Mass, 
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Style 5737 


Soft Shoes fer Tender Feet 
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Grow With Grover’s 


Grover shoes for Women’s wear will prove a source 
of business-building sales. They are the kind which 
mean not only immediate but future business. 


Attractive enough in STYLE, WORKMANSHIP 
and all round VALUE to win sales, they prove so 
satisfactory to the wearer she remains a friend. 


J. J. Grover’s Sons Co. 


LYNN, MASS. 
BOSTON NEW YORK 
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present week on a two months’ trip 
with Fall samples of the line of men’s 
fine welts made by this concern. He 
will open his selling campaign at Phila- 
delphia, going from there to Chicago 
and thence working East. Mr. Doyle 
has an attractive line of samples, rep- 
resenting the most desirable types of 
modern shoemaking. 


NORTH ADAMS BANQUET 


Wall, Streeter & Doyle Executives 
and Salesmen Make Merry 
James E. Wall, treasurer and general 
manager of the Wall, Streeter & Doyle 
shoe factory at North Adams, Mass., 
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JAMES E. WALL 


presided in-a felicitous manner at a.. 


banquet given by the firm to the execu- 
tive heads and salesmen in Hotel Rich- 
mond, North Adams, on the evening of 
March 17. 

Grouped about him were his associ- 
ates, Albert Doyle, John F. Fitzgerald, 
Walter Springer, Frank A. Huetter, 
John H. Gilles, Elliott L. LaMontagne, 
Joseph Fitzgerald, Edward Streeter, 
Daniel Graham, H. A. Newcomb, 
Placide Duprey, Fred Turner, Herbert 
Sweares, Henry Bishop, Willis Streeter, 
David Morin and James Welch. 


James Wall, Toastmaster 

Albert Doyle, president of the cor- 
poration, introduced Mr. Wall as toast- 
master after the very sumptuous ban- 
quet had been served. Mr. Wall briefly 
reviewed the history of the business and 
then called upon Mr. Huetter to give a 
talk on general salesmanship to the 
guests. 
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Mr. Huetter is the Michigan sales- 
man, with permanent headquarters at 
407 Temple Building in Detroit. His 
words were forceful and illuminating 
and were listened to with real interest. 


Open Discussion 


Mr. Wall then called for an open dis- 
cussion and invited the different guests 
to express their views frankly upon the 
firm’s policies. He tactfully and face- 
tiously introduced each speaker with 
words especially well chosen. 

Every man responded and a wealth of 
information and ideas were exchanged 
over the coffee and cigars. Each man 
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ALBERT DOYLE 


 stook up the affairs of his own special 


department and told of his endeavors, 
successes and difficulties. 

It is conceded that the evening was 
one of the most enjoyable, instructive 
and constructive ever spent together. 

Walter Springer, the factory superin- 
tendent, gave an especially interesting 
talk upon shoemaking. 


WITH MERCHANTS’ SHOE COM- 
PANY 


Harry R. Terhune Covering North- 
ern Massachusetts, New Hamp- 
shire, Maine and Vermont 


Harry R. Terhune, for the past 13 
years with the Rice & Hutchins, Inc., 
Retail Department, as manager of 
Willson’s Shoe Shop, 388 Washington 
Street, Boston, has made a new de- 
parture. Instead of selling shoes to the 
public, he will sell them to the retail 
shoe merchant. 
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Harry Terhune understands: shoes. 
Having been in the retail shoe business 
himself, he is alert to what the retail 
shoe merchants of the country want. 
Mr. Terhune comes from a shoe family. 
His father was formerly vice-president 
of the W. L. Douglas Shoe Company of 
Brockton, and later in business for 
himself as the J. W. Terhune Shoe Com- 
pany of Brockton. Heis now connected 
with the United Shoe Machinery 
Company. His grandfather was one of 
the pioneer shoe manufacturers of 
Newark, N. J. His uncle, ‘“‘Ed’’ Ter- 
hune, is well known to the boys on the 
road and to the retail shoe merchants 
of the South. 
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Photo by Bachrach 
HARRY R. TERHUNE 
Traveling Parts of New England States 
for Merchants’ Shoe Co., Boston 


To sum up the situation, Harry Ter- 
hune knows the shoe game from every 
angle. His territory consists of North- 
ern Massachusetts, New Hampshire, 
Maine and Vermont, and he is now 
taking orders. 

The Merchants’ Shoe Company is 
starting in its second year with increased 
facilities for service—by carrying many 
wanted lines of men’s, women’s and 
children’s shoes in stock. With Mr. 
Terhune’s genial personality and ability, 
backed up by the excellent proposition 
of the Merchants’ Shoe Company, the 
best interests of the retail shoe mer- 
chants will be well served. 


Globe Shoe Man in the South 


Harry J. Heiser of the Globe Shoe 
Company, Chelsea, has just left for a 
month’s selling trip to the wholesale 
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Latest Spring Styles 


Now on the floor. 
Immediate ship- 
ment guaranteed. 


(Harney Made) 


(Harney Made) Stock No. 


Stock No. 


751 Gun Metal Opera Pump, Welt [D 
Sole, Baby Louis Heel, A-D .$7.25 1661 | 


761 Dull Kid Opera Pump, Welt i — 
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Vir at naee tC 
Finest Quality Welts | 


If you want ac- 
tion on these 
values, wire or 
write today. 


(Harney Made) 


651 Dull Kid Plain Toe Oxford 
Welt Sole, Louis Heel, AA-D $7.00 
661 Gun Metal Oxford, Imitation 
Tip, Welt Sole, Louis Heel, A 


Stock No. 
601 Gun Metal Welt Oxford, Imi 
tion Tip, Military Heel, vey 97. 25 
1101 Epsent Leather Welt Oxford, 
ilitary Heel, AA-D .... 


Sole, Louis Heel, AA-D 1651 dy Ly Kid, Imitation © 


305 White Cabretta Pump,Turn Sole, 
Baby Louis Heel, AA-D . . . 5.50 


ford, Welt 
A 


Tip, , 2 Oxford, Louis Heel, 


AA - 
1151 Patent Colt, Imitation Tip. 4 
Sole, Louis Heel 


Illustrated Catalog of the Newest Spring Stock Styles Mailed on Request 


“ ne Sti. BOSTON, 


EIGNER SHOE COMPANY 


nee 











FOR AT ONCE DELIVERY 


Stock No. 1921—Dull 
Mat Theo Tie, Cut 
Out Quarter, Turn 
Sole, 17/8 Full Louis 
Heel. 


Stock No. 1920—Same 
as above only in Ster- 
ling Colt. 


SPECIALLY PRICED AT $7.00 


The L. B. SCHINDLER SHOE CO. 


99 Duane Street, 30 South Street, 
New York/iCity Boston, Mass. 














“SNAPPY STYLES ALWAYS IN STOCK”’ 


de Real 
Brogues Z@ 


WORCESTER 


(2) Special lasts 
(2) Special leathers 


Scotch Grain ‘| 
Cherry Cordovan 


A **Real’’ order 
will follow your 
trial order 


It’s a swift 
seller 


Full line of 
Young men’s 
shoes on new 
lasts. Ask to 
see samples. 


FREDERICK S. PECK 
WORCESTER, MASS. 
Boston Salesroom: 207 Essex Street 


























March 27, 1920 BOOT AND SHOE RECORDER 


= 2 ee ——_© 








eS Sef 
PDeanta “I Opened a New Account’’ 


Pon iat ¥ oN —wrote the Roadman 











Nia 
), Brown’s DEPENDABLE mite 


has aided many a traveling shoe salesman to 


land an opening order. Likewise BROWN’S 
QUALITY CALFSKIN has made many a per- 


manent customer for the shoe merchant. 


Koko 4, Otter 12, Brown Ooze, Black Ooze, Rich Tan 11, And 
No. 15, Plain or Boarded, for the Export Trade 


Cc. D. BROWN & CO,, Inc. 


<< 
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GENUINE MAT KID OPERA PUMPS 


Bench Made Turns Covered Full Louis Heels 31% Vamps 
IN STOCK IMMEDIATE DELIVERY 


95.50 NET 


A 
pes sas 214 107 


r Wire Your Orders 


NM Sdy S Shoe  Gmpany 


64 READE STREET NEW YORK CITY 

















HUB GORE---Romeos and Juliets 


ARE THE STANDARD— 
THEY SELL —> ii 


HUB GORE—INSURED GORE 
FOR TWO YEARS 


EVERLASTIK, Incorporated 


HUB GORE MAKERS 
BOSTON NEW YORK 
52 Chauncy St. 395 Broadway 
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1920 OUTPUT CAPACITY 
7,500 PAIRS A DAY 


ONE OF THE FEW LARGEST 
BUILT IN EIGHT YEARS 


“LOOKS LIKE SHOES THAT MIGHT COST MUCH MORE” 


First 


Look at the Price 


Then bear in mind that our low 
grades are made by the same expert 
workmen that produce our highest 
priced shoes. With us you get real 
Brockton handicraft at its best, in 


every pair. 


If that means as much to you as it 
does to our 9,000 steady patrons; 


if you want a factory service that 
stocks more styles and quantities 
than others in our grades; if you 
are looking for shoes that sell without 
coaxing, whose price and construc- 
tion are second to none, then ask 
us for a catalog and trial pairs pre- 
paid as a starter for a mighty profit- 
able business friendship. 
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Brogue—American Style 


ADMIRAL 


DARK TAN 
No. 471 


$7.60 


— 


Boarded Veal 
Brogue Lace 
Wing Foot 
Heel. Ad- 

miral Last. 
5% to 10—B to D. 


Over 100 Other 
Models In Stock 


Samples Prepaid On All 


Diamond Shoe 


HOME OFFICE STOCK HOUSE SALES ROOMS 
196 CHURCH STREET, NEW YORK CITY 
BOSTON OFFICE 207 ESSEX STREET 


—OFrma wns mrm<>a- 


N 
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W 
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T 
A 
L 
0 
G 
0 
U 
T 


BRANCH IN 
CLEVELAND 
OETROIT 

CHICAGO 
FACTORY 2 


CITY OF 
BROCKTON 


BRANCH IN 
PHILADELPHIA 
BALTIMORE 
PITTSBURGH 


FACTORY 1 


MONTELLO 
BROCKTON 





FROM STOCK 
~ OR FACTORY 
AS YOU WISH 


UNBRANDED 
WELTS FOR 
MEN—WOMEN 

Vay 
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trade of the South and Southwest. He 
is carrying a specially strong line of 
Globe shoe samples, and is very en- 
thusiastic over his new calfskin welt 
and McKay styles, the leather of which 
was made by his own organization. 


J. C. HOCKMUTH 


Makes Visit to Hamilton Brown 
Factory 


J. C. Hockmuth, Chicago representa- 
tive of the Hamilton Brown Shoe Com- 
pany, was at headquarters last week, 
having come in to look after the new 
additions to the Fall lines of samples, 
as well as to size up general conditions. 
Iie reported business in his territory 
satisfactory, although he noted some 
hesitancy among the larger merchants, 
as compared with the smaller retailers, 
in placing their early Fall orders. 


JOHN H. WILSON 


Sales Manager for McElroy-Sloan’ 
Returns 


John H. Wilson, sales and advertising 
manager for the McElroy-Sloan Shoe 
Company, returned last week from a 
two weeks’ trip to New York City and 
other Eastern points, in connection with 
the business of the company. Some 
little attention was also given to pleas- 
ure while away, as opportunity offered. 
Mr. Wilson went to New York from 
Memphis, where he attended the Tri- 
States convention. 


WITH MENZIES LINE 


Gus Anderson with Geo. C. Sells in 
Southwestern Illinois - 


Gus Anderson, who has been in the 
retail business for years in the City of 
Chicago, has become associated with 
Geo. C. Sells and is now selling Menzies 
shoes in Southwest Chicago and the 
southern part of Illinois. 


SALESMEN’S ROSTERS 


Regarding the Men of the Roth 
Shoe Manufacturing Company 


D. B. Goldman—Ohio and West 
Virginia; George J. Stamler—Penn- 
sylvania; B. C. Belcher—Indiana, 
Illinois and Michigan; Paul Mahler— 
Wisconsin, Minnesota and _ Iowa; 
Bill Graves—Detroit, St. Louis, 
other big cities and part of Iowa; 
George S. Cadwallader—City of Chi- 
cago; O. C. Kaufmann—City of Cin- 
cinnati; T. L. Mattox—Kentucky, 
Tennessee and Alabama; E. H. Ross— 
Virginia, North Carolina, South Caro- 
line, Georgia and Florida; W. H. Gold- 
man—Oklahoma, Arkansas, Mississippi 
and Louisiana; Ben H. Lowenstein— 
Texas; H. A. Sublett—Pacific Coast; 
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Carl Stern—Arizona, New Mexico, 


Colorado and Wyoming. 


“DICK”? JACOBS 


Now Represents the Milady Shoe 
Co., New York 


Richard Jacobs, best known to his 
many friends in the trade as “‘Dick”’ and 
who has formerly been connected with 
the New York office of the Herrick 
Shoe Company, is now associated with 
Milady Shoe Company, New York City, 
and will present the line of this house 
in the Metropolitan district. 


REGARDING “BILLY’’? OLDS 


Selling Ault-Williamson Shoes Ex- 
clusively in New York State and 
New Jersey 


W. C. Olds, or better known as 
**Billy’’ Olds, who has been connected 
with Ault-Williamson Shoe Company 


W. C. OLDS 


of Auburn, Me., for many seasons in 
New York City and New Jersey, is now 
representing them exclusively, selling 
their popular line of Constant Comfort 
Shoes in New York State and New 
Jersey. 


SALESMEN AND TERRITORIES 


The Sam B. Wolf Shoe Company 
Salesforce Taking Orders 


Robert E. Harrison—Texas, Lou- 
isiana and Arkansas; William K. Harri- 
son—Kentucky, Mississippi and Okla- 
homa; Leo Klarsfeld—Kansas, Col- 
orado, Nebraska and Iowa; H. W. 
Modlin—Minnesota, Wisconsin, and 
North and South Dakota; Frederick P. 
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Parker—Pennsylvania; E. Peck—In- 
diana and Michigan; Edgar A. Peck— 
Tennessee, Florida and Alabama; Wil- 
liam Petty—New York City and New 
Jersey; M. F. Thompson—New York, 
West Virginia and Ohio; W. B. Waddey 
—North Carolina, South Carolina, 
Maryland and Virginia; James C. 
Pearce—lIllinois and Missouri; A. E. 
Gerhardt—Ohio; D. W. Wolf—Gen- 
eral; M. D. Wolf—General. 


Goes After Easter Business 


Charles Auer, Eastern representative 
of the P. Sullivan Company of Cin- 
cinnati, left last week for the East with 
his new line of samples. 


Another Menzel with Jung 


A. A. Menzel of Stevens Point, Wis., 
is anew member of the field force of the 
Jung Shoe Company, Sheboygan, Wis., 
who departed March 20 from the fac- 
tory with the other travelers. He has 
been assigned to the Iowa territory. He 
is a brother of William Menzel and 
Herman H. Menzel, who have rep- 
resented the Jung company on the road 
for many years. Stevens Point has 
furnished a large proportion of travelers 
for this house, among them L. D. 
Kitowski, F. Zolandek, E. L. Ross and 
Howard D. Ross. 


Wright-Peters Man in Memphis 


Henry Duff of Rochester, N. Y., 
representing the Wright-Peters Com- 
pany, was busy calling on the Memphis 
trade last week. He found the demand 
satisfactory in spite of the fact that 
some of his friends accused him of ask- 
ing retail prices for his shoes for Fall 
delivery. 


THE LEATHER MARKET 
(Concluded from page 133) 


and it depends a great deal upon the 
date of renewed activity and a more 
active buying on the part of shoe manu- 
facturers, which, in turn, rests on the 
amount of orders placed by retailers. 

There are good colored sides available 
at 70c to 85c per foot for No. 1 selec- 
tions. Snuffed leather at 5c _ less. 
Other side leather is offered down as 
low as 40c to 55c, and there is some black 
leather running as high as 80c per foot. 

Colored buck is still held as high as 
$1.20 per foot, with the lower grades 
running from 90c to $1.15, according to 
quality. Top grades of white buck are 
offered at $1.10 per foot, the cheaper 
selections running down as low as 75c 
to 80c. Tanners have shown some 
disposition to shade prices on side 
leather to affect trading. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. Early stocking-up is 
advised. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Me johneca Sere 124 Main 37 Warren 
Brockton, Mass 93 Centre nn, M 306 Broad - K. Krieg, N. Y.......... 39 Warren 
Cincinnati 708 Broadway arlboro, Mass........... 11 Florence hiladelphia 221 North 13th 
Chicago.............18 South Market Milwaukee Rochester, N. Y 130 Mill 
Haverhill, Mass 145 Essex 216 Chartres St. Louis 1423 Olive 











“1 Know 
My Answer 


ts Correct ” 


Put the Burden of All Your 
Figure-Work on the Monroe 
In the Office -- in the Cutting Room 


IGURING—figuring—figuring! It costs 
} every shoe factory hundreds of dollars a 
week to figure payrolls, extend and check 
invoices, prepare routine reports, keep tabs on 
costs, for figuring in Cutting Room, etc., etc. 


Are you getting this work done accurately— 
and economically? 


The Monroe Calculating Machine will shoul- 
der the burden of all your figure-work, with ab- 
solute accuracy and in a fraction of the time 
it now takes. 


The Monroe finds the answer to problems by 
the simple method—direct from problem to an- 
swer. No complements or reciprocals to 
worry about. No trained operators to depend 
on. Just turn the crank—forward to multiply 
or add; backward to divide or subtract. Your 
answer appears in the dials instantly, abso- 
lutely correct—checked and proven. 


Complete information involves no obligation. 
Send for “Book of Facts’’—using the coupon. 


MONROE 


sa Calculating 
Me On. Machine 


» st S rae 
3 Ke “ 
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Welt Ties In Stock 
Early Deliveries 
Widths AAA-C 


682K—Black Russia Kristy Tie, Betsey,Lea. Mil. $9.00 
782K—73 Russia Kristy Tie, Betsey Lea. Mil... 9.00 


UPHAM BROS. SHOE CO. 


stoughton, , Mass. 








Buyers’ Easy Reference Directory 


p= “Jhose totally different shoes * 


WELCH, MOSS & FEEHAN 
MODEL 


No. 9111 


Mat Goat, 3 
Eyelet Tie. 
Light Weight 
Goodyear 
Welt, 18-8 
Leather Louis 
Heel, AA to D 


173 SUMMER STREET 
BOSTON, MASS. 


BLUESTEIN BROS. 





l 
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C#ine “SS 
‘Welt Footwear WN 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 














R A, 


NOW. 
85 co ’te 


147 LINCOLN STREET - 
BOSTON. MASS. 


Manufacturers of 


Top-Grade 
TURN SHOES 





—nationally 
advertised 


—distributed 
internationally 


A representative 
will call at your request 


STANDARD FELT COMPANY 
WEST ALHAMBRA CALIFORNIA 








Black Suede Theo Tie, Turn Sol 
Brown Suede Theo Tie, Turn Sole, 
Gun Metal Theo Tie, Turn Sole, 
Dull Luna Kid Theo Tie, Turn Sole, 
1165 Patent Leather Theo Tie, 
ered Heel, A- 


EIGNER SHOE CO. 


Brooklyn Made 173 $ St., B 








“THEO’’? TIES—IN-STOCK 


Full Louis Covered Heel, AA-C. .. $8.00 
Full Louis Covered Heel, AA-C... 8.00 
Full Louis Covered Heel, A-D.... 7.50 
Full Louis Covered Heel, A-D.... 6.75 

Turn Sole, Full Louis wear 


Mass. 























IN STOCK NOW 
There Are Some Shoes That Are Especially 
Attractive For Your Easter Business. We Can 
Ship Them At Once 


4189 Men’s Oxford—Mahogany Tan, Wing Tip, 
Brogue Pattern, English Last, Wing Foot 
Rubber Heel Attached. 7tol0onB. 54% 
to10, Cand D. $8.15. 

Same in Whole Quarter Pattern, Regular 
Straight Tip. $7.50. 


LANDE - RUTKIN SHOE CO. 


104 READE STREET NEW YORK, N. Y. 


4191 























| Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


Mt. Jewett Burke 
332 Summer St., 


Muskegon 


Boston, Mass. 


i St. Marys 











Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protectii our Foreign 
Trade in Cuba, Mexico, the South henasieen Countelen and 

also in Europe, Asia and Africa? 
Certain Foreign Countries award exclusive trade-mark rights 
in a trade name or mark to the first applicant, eve of 
valuable 


gin use by another. This allows piracy 
tries. 


de-marks in such coun 
\intains a.-Patent ont note 








ition 
ntries, as well as in the United States. Address all 
to Boot and Shoe Recorder Patent and Trade-Mar! 
ment, 207 South St., Boston, Mass. 























} HE new Fall samples of the 

“STEADFAST” line more 

than ever merit your early 
inspection. 


As usual we are in a position to 
share with our customers the econo- 
mies we have effected in fortunate 
purchasing of raw materials. 


Make an early appointment to see 
the line. Write today for one of 
our salesmen. 


| - SMITH-BRISCOE SHOE CO. Ine. 
Code Makers of Good Shoes for Men? 
LYNCHBURG, - ~- + VIRGINIA 
































She 


ae Goodyear Welt 
Nature Shaped Shoes for Children 
IN STOCK STYLES 


cy 


OOO oe 


ICICI 


The Influence of the 


OIC It Ie ec 


IIc 


Boot and Shoe PK =. 
ee 7) Ss pea 


— 
3c It 


5 - 8.. $3.30 
814-11. . $3.85 


with retail shoe buyers is 
the greatest aid your sales 
department can possibly 


have or get. 


INT INocIcIc 
Oe ec 


IC 
IOC Ieee 3c 
- 


a a a oe 


Same as 
above 
in button, 


CHIPMAN HARWOOD CO. 


564 Atlantic Ave. 
BOSTON, - - - + MASS. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 


in the Shoe and Leather Trade 








Failures 


Lynn, Mass.—Robert Sulkin, shoe manufacturer, 
rted assigned to Earl C. Jacobs. 
West Lynn, Mass.—Mill Wall Shoe Co., wholesale 
boots and shoes, reported attachment placed 
on merchandise by two creditors. Liabilities 
about $15,000. Yoo about $2500. Accounts 
receivable about $45 
Albany, Ala.—Garnett’s . Son Store, Inc., 
shoes, etc. it petitioned into bank- 
ruptcy. Reported liabilities estimated at 
$60,000; assets about $30,000. 
Dublin, Ga.—A. Lease, shoes, etc., 
askin neral extension. 
Chicago, il .—Jacob Bosco & Co., leather and 
findings, reported petitioned into bankruptcy. 
Hammond, Ind.—Benjamin Jacobs, shoes, re 
ted assigned. 
M alltown, Ia.—Mrs. B.Baxter (Baxter Store), 
shoes, etc., reported petitioned into bankruptcy. 
Burlington, la.—Fred eimeyer, shoes, etc., re- 
ported oa to omar at 65 per cent. 
Baltimore, tena & Bergeson, shoes, 
a offering to compromise at 35 per 
Pa Appointment of a receiver asked for in 
the Circuit Court by creditors. 
nee lyn, N ke ow — et _|~ i 
acturers, assi to Spiegel Brothers, 
Inc., on March 11, for the benefit of creditors. 
New York City—George Mogensen, also doing 
business at Paris, France, exports and im- 
ports, re this party made an assign- 
ment with liabilities of $2,080,000 and assets 
of about $2,000,000. © assignment was 
caused by heavy drop in foreign exchange 
complicated by failure of Roumanian mer- 
chants to pay drafts amounting to $400,000. 
This concern did a large leather business in 
the past few years. 

Greenfield & Cohen, Inc., also in business in 
Philadelphia, manufacturers of shoes, re- 
ported : eee into bankruptcy, receiver 
appoin 

You ~~ Ohio—Glover & Baker Shoe Co., 


. reported petitioned into bankruptcy 
Montreal, a. Soe —F. & B. Shoe Co., shoe manu- 


reported 


cturers, reported petitioned into bank- 


Changes 


Boston—Beckwith Mfg. Co., box toe manufac- 
turers, cemmpenstes with an caieioal capi- 
tal of $1, a 

Elkland Leather Co., leather, incorporated 
with an authorized capital of $100 

Golden Brothers Co., wholesale shoes, in- 
corporated with an authorized capital of 
$100,000. 

Hayes Shoe Corporation, shoe manufac- 
turers, incorporated with an authorized capital 
of $100,000. 

ee Mass. Pn meng se Leather Co., 


Manufacturing and 
Superior Shoe Supply, Inc., shoe supplies, in- 
sae with an authorized capital of 


Lynn, Mass. . —Davis, Means & Vinal Co., shoe 
3, d by Davis, Means & 





Timson Co. 
Salem, Mass. —Superior Tanning Co., tanners, in- 
corporated with an authorized capital of 


$10,000. 
Cullman, Ala.—J. N. Philpot, shoes, etc., succeeded 
by Philpot & McConnell. 
York, Ala.—C. Gordon, shoes, reported sold out to 
Poore Brothers. 
Samson, Ala.—Farmers Tyeding Co., shoes, etc., 
consolidated with T. S. Faulk & Co. 
Clarkesville, Ark "Langford & Co., shoes, etc., 
capital increased to $50,000. 
Mountain Home, Ar Ark.—Baker Bros., shoes, etc., 
succeeded . A. Baker. 


Bakersfield, ity Shoe Co., shoes, suc- 
ceeded by Family Shoe Store. 
jo. Gal: —T. & E. Potts, shoes. etc., succeeded 
Kausman & Meyer. 


‘ert Collins, Colo.—Collins Cash Clothing Co., 
shoes, elc., reported sold out to Hibbs & 
Renler. 

New Raymer, Col.—Kotonc Bros., shoes, etc., re- 

Merid fen, Conn. The Me sh 

eriden, Conn.—The ompany , shoes, 
=o with an po ey capital of 

Madison, Fla.—Smith Mercantile Com mpeny, shoes, 
etc., succeeded by S. Alex Smith & Company. 

Milton, Fla.—T. W. Jones, shoes, etc., su 
by H. S. Bates 

Centralia, II. —_ E. Frank, shoes, etc., reported 


selli 

Chicago, fi. as Nelson, 5848 N. Chicago Ave., 
shoes, succeeded by Nelson’s Booteries Inc. 

Nelson’s Booteries Inc., shoe supplies, incor- 


Porated with a capital of $20,000. 


a set & Stern, shoes, succeeded by Stern 
in. 
Lous Horberg, shoes, reported closed out 


Rs neg Tll.—Palace Clothing Company, shoes, 
etc., will dissolve. 

Ottawa, Ill—Fashion Shoe Parlor, shoes, etc., 
succeeded by Moss & Sullman. 

Gary, Ind.—Levin Brothers, shoes, sold out to 
Popovitch Brothers. 

Summitville, Ind. —Crim & Company, shoes, etc., 
succeeded by Harry Spitzmesser. 

1 Shoe C ry , shoes. 
with an authorized capital of 





$10,000. 
Westmoreland, Kan.—J. A. Green, shoes, etc., 
reported selling out. 





SNUG FITTING TOP 


FLEXIBLE NET 
LINING 


ENTIRE BOOT IS % 
CURED BY HOOD 
TIRE PROCESS 


DOUBLE SOLE 
RUNS ALL THE ¢* 
WAY UNDER 


RESILIENT DUCK TOE % VAMP LINING 


struction. 





New Mining Pac Developed 


The Hood Rubber Products Company is marketing a new develop- 
ment in mining footwear, kncwn as the Flex-I-Pac, the most important 
feature of which is that it is absolutely comfortable. 
not lace, but pulls on like a boot, has a flexible upper that fits snugly 
around the leg and gives with every motion of the foot and leg, so 
that there is no chafing at the instep. These shoes are made on a last 
that provides a close, non-slipping, comfortable fit for the foot, giving 
the miner free play, but setting snugly. The sole is of tire tread con- 


HIGH VAMP 


EXTRA HEAVY REINFORCED VAMP 
CONSTRUCTION -25% GREATER 
THAN USUAL: THICKNESS 
OF RUBBER 


HIGH FOXING 
PROTECTS VAMP 


TURNED EDGE TIRE TREAD OUTSOLE 
20% MORE RUBBER THAN USUAL 


The Pac does 
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Morehead, Ky.—H. Duncan, shoes, etc., sold out 
to Ashton Kenniard. 

Kittery, Me.—Co-Worker Shoe Company, shoes, 
etc., incorporated with a capital of $50,000. 

Portland, Me.—Portland Co-operative Shoe Com- 
pany, shoes, incorporated with an authorized 
capital of $10,000. 

South Berwick, Me.—Roberts & Marshall Shoe 
Company, shoes, incorporated with an author- 
ized capital of $10,000. 

i . M. Coon, shoes, etc., suc- 
ceeded by McBride General Store. 

Wadena, Minn.—N. J. Kopveiler & Co., shoes, etc., 
succeeded by F. & N. J. Kopveiler. 

Winsted, Minn.—H. Neaderberger, shoes, removed 
business to Minneapolis. 

Medicine Lake, Mont.—P. E. Johnson, shoes, etc., 
reported sold out to Medicine Lake Co- 
operative Co. 

is, Mo.—Progressive Shoe Co., manu- 
facturers and jobbers, shoes, incorporated with 
a capital of $75,000 

Schell City, Mo.—Darrow Mercantile Co., shoes, 
etc., reported sold out to J. W. Sharp. 

Elizabeth, N. J.—Isidor Goorevich, shoes, etc., re- 
ported sold out to Philip Goldweitz. 

Batavia, N. Y.—V. Kuebrick, shoes, reported sold 
out to N. Kushner. 

College Point, N. Y.—Jacob Mueller, shoes, re- 
ported discontinuing business. 

New York City—Appollon & Wasserman, have 
been incorpora with a capital of $35,000, 
to deal in leather. J. L. Appollon and H. and 
A. Wasserman, Brooklyn, are the incorporators. 

Bayroff & Samuels, Inc., shoes, incorporated 
with capital of $10,000. 

Whitcomb Shoe Co. (77 Reade Street), 
wholesale shoes, reported discontinuing busi- 


ness May 1. 
Shelby, N. C.—Hoyle & Fanning, shoes, etc., 
. M. Hoyle retires. 

Denhoff, N. D.—I. Heffter, shoes, etc., reported 
selling out to J. C. Wahl. , 

Finley, N. D.—Porter & Vold, shoes, etc., retired 
from business. 

Northwood, N. D.—Boston Clothing House, 
shoes, etc., C. H. Hanson retires. 

Ludlow Falls, O.—H. O. Miles, shoes, etc., suc- 
ceeded by J. C. Idding. 

Chickasha, Okla.—I. i tom, shoes, etc., suc- 
ceeded by W. W. Bishop. 

Durant, Okla.—The Model, shoes, succeeded by 
Hilderbrandt Station Co. 

Fletcher, Okla.—Thomas Beesley, shoes, etc., 
succeeded by Britton Store. 

Old Forge, Pa.—Simon Cohen, shoes, etc., suc- 
ceeded by Simon Cohen & Son. 

Philadelphia, Pa.—John Slobodien, wholesale 
shoes, succeeded by Fairmount Shoe Co. 
White River, S. D.—C. L. Spears, shoes, etc., sold 

out to C. A. Campbell. 

Johnson City, Tenn.—J. A. Parsons, shoes, etc., 
succeeded by Parsons Clothing & Hat Co. 
Cordova, Tenn.—N. G. Allen Co., shoes, etc., suc- 

ed by Houston & Farley. 

Amarillo, Texas—The Famous, shoes, etc., re- 
ported closing out. 

Fort Worth, Texas—A. Engler, shoes, etc., suc- 
ceeded by H. Jacobson. 

Gorman, Texas—Wood & Farnham, shoes, etc., 
sold out to Reed & Walker. 

Whitwell, Texas—H. S. Layne Co., shoes, etc., 
G. Hixson admitted. 

Cabell, W. Va.—O. A. Estep, shoes, etc., sold out 
to Estep & Price. 
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WANTED TO PURCHASE 


* MISCELLANEOUS 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 


387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 








WANTED FOR EXPORT 


YOUR seth ner Numbers 
tocks 


Surplus S 
Entire Stocks 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 








We buy quick and pay highest cash price 
for retail A ahelunie eieche of shoes or any 
other merchandise. 
uaneiiy no object. — . 
or 30 years our specialty. 

Bank and ile ref 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Pro; tor 
610 Broadway, Broo! lyn 


Phone, Stagg 1757 











CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other ise. Leases taken 
over. We will send a representative to in- 
vestigate and make offer upon request. 
Max Kalter Mercantile Co. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 














WANTED TO PURCHASE 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will value for your entire or surplus 


Leases ha 
over. Esta 


a short term to run taken 
hed 25 years. 


I, OLENICK 


413 Broadway, New York Tel. 9531 Canal 











We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close-outs. 


NO QUANTITY TOO LARGE 
We%also purchase entire stocks 
from retailers or manufacturers. 
Send _us particulars of what you 


haveffor sale. 
Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 





MISCELLANEOUS 











Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving and help the ap- 
gearence FR 
pped subj ap- 
proval and satisfaction 
guaranteed. 
a for um Satan cnt 
10" styles 
em an well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 
2410 No. 10th St. 
ST. LOUIS, MO. 








‘STORE LADDERS 
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Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


write for THE CHICAGO 
ond Price WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 











Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


DISPOSE OF 
OB. y= -N 5) Oy Ome) o LO) ore) 
and ODDS AND ENDS 


SEEIP THEM POOLS. then 


het pres 


Gans Stevens Mercantile Co. 
307 WEST MONROE STREEl (ons Bem. Gene) 
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page per issue: 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth pres WANTED—Three cents per word for 


Space 1 time 7 times 13 times 26 times 52 times iccepted One Dollar. Ads me bag will be received 
A .M. lesire answers 


linch....$4.00 $3.00 $2.75 $2.50 $2.00 


2inch.... 8.00 6.00 5.25 4.75 4.00 When a = Ae 
3inch....12.00 9.00 7.75 7.00 6.00 advertisement and pald ord of the addtew must be counted inthe 


4inch....15.00 12.00 10.00 9.00 8.00 under letter 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


each insertion. 
Minimum amount accepted, sixty cents. For other “Want” ad- 
vertisements, five cents per pon f= insertion. 











SALESMEN WANTED 


HELP WANTED SHOE BUYER WANTED 





GALESMAN for New York City and vicinity for 
well-known and popular ‘‘In-Stock”’ specialty 
line of ladies’ shoes, oxlords and slippers. Apply 
G. A. Miller, 64 Reade St., New York. 


WANTED —Expert shoe salesman, reference, 
assistant to manager high-class shoe store, 
Southern Summer resort town. Write at once 
salary and 1 ulars to Guarantee Shoe Store, 
Asheville, N. 


( VERG AITER ‘SALESMEN wanted for high- 

grade line of overgaiters. Must have experi- 
ence. Commission basis with drawing account. 
Address B755, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


7TANTED—Salesmen to carry as a side line 

infants’ soft-soled shoes, in the States of Ohio, 

Indiana, New Jerse ane Massachusetts. Shear & 
Sharping, 74 State St., Binghamton, N. Y. 


ANTED— — ed salesmen of men’s high- 

grade welt shoes. Territories open, New Eng- 
land, Lowa, Nebraska, Minnesota, North and 
South Carolina. Give full particulars and refer- 
ences in first letter. Confidential. Address B759, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


SAL .ESMAN to handle a high- grade | line of turns 
and welts at attractive prices. Splendid op- 
Brot and for a good live wire. Address B751, care 
t and Shoe Recorder, 207 South St., Boston, 





= salesman for Southern 
Iowa by large jobbing house with complete 
lines of women's and children’s shoes. Established 
poe with ag Address B750, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 
ALESMEN WANTED—Good experienced shoe 
salesmen for high goats Western line of men’s 
work shoes in the fo ey territories: Western 
Pennsylvania, Iowa, Sou akota and Nebraska, 
Oklahoma and Arkansas. Only live shoe salesmen 
with an established business will be considered. 
Address B744, care Boot and Shoe Recorder, 189 
W. Madison Si., Chicago, Il. 


WANTED-—Salesman with established trade in 
Ohio and Western Pa. to carry our line of 
high-grade ladies’ shoes. To be carried with non- 
ane lines. Send reference with first ~_ 
—. 611, gt Boot and Shoe Recorder, 2 
th St., Boston, Mass. 
aT HBMEN To sel] metal a boots and 


shoes to the trade; good territory open; 
quuminien. American Metal Shoe Co., Dept. 24, 


Racine, 

















POSITION WANTED 


IGH SCHOOL PRINCIPAL, traveling experi- 

ence, desires connection with shoe house on 
commission in territory with some established 
trade. Address B761, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


ETAIL SHOE SALESMAN, age 29, 9 ne 
experience, desires connection with jobbing 
concern or manufacturer. Address K285, care 
Boot and Shoe Recorder, 127 Duane St., New York. 


OUNG MAN, 8 years’ experience purchasing 
men’s and boys’ ise for wholesale house, de- 
sires to connect with manufacturer or Southern or 
Western wholesaler. Address B756, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














SITUATIONS WANTED 


ANTED, on commission, a line of leather find- 

ings or a a am to sell shoe manufacturers 

in Western New York. Frank E. Solomon, 190 
Clinton Ave., Rochester, N. Y. 








OPENING for young man as manager of a retail 


shoe store in a Southern city of 100,000 popula- SHOE BUYER 


. In revly, — age, Sy og es ay ex- 

ted and whether married or single. ress ; : 

B7s7, care Boot and Shoe Recorder, 207 South At rons Splendid eppertunity for an ex- 
perienced department store shoe buyer 


St., Boston, Mass. 
who knows shoe values and the markets 





“bathe aii a ya, ame a and how to get results. Call on or address 
leather pattern maker for large rubber fa 

located in bag ag en oy detail of KATZ & GOLDSMITH 
experience in first reply ress care Boot 

and Shoe Recorder, 207 South St., Boston, Mass. Braddock, Pa. 














AGENCY WANTED FOR LEASE 


FIRM of sales agents and distributors well known 

among the export trade wants sole agency for OF FICE and some floor space, ground floor, 
non-competing shoe and rubber lines. Volume Lincoln St., Boston. Extremely desirable lo- 
business assured. No credit risks. Address K284, cation for shoe manufacturer's o! ce; or Shoe 
care Boot and Shoe Recorder, 127 Duane St., New Findings concern. Address B762, care Boot and 
York. Shoe Recorder, 207 South St., Boston, Mass. 














BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 
SOM eee USL Lee eL 


Shoe Buyers=Attention! 


Take Advantage of 
This Opportunity 





GS 


To Buy English-Made Footwear 


Fred. W. Midgley (Director E. C. Midgley 
& Sons, Limited, Leeds, England) will 
personally visit all the shoe buying cen- 
ters in the United States, with samples of 
High Grade British Footwear. 


The present rate of exchange being very 
much in favor of the American buyer, you 
can purchase English-Made Boots and 
Shoes at a much lower price than actual- 
manufacturing cost in America. 


Address all letters of inquiry to B752 


Boot and Shoe Recorder, 207 South Street 
Boston, Mass. 


eee TTT eT eliTiiitrenniiiiiielniiiiy POU: 
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BUSINESS OPPORTUNITY Boot and ShoeRecorder 





FOR. RENT—Up-to-date shoe-store room. Re- 


tiring after 33 years in same location. John 
Hirschberger, Findlay, Ohio. 


TORE, 22 x 120 ft., after July 1, 1920, in the 
heart of the downtown business district of 
eee Wis. Address S. R. Gordon, Kenosha, 
is 
GROUND FLOOR sample room space for rent in 
heart of New York shoe district. Also good 
dry storage space. Address K283, care Boot and 
Shoe Recorder, 127 Duane St., , New York. 








HOE STORE in live, gt city of 85, 000. 
Stock will invoice $30,000. Only 5 years old. 
75 per cent of present stock bought at last year’s 
old prices. Did $50,000 business last year. sa- 
tion good, rent reasonable, trade good. Reason for 
selling. Will reduce stock if desired. Address 
B754, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR SALE 


GHOE STORE in one of the best locations in New 
Jersey. No old stock, and doing cash business. 
Stock will invoice about $5,000. Address B758, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





OR SALE—300 men’s odd shows, 60c per 2 dese. 

also 1,000 ladies’, misses’ and children’s shoes at 

rm per shoe. Address P.O. Box 77, New Orleans, 
a. 





DETROIT— Retiring from shoe business after 
ten years of successful upbuilding; yearly sales 
$80,000; corner location; two stores; lease, good 
will, small portion or entire stock for sale; tre- 
mendous good opportunity for someone. Dick- 
man’s, No. 824 Kercheval Ave., Detroit, Michigan. 


HOE STORE for sale. Exclusively ladies’ high- 

class, near New York, averaging over $40,000 

early, at great sacrifice. Good reason for selling. 
Culkin, 1932 Arthur Ave., Bronx, N. Y. 


OR SALE—Given & Reny, Elgin, Illinois, have 
for sale large boot, shoe, clothing and gent’s 
furnishing business, with or without building. 
Possible to expand and add other lines. Dandy 
opening. Ill health reason for selling. 














BUSINESS OPPORTUNITY 








Opportunity for Shoe Mfr. 


Wanted a manufacturer to make felt 
slippers from our own material. We can 
use a large quantity of men’s, women’s and 
children’s slippers. Dr. Jaeger’s Sanitary 
Woolen System Co., 393 Fourth Ave., New 
York City, N. Y. 











OFFICES IN 


AV A ILA BLE a Gy” ete he phooeine St., Geo. W. 


R. Hill one 507, 
CHICAGO OFFICE: 189 Noor Matieon St. Tele- 


. M ‘ anager. 
Immediate s' LOUIS. IS OFFICE. 1037 Lost Se B.C. 
Occupancy NEW TORK OFFICE: Room 102, Graham Bldg., 


127 L weeny LS H. Walter Scott, Manager. 
IN THE Tel hone 


Worth. 
rae RDELPHIA Oerece: 929 Chestnut St. H. 
Shee & Leather District anager: 
HAVERHILL. OFFIC Chamber “¢ Sg 


M d a oy a National Bank Bidg eo 
ay e r n CINCINNATI T OFFICE: 501 First National Bank 
ae 


= C. Bowen, Manager. Telephone 


e . 
B qi il d 1 n ROCHESTER OFFICE: 609 Powers Bidg. 
a L. Seward, Western New York Rep- 
Fi Ss : dB ( d LYNN tative, Telephone pt a 
ive Stories and Basement—Goo ERROGR 
Elevator—Fine Light—Low In- Pats Oice: 2 a. a. Ce. 


surance. Apply to 

pply comme Office: John C. Curtiss, Manager. Man- 

Coffin & Tab Australian Ofice: 480 Lit. Callin St, Melhou 
i ins rne. 

0 in a er G. Jervis fg Manager. 
24 Milk St., Boston eS fico: William Salzman, erenngne. 
ARGE ENTINA: Gerente, C. M. Elizondo, Calle 
Balcarce 150, Buenos Aires. 








erente, Leon Combacau, Ruaido 





a 204, Rio de Janeiro. 
ntiago, Las Rosas 1123-1127, Otto 


H 
MISCELLANEOUS orb mann, Gerente. 


Havana, Tootede 572, Pedro V. 





Montane’, ente. 
SPAIN: Gerente, ‘ate de re Librero- 


Bi | Editor, 20 Fuencarral, Madrid 
Icycie MEXICO: Gerente, Jose Elizondo, 4a Del 
Cipres 117, Mexico, D. F. 
STEP Japanese Office: Yokohama, J. F. Wagen, 
anager. ; 
LADDERS 


are made 
in many 
styles and MISCELLANEOUS 
to fit all 
kinds of 
shelving. T. W. GOP®. DONALD, Vice: Pres. 


Send for catalog 
giving full de- F. E. JONES, Treas 


scription and F. E. JONES COMPANY 
corors MAT KID 


95 South Street, Boston 





























BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 











FOR RENT 


Women’s and Children’s 
Shoe Department 


on commission basis in Daven- 
port, lowa’s largest Women’s 


Apparel Store. <A real oppor- 
tunity for a live merchant. 


Address 
MR. LANGBIEN 


Care Bon Ton Millinery Co. 
DAVENPORT, IOWA 











Big Opportunity! 


Big salesman to call on Big buyers 
—Big_ territories—liberal commis- 
sion, special proposition. Send in- 
formation as to age, experience, sales 
territory previously covered. 


EDMONDS SHOE COMPANY 
MILWAUKEE, WIS. 
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Getting More Shoes ey Right; Hy &- 
the right wearer, in the right me. a os ee 
The chief purpose of 
of the entire allied industries par vely 4-2. 


Annual Subscription in United States, $3.50! per copy, 25 cents. 
Member, of the Associated Business Papers, Ine. Member of the Root 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S..A. 
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BOOTS AND SHOES 


Abbott Shoe Go., 
Ahearn, John M., 

n= Shoe Mfg. Co., at OR > # 

ied Shoe Co., Newbur port, Mass 

Atlantic Shoe & Sli 0., Bos 
Bacon-Rollins Co., Lynn, 
Baker, J. Ralph, Co., Bridgewater, Mass... . . 
Baker Shoe Co., Haverhill, Mass 
Barnett Shoe Co., 
Barry, r D., Co., Brockton, Mass 
Berry, A. H., Shoe a Portland, Me. 
Bluestein Bros., Bosto’ 
Blum Shoe Mfg. Co., Dannvithe, N. Y 7 
B & P Footwear Co. ‘Inc., The, parame, | N.Y. 12 
Brauer Bros. Shoe Co., ‘St. Louis, 57-62 
Brockton Shoe Mf, Co,, apace, Mass. 78 
Brown Shoe Mfg. €0..8 Louis, Mo, 57- 3d Cover 
Cambridge Rubber Co., Sie ee, Mass. . 24-139 
Carter, J. W., & Co., Nashville, Tenn., and 

Chicago. 
Central Shoe Co., St. Louis, Mo 
Chenoweth, R. A., & Co., Boston 
Chipman & Harwood Co., Boston 
Churchill & Alden Co. (Campello), Brockton, 

Mass 4th Cover 
Civilian Shoe Co., Haverhill, Mass 
Clark, James, Leather Co., St. Louis, Mo. .57-65 
Cohen, Samuel, 134 
Collins & Staples, Haverhill, Mass 
Consolidated Slipper Co., Haverhill, Mass. . 
Dalton Co., The, rockton, Mass 
Diamond Shoe Co., The, New York City. 1 30-166 
Dittman Shoe Co., St. Louis, M 
Dodge, N. D., Shoe Co., Newbur 
Doerr, F. L. Shoe Co., St. Louis 
Duttenhofer, Val., Co., Cincinnati, oO 
Eaton, Charles A., as , nem Mass.... 
Eigner Shoe Co., 
Elam, F. S., Shoe Co., my EN i # 
Fair-Way Shoe Mfg. Co. . es Mass. 
Fiske Shoe & Lea 
Ford, C. P., & Co. 
Fox, Inc., Chas. K., Haverhill, Mass 
Freeland, H. H., Rochester, N. Y 
Friedman, Shelby Shoe Co., St. Louis, Mo.. . 
= Gordon, A. H., Co., Inc., New York 


Cit 
@ottin. w. C., 
Goodrich, B. F., dans 
Gordon, Leo, Shoe Co., Inc.. St. Louis, Mo. 
57-58-59-61 
Grieb Shoe Mfg. Co. ay 6 
Grover’s Sons, be Lynn 
Hammond Shoe Co., The, Haverhiil, Mass. 
Harney Shoe Co., P. J. Li nn, Mass 
H. Shoe Co., Haverhill, Mass 
Heilbrunn, J., & Sons, Rochester, N. Y 
Howard & Foster Co., Brockton, Mase. 
Hoyt, F. M., Shoe Co., Manchester, N 
Hughes & Tansey Co., Bosto: 
Johansen Bros. Shoe Co., St. Louis, Mo 
Johnson Bros. Shoe Mig. Co., ——_ Me. 
Johnson, Foes ms & Shinkle Shoe Co., St. 
Louis, M 57 


Johnston & Mtn’ ce New York City 
Kalt-Zimmers Meee, Wis. . 
Kamfner Sachs Shoe Co. . 

Keith, Preston B., Shoe Co., Si ton, Mass. 
Kleine, He .& Co., Chicago 

Knox Shoe , Milford, 

Kreider, A. s. 

Krohn-Fechheimer Co., The, Cincinnati, O.. “90-91 
La Crosse Boot & Shos Mfg. Co., La C 


Lande, Rutkin Shoe Co., New York City. . 

Lilly, He » New York Cit 

Lion Shoe 

Lippman, Geo. E 

Lund-Mauldin Co., St. Louis, _. 57-Front Cover 
Lunn & Sweet Co., Auburn, Me 87-99 
Manss-Owens Co., The, Cincinnati, O 

Marion Shoe Co., ie, 

Marshall Co., C. Brockton, M 

Marston & BY Co., Hallowell, Me 

Marston & Tapley Co., "Danvers, Mass. . 
McElroy-Sloan Shoe Go. , St. Louis, Mo. . 

Milady > Co., New Fok Cit 

Nettleton, A. E., Syracuse, N. 
Newcomb-Anderson Shoe’ Co. a 


N. 
Nu Baby Shoe Co., E. L _ Mass 
Olenick, I., New York 

Boudoir Peo 


. Narrow Fabric go, 
Palmenber; 


Phillips-Cram Corp., Haverhill, Mass 
Puritan Shoe Mfg. Co., Brockton, Mass. . 
Reece Shoe Company 

Rice & Hutchins, Inc., Boston 

Riemer, A. H., Co. , Milwaukee, Wis 
aeerte, Johnson & Rand Shoe Co., St. Louis, 


Russell, W. C., Moccasin o-. Berlin, Wis. 
Samuels Shoe Co., St. Louis. 

Sargent Co., 

Schapiro Shoe Co., eas Bosto 

—" L. B., Shoe Co., "io. New York 


Sele tiie Shoe Co., Inc., Brooklyn, N. Y. 
Smith-Briscoe Shoe Co., Lynchburg, Va. 
Smith, Wm. Summer, Chicago 
Stacy-Adams Co., Brockton, Mass 
Standard Felt Co., West Alhambra, Cal... . 
Stewart Shoe Co., Haverhill, Mass. 
Stetson Shoe Co., So Weymouth, Mass 
Stover & Bean Co.,'Lowell, Mass. 

Thompson Bros. Shoe Co., Brockton, Mass 


Timson Bros., Boston 

‘Tober-Saifer Shoe Co., 

Tougas, Geo. , Shoe Co., Bosto 

United States Rubbos Co., New York cae: 
Upham Bros. Shoe Co., Stoughton, Mass. 

Utz & Dunn Co., Rochester, wed > \ 

Wall- Doyle-Daley Co., Brockto 

Weimer, Wright & Watkin Co., "phltel; hia 
Weinbrenner, Albert H., Co., Milwaukee,Wis. 81 
Welch, Moss & Feehan Co., Haverhill, Mass. meg 
Westcott-Whitmore Co., Syracuse, is’ Bess 
Whitman & Keith, Brockton, Mass. . 
Whitney-Roth Shoe >. ge O. 
Williams-Clark Co., igs. 

Williams-Hoyt & Co., 

Witherell & Dobbins’ 94 Haverhill, Mass. . 
Wohl Shoe Co., David P., ’St. Louis, Mo 

Wright & Co., E. T., Rockland, Mass 


LEATHER AND OTHER MATERIALS 


Agoos, L., & Co., Inc., Boston 
American "Hide & Leather Co., Boston 


Beggs & Cob 

Brown & Co., C. D., Inc., Rochester, N. 
Castle Kid Com ny, —— N.J 

Creese & Cook Co., Bosto: 

Eisendrath Tanni , Racine, Wis. 
Fashion Publicity , New Yat City 
Griess- Tanning Co., The, Cincinnati, 


Howes Bros. Co., Bosto 

Hub , Boston and New York. 

Hunt Rankin “en 90g Boston. . 

Jones Co., , Bostoi 

Kistler, Lech nae Co., Boston 

Kullman, Salz & Co., New York & eee. - 
wi A. C., Leather Co., 

Levor, G., & Co., Inc., Meme ae g N. => 
New Castle Leather Co., Inc., New York. . 
aaagine. Fred, Leather Co., Fond du Lac, 


Scherer, Oscar, Co., Bosto: 
Standard Kid Mfg. *Co., Boston. 
Tanners Cut Sole Co., Boston. . 


FINDINGS, me AND REPAIR 
DIVISION 


Sdiee-Jonee C Co., Chica 

American Seating Co., Chicago 
Arrowsmith Mfg. Co., “Morristown, N. J.. 
Benstock, M, J., Bosto’ n 


Grits _ Co., New iS 124 
Laing. ar & Chamberlin iladelphia 124 
Miller, OA ‘3  Treeing Machine wag Brockton, 


wy Knitting Mills Co., Harrisburg, Pa. 
110-1 +H 


12 
R., Sons, tne ine < York City 118 
., Milwaukee, Wis. 114 
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Good Gun Metals 


Are Scarce 


Bat We Have Them, 
And They Are Par- 
ticularly Good Values 


Zw Ye 


(r= to the large demand for col- 


ored shoes there has been a corre- 
sponding curtailment in the production of 


black calf and side leather. 


But there are still plenty of men who 
want black and will have nothing else. 


We foresaw this condition and prepared 
to meet it. 


So to-day we can offer you the herewith 
pictured fine gun metal values. 


Bw YB 


Parker Holmes & Co. 


‘*The House That Helps”’ 
Boston : - Mass. 


Stock Style X1482 
Gun Metal Blucher 
Goodyear Welt 
Single Sole 
Sizes 6 to 11 


Price $5.50 


Stock Style X3227 

Gun Metal Blucher 
Goodyear Welt 
2 Full Soles 
Sizes 6 to 11 


Price $6.00 














Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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‘‘Kather and the Boys’’ 
Happy in ‘‘Streeter’’ and ‘‘O’Donnell’’ Shoes 


IN STOCK 


Our Most Popular Selling Shoes 


This one is a Beautiful Dark Brown 
Kippy Calf, English Bal, St. Clair Last 


A Wonderful Fitter 


Wing Foot Rubber Heels, Felt Lined Tongue 
Channelled Oak Sole 
Finest Construction Throughout 


B, 6-10; C, 6-10; D, 5-10 


Price $7.50 UNION STAMP 
Wall, Streeter & Doyle Co. 


NORTH ADAMS, MASS. 


Boston Office - - - - 207 Essex Street 
Detroit Office - - - 407 Temple Building 





iF 


The Leather 
for Fine Shoes 


“‘There’s no secret about Vode Kid quality 
—simply good skins well tanned.” 


Our salesman spoke truly. We have no mysterious source of 
skin supply—no startling patented process for making our 
product the best of its kind. 

The quality of Vode Kid is the result of the organization be- 
hind it—experienced buyers of good quality skins, skillful 
tanners with whom good leather is a religion, and efficient 
merchandisers, always placing the customer’s interests first. 
Those interests demand standardized grades, colors tanned through and 
through (not painted on the surface), and a selling price which is always the 
lowest possible. Write for samples and price list. 


Stanparp Kin Manuracturinc Co., Boston, Mass. 


Agencies in New York, Philadelphia, Rochester, Cincinnat: 
Chicago, St. Louis, and Montreal 





THE MOST FLEXIBLE 
SHOE MADE 
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EXTENDING A HELPING HAND 


We are launching our Advertising Campaigns in waves that sweep the country and wash the shores 
of foreign lands. 

The effectiveness of these Campaigns is attested by the inquiries that pour in on us by every mail 
from all parts of the English, French and Spanish-speaking World. Every one of them represents a 
business prospect seeking a Retailer or Manufacturer to whom his business will go. 

The business of the “F. B. & C.” Institution is too widespread and far-flung for our policy to admit of 
favoritism or discrimination. 


We create UNIVERSAL interest and confidence in 


“F. B. & C. Kid” 


and depend upon the keenness and initiative of the Manufacturer and Retailer to capitalize 
this interest in his business. 

We deliver the business at your door—You must store it away in your bank accounts. 

We play the ball into your hands—you must make the goals. 

To the astute'the idea at once occurs of telling the customer that they have shoes made of 
the most talked of leather on the market. 

Couple your local advertising up with our National Advertising and arrive with 


“F, B. & C. Kid.” 


SOME FAMOUS LEATHERS: 
“F. B. & C. White Washable Kid No. 81” 
“F. B. & C.” Bronze No. 00 = 
“F. B. & C.” Light Chestnut No. 7 
“F. B. & C.” Dark Chestnut No. 98 
B. & C-” Smoke No.’ 24 





F, 
es 





Amalgamated Leather Companies, Inc. 
(Formerly F. BLUMENTHAL COMPANY) 


Wilmington, Delaware 
The Largest Manufacturers in the if 6a Glazed Kid and 
Largest Consumers in the fakes ft of high classraw material 


Write us for 1920 Color Card and Electros for your own use in local advertising 
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ge Whittemore 


“Quick White’’ Ought To Be Sold 
With Every Pair Of White Leather Shoes 


| Epp —_ 
Dag HITTEMORE 


QUICK 
WHITE 
| MAKES DIRTY 
CANVAS SHOES 
CLEAN SWHITE 


QUICKLY EASILY 
APPLIED. 
ALSO CLEANS 


ALLA F 
CO MATE 


RESTORES THE BEAUTY 
TO SMOOTH AND NAPPY WHITE LEATHER SHOES 
leather shoes that “Quick White” 


Just a suggestion at the time of making sales of white 
will keep the purchase in best possible condition, is all that’s necessary to move 


one or two packages at a profit. 
‘“‘ALBO”’ 


Our cake white shoe cleaner is liked by many. Personal recommendation becomes_a 


pleasant and profitable privilege. 
Jobbers Are Distributors 
When they cannot supply you, write us 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 
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WEILDA 


THE FINEST SUEDE-FINISHED CALFSKIN PROCURABLE 











Weilda Calf is the Accepted Leather for “Height-of-Style” Shoes 


for next Autumn. 







Vet es Ne} ) SCONE 


The finest suede-finished calf leather procurable. 













A degree of luxury is present in Weilda that is not attained 
in any other calf leather. 


No wonder, then, that the discriminating trade has given its 
definite preference for boots, pumps and oxfords made with this 
kind of shoe upper stock. 






The shades most wanted are Black, Beaver and Mahogany. 
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Your request for samples of Weilda will be gladly and promptly 
served. 
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; A.C. Lawrence LeatherCompany 
| 161 South Street ,Boston , Mass. 
ve NEW YORK- CHICAGO - ROCHESTER 
GLOVERSVILLE 
CINCINNATI 





ST.LOUIS 
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Don't use Doubtktul 
White Leather. 

_ Select a White Leather 

itr Right . as 

Specity The Whitest White LEVORS. 


G. LEVOR & CO,, Inc. 


TANNERS OF CABRETTAS 
NEW YORK LOVERSVILLE, N.Y 
BOSTON ST. LOUIS 
MILWAUKEE 











ILLIKEN is the ‘‘Ace’’ of the 
myriad lines of children’s 
shoes; Billikens have broken 

all sales records in these lines. 


Retailers from coast to coast also 
are establishing new sales records 
with Billikens. 


Billikens exemplify the latest 
imaginative touch of genius for 
the comfort and proper growth of 
the Kiddies’ feet. 


If you haven’t the Billiken 
franchise write for our 
booklet and proposition. 


Shoe Company 


St.Louis, Missouri 
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WARNING 


EMERY & BEERS COMPANY, Inc. 


SOLE OWNERS AND DISTRIBUTORS OF 


“Onyx” @ Hostery 


Hundreds of thousands of dollars’ worth 
of silk hosiery has been stolen while in transit during the 
last few years. 





This merchandise has found its-way from the original thieves 
through various firms, finally landing in the hands of reputable 
wholesale houses, who have re-sold it to the trade without think- 
ing that they were parties to an illegal transaction. 


Several transactions of this kind have been investigated recently, 
wherein we have found the above to be the actual facts. 


We advise every firm to whom our brand is offered, to carefully 
investigate the source from which it comes before confirming the 
purchase. 


Emery & Beers Companylne 


Sole Owners and Wholesale Distributors 
Broadway at 24th Street - - New York 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 
San Francisco Office 210 Pearl Street, Mutual Life Building 


259 Geary St. Buffalo, N.Y. 


























To 
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“Decidedly Thompson” 
CARRIED IN STOCK 
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| * No. S-614 

| CODEWORD 

| “NURSE” 

. 

| NO. $-614 TAN CALF LADIES’ BROGUE 
° OXFORD, “PRINCESS” LAST, PERFO- 
| RATED. PINKED TIP, FOXING AND 
l LACE STAY. 

e 

! 

e 

| 

! 


WIDTHS, AA TO C 
SIZES, AA 5-8, A AND B 4-8 
Cc 38 


PRICE $8.50 
PER PAIR 











! 

| Another Attractive ‘Decidedly Thompson” 
Number in Women’s Style is $-616. A Havana 
° Kid Oxford, “Anita’’ Last. Carried In Stock. 
| Price $8.75 per pair. Send for Folder Showin}, 
j Women’s Styles In Stock. 


= BROS .SHOE (0 


MEN’S FINE SHOEMAKERS - 





NEW YORK BOSTON CHICAGO 
930 Marbridge Bldg. 7 207 Essex Street 35 South Dearborn St 


Address all communications to Brockton (Campello), Mass. 
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FOR FIL FORSTYLE FORWEAR 


BEACON SHOES | 


THERE ARE NO BETTER 


Stock Styles Can Be Shipped With Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 





Below we illustrate some of our STOCK STYLES READY TO SHIP 


(50 STYLES IN STOCK } 








HIGHEST QUALITY MODERATE PRICES 


COMPLETE STOCK 


No. B873, Trend Last — Price $9.00 


~ 


GENUINE BURGUNDY CALF 


Square Cut Throat Oxford 
8/8 Wingfoot Rubber Heel 


Sizes’AA-A-B 6-11 CC and D 5-11 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
18 South Wells St. Manchester 
Chicago, Ill. New Hampshire 
Order from nearest point. Latest catalogue sent on request 
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FOR FIL FORSTYLE FORWEAR 


| BEACON SHOES | 


THERE ARE NO BETTER 
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Stock Styles Can Be Shipped with Beacon Trade-Mark 
Ke! oy Speedwell Trade-Mark or Unbranded 
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Below we illustrate some of our STOCK STYLES READY TO SHIP 


(50 STYLES IN STOCK } 
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SAVE THE JOBBER’S PROFIT 







BUY DIRECT FROM MANUFACTURER 





No. B510, Trend Last — Price $8.35 


REAL CORDO RUSSIA CALF ~~ f 
Square Throat Oxford, Small § |§é©§ ———_—_ic———— 
Perforations, 8/8 Leather Heel 


Sizes AandB 6-11 CandD 5-11 














F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK DEPARTMENTS LOCATED AT 
18 South Wells St. Manchester Havana 
Chicago, Ill. New Hampshire Cuba 
Order from nearest point. Latest catalogue sent on request 
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When a White Shoe comes into 
your Store — get down a Case of 


The WHITE CLEANER 


for “Blanco” and White Shoes are 
inseparables; and their friendship 
outwears the Shoes. 


“*Blanco’ keeps White Shoes White" 


It satisfies your customers because it does 
its work so well. They want “Blanco” and 
only “Blanco” as long as they have a white 
shoe to put it on. 

It Whitens ; it Cleans; it Preserves. Easy 
to use and always ready for use. Applied 
in a moment. No trouble, no “ messiness.” 


Clean and Handy. 


You don’t have to stock “Blance,” 
you just sell it— or rather, it sells itself! 
Blanco’ means good profits and quick 


Ask your Jobber for Supplies. 


Manufactured by 


JOSEPH PICKERING & SONS, LTD 
SHEFFIELD, England. 
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Insist on 


Snyder’s Leathers 


We have made it possible for you to obtain 
Good Leather for your medium priced 
shoes at a reasonable figure 


Atlas Kid 


Black and Colors 


Ebony Cabrettas 
In 
Black and Colors 


For Men’s and Women’s 
Welts, Turns and McKays 


Largest manufacturers of semi chrome kid 
and cabrettas in the world 


H. S. & M. W. Snyder, Inc. 


Capital and Surplus over $1,000,000 
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ens Dress Hels 


HE present day demand is 

for quiet elegance com- 
bined with wearing comfort 
and durability. - 


LUNDIN Shoes 


meet this demand perfectly-- 
as is evidenced by their swiftly 
mounting popularity among 
men who are particular about 
their footwear. 


The LUNDIN Shoe 
Is Right All Through 


LUND-MAULDIN Co. 
MANUFACTURERS 
Saint Louis U.S.A. 
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A NEW CREATION DISPLAYED BY 


GUARANTEE SHOE CO., San Antonio, Tex. 
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Now rstle Hoona Broun Kia 


Sudge ff by lts llsers” - 
New Castle Leather Company Inc. BArARS 


NEW YORK 
BOSTON MONTREAL, CAN. CHICAGO 
and the Principal Leather and Shoe Centres Gverywhere 
Factory, Wilmington,Del. 
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SIMPLE ARITHMETIC 


APPLIED TO SHOE LININGS 


The ultimate cost of a shoe to the wearer may al- 
most be said to bear no relation to the price at 


which it is bought. 


This can only be determined by dividing the price 
by the length of time or number of miles during 
which the shoe gives satisfactory service. 


A shoe gives satisfactory service only so long as the 
lining remains intact. This is true no matter 
how high priced it may be, or how durable in 
other respects. 


If a lining diminishes the period of service, it 
obviously increases the ultimate cost far out of 


proportion to anything which could possibly 
have been saved in its price, and of course the 
converse of this proposition is equally true. 


In fine shoes there is a sort of service which is, 
in a measure, independent of wearing qualities. 
It is the service to the eye; the measure of per- 
sonal gratification that comes with owning some- 
thing which possesses in an obvious degree the 
evidences of quality: usually termed Style. So 
essential is this factor that the well balanced shoe 
ought to contain a stylish or handsome as well 
as substantial lining, in order to make ultimate 
cost what it shouldbe. 





SHOE 


W. H.HOLBROOK 
COMPANY 








LINING 


207 SOUTH ST. 
BOSTON,MASS. 








is designed to reduce the ultimate cost of fine shoes, by increasing the length of time or number of miles 


during which satisfactory service will be given. 


It provides the fullest possible measure of service by supplying, in addition to the enduring qualities, 
the final touch of attractiveness which rounds out and completes the very important element of Style, 


in a shoe. 


This measure of all round service is obtained by the use of sound methods of construction, so that good 
looks are not obtained at the expense of durability. In fact the construction used to produce good 
looks is just the thing which takes out the deficiencies of ordinary twills. 


After seeing and testing “DOUBLETWILL” no argument will be necessary in order to convince you 
that, by applying the principles of Simple Arithmetic, it is the Cheapest of All Linings. 


“ DOUBLETWILL” Shoe Lining is 
made in but one quality. It is sold only by 


W. H. Holbrook Company 
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HANDSOME OXFORDS FROM THE 


LINE OF MEN’S 
FINE SHOES 


These are not all by any means in the ‘‘Dalton”’ 
line that merit the business of dealers. There 
are others ready-to-ship quite as attractive. 
The styles shown are, however, taking well and 
promise to be among the season’s best buys. 





— 


Stock Style No. 594—Winchester 
Last Cherry Tan Calf Varsity Ox- 
ford, Wing Tip. Sixes and Widths 
AA and A, 7 to 11; B and C, 6 to 
11; D, 5 to 11. 





Send for cata- 
logue showing 
full line of 
‘*Dalton’’ 
Shoes — Ready 
to Ship 





Stock Style No. 591—Cherry Calf 
Varsity Oxford, Winchester Last, 
AA and A, 7 to 11; B and C, 6 to 
11; D, 5 to 11. 








THE DALTON COMPANY, INC. 


Makers of Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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Famous American Shoes 
MADE WITH 


Barbour Grooved Endless Welting 


Number 4 tin the Series 


Boarded Calf Scotch Bal, 
Haig Last 


By 


Johnston & Murphy 
Newark, N..J. 


HE illustration is the fourth high-grade, first quality welting 
of a series of models from js recognized by manufacturers 
representative American shoe of this class. 
manufacturers who use Barbour 
Grooved Endless Welting in Not the cheapest welting on the 
their shoes. market, but the most economical 


The far-reaching importance of and satisfactory in final results. 


Barbour Grooved Endless Welting 


MANUFACTURED BY 


BROCKTON RAND COMPANY 


BROCKTON, MASS. 


BY INVITATION 
MEMBER OF 














WEW YORK ,U.S.A. 
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28 Styles in Stock 


we 








A QUARTER MILLION DOLLARS worth now ready. They're 

styles that will fit in nicely with your present stock, every one 
a staple and a quick seller. Rapid turnover—with the added profits 
it affords the retailer—is the basis on which they’ve been selected. 








The successful combination of Western Quality and Eastern Style has 
gone across big; new accounts added to our books daily are those of 
keen thinking successful shoe merchants, for whom the unique 
Marion proposition presents unusual attractiveness. 





Marion Shoes will add thousands of 
dollars to your annual sales. Why not 
play fair with yourself and investigate 
at once? 


Unbranded or Stamped Marion 


Ask for our new catalog 
nearly ready—or better 
still, let us send you a 
few sizes on some of 
the numbers shown 
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203— Mahogany Calf Bal’ a 202X—Mahogan Calf 
Pullman Last, Leather . sii Oxford, me Last, 
Heel. AAtoD. Nowin \ Wingfoot Heel. AA toD. 

$9.50 Now in stock $9.50 


206X—Mahogany Calf 
Oxford, Peerless s 
Wingfoot Heel. AA to D. 
In stock April 15th. $9.00 


204—Mahogany Calf Bal, 
Peerless Last, Wingfoot 
Heel. AAtoD. Instoc 

April 15th $9.65 


301—Mahogany Cordo 
Bal, Streamline Last, 
Wauklite Rubber Heel. 
A to D. Now in stock. 

$7.50 


303—Cherry Veal Bal, 
Bayonet Last, Wingfoot 
Now = 

-65 
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LUCIUS BEEBE & SONS 


129 SOUTH ST. BOSTON, MASS. 





















VICI 
KID 












CHROME. SOLE 
FINDINGS 


BLACK AND COLORED 
SHEEPSKINS 
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AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


BOARDED AND SMOOTH 
BLACK AND COLORED SIDES 


CALF LININGS 
MAT CALF 
METAL CALF 


AYER’ 
foeanse=inerd TANNING Essrtiscss 


a \SUMPANY f) BOSTON 


Neee% 
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THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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GLAZED-MATI cOLORED 


FOR that luxury appearance and silky softness that 
stamps a shoe with unmistakable quality specify 


HECO KID. 


HECO KID makes all the difference. 


TANNERIES SALESROOMS 
BETHEL, CONN. NEW YORK 


F. HECHT & COMPANY srruce st. New York City 
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“KVANGELINE” 


SHOES for WOMEN 


TWO STOCK STYLES 
THAT ARE PRICED 


RIGHT! 


READY FOR AT-ONCE DELIVERY — 
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No. 3642 
BLACK KID TONGUE PUMP, 87 LAST, 
19/8 LOUIS HEEL, GOODYEAR WELT, 
ALUMINUM PLATE. PRICE..... $6.40 











YOU CAN’T GO WRONG ON 

THESE TWO SHOES—AND eis 

THEY CAN BE RETAILED AT ROYAL PURPLE CALF OXFORD, 
GOODYEAR WELT, 84 LAST, IMITA- 

PRICESTHATARE WITHIN THE == | Si?URAL WELT, WHITE STITCHING 

BOUNDS OF REASON. 154 INCH HEEL. PRICE .......$7.00 

















IMPROVED CUSHION SOLE DAVIS 

FAMOUS SHOES, DR. A. REED PAT- “ew pancnts 
Cunssie: ot Cation ENTEE, 1900, 1901. THIS IS 

cance NOP THE ORIGINAL DE. A FLEXIBLE 

VIOUSLY PATENTED BUT CUSHION SOLE 

SHOES HIS LATEST INVENTION. McKAY 





























Can We Send You Our Spring In-Stock Catalog? 


A. H. BERRY SHOE COMPANY 
PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 
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The New Walk-Over Storehouse 
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One service which the Geo. E. Keith Company has consistently rendered its cus- 
tomers has been its policy of heavy anticipatory buying and giving the customer the 
benefit in the finished product of the lessened cost thus made possible. This service has 
been greatly appreciated by Walk-Over customers. 

Not only is such a policy of direct financial benefit to the customer but in these days 
of embargoes and other transportation difficulties it prevents or minimizes delays and 
decreased production because of lack of supplies. 

In order to secure the full benefit of this policy, the material must be bought far in 
advance of actual use and it must also be delivered and stored in an easily accessible place. 
Plans were started some time ago for a central storehouse and the illustration above 
shows it nearing completion. 

The building is 240 feet long, 60 feet in width and three stories high. It is constructed 
of reinforced concrete. 

It is directly east of No. 3 Factory and west of the site of the new No. 11 Factory. 

The first floor, which is connected 4! a bridge with No. 3 Factory in which the central 
sole leather department is located, will be used for storing the sole leather. 

The Purchasing Department will use the second floor for the storage of the more 
than 12,000 items which it regularly carries in stock. 

A portion of the top floor, all of which is lighted by saw-tooth skylights, will be used 
for the storing and sorting of the upper leather, while the remainder will be used for 
designing and manufacturing patterns, thus enabling the Geo. E. Keith Company, so far 
as its patterns are concerned, to be entirely independent of outside manufacturers. 

A spur track connects the building with the main line of the N. Y., N. H. & H.R. R., 
making it possible for supplies to be delivered direct to the building. 

Two 4,000-ton elevators will convey the supplies to the various floors. 
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| Maer O. He KE Shoes pS ye 


== CAMPELLO, BROCKTON, MASS., U.S. 


SS= EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND THE 
WORLD OVER, INCLUDING NEW YORK, LONDON AND PARIS 
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Do Shoe Wearers Want 
Better Shoe Linings? 


Extracts from a few of the unsolicited letters we 
are receiving in answer to Red-Line-In Saturday 
Evening Post advertisements: 


‘| have been buying my shoes from I am through 
with them on account of the poor lining they use. It wears out in a 
very short time in the heels and ruins many pairs of socks. Who uses 
your Red-Line-In? I want to buy a pair of those shoes.” 


SUOMI MEELCHIULIT OLIN MM eiNtiiiielliiiiiiiiitiel| 


“T have the very trouble you mention—the lining of my shoes goes 
to pieces before the shoe shows any signs of wear, yet my feet do not 
perspire excessively, neither do I wear a pair of shoes longer than two days 
at a time. Please advise me what shoe manufacturers use your lining, 
and I will insist upon getting it the next time I purchase shoes.” 


x x * KX 


“I have been wearing the shoe, and | find that the 
linings crack and wear at the bend of the foot, and the consequence is 
that the leather breaks at this point while the rest of the shoe is in good 
shape. I am about to purchase another pair, and would like to know if 
these people are using your lining, and if not where I can get a shoe simi- 
lar in last and shape.” | 
x 2 8 8 


How many customers are YOU losing on account of poor 
linings? For every one dissatisfied customer who makes 
known his grievance there are many who say nothing but buy 
elsewhere next time. 

Tell your shoe manufacturer or jobber that you want your 
shoes lined with Red-Line-In Shoe Lining—the strongest and 
most durable shoe lining made. 


Farnsworth, Hoyt Company 


MAKERS 
BOSTON 
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STRENGTH 


Long staple combed white cotton only is used in the manu- 
facture of Polar-Kloth. Long staple cotton insures the 
initial strength of the woven fabric. 


Bleached, mercerized and finished by a superior established —e 
resulting in a beautiful mellow white with a lustrous finish, with no loss 


of strength in the fabric. 


FINE FACE - | 


The use of long staple cotton makes possible a fine count three-ply combed yarn, 
closely woven to get weight, and produces a very fine faced fabric with individual 


character. 


EVEN WEAVE 


For over two years the manufacture of Polar-Kloth has been confined to one establish- 
ment. Only the most skillful and experienced operatives are employed in its production. 
This continued employment on one fabric has developed a manufacturing efficiency that 
reveals itself to our many satisfied customers. 


You can safely specify Polar-Kloth, Your manufacturer will not 
have to pay an excessive price _ 


Thomas, Lake & Whiton, Inc. 


Bedford and Lincoln Streets BOSTON, MASSACHUSETTS 
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|OHNSON BROS. 


Ci SHOES FOR FALL 











SHOWING A BLACK KID BOOT } 
ON OUR NEW STAGE LAST 
(No. 115) 


fade fa the Pine Sree State ” 





























Priced for Volume 


' BOOTS AND OXFORDS FOR FALL—THREE NEW LASTS—EVERY POPU- 
LAR KIND AND SHADE OF LEATHER—HIGH HEELS, CUBAN HEELS, 
LOW HEELS—AND BACK OF ALL THESE, JOHNSON BROS. WORKMAN- 
SHIP! A COMBINATION THAT IS HARD TO BEAT. SALESMEN NOW 
OUT—CAN WE DIRECT ONE YOUR WAY? 

‘“‘The Bread and Butter Line’’ 


OHNSON BROS. SHOE MFG.CO. 


H ALLOWELL, MAINE 
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THERE IS ONLY ONE VICI KID\! 











OU desire to be careful in stating facts regard- 
ing the shoes you sell. 


Do not tell your customers that you are selling them 
shoes made of VICI KID unless you are sure that 
the leather was made by Foerderer. 


There is only one VICI KID. 


There never has been any other. No firm but 
Robert H. Foerderer, Inc., makes or ever has made 


VICI KID. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia - - - Pennsylvania 








THERE IS ONLY ONE VICI KID 
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DITHERE NEVER HAS BEEN ANY OTHER 











)TTHERE NEVER HAS BEEN ANY OTHER 
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Human Footprints 


The X-ray illustrations in every 
Educator Shoe advertisement get the 
public’s attention because of man’s 
primitive interest in the foot tracks of 


human feet. 


That is why Straight Bone and Bent 
Bone Feet make such a wonderful im- 
pression on the human intellect and is 
one of the chief reasons why Educator 
Shoes enjoy such wide popularity. 





Why not hitch up your store with this 
trade producing line of shoes which is 


FDUCATOR outselling any advertised shoe? 
SHOE® 


Rice & Hutchins Distributing Houses 


The Rice & Hutchins The Rice & Hutchins The Rice & Hutchins 
New York Company St. Louis Shoe Co. Cincinnati Company 


The Rice & Hutchins The Rice & Hutchins The Atlas Shoe Company 
Atlanta Company Baltimore Company Boston, Mass. 


The Rice & Hutchins The Rice & Hutchins Joseph I. Meany & Co., 
Cleveland Company Chicago Company Philadelphia, Pa. 


Rice & Hutchins, Inc. 
10 High St. Boston, U. S. A. 











